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JOUN R. EVANS & COMPANY. Camden, New Jersey 





is the thing again... 





There’s extra profit for you in the return to evening 
opulence. Increase your extra pair sales by showing and 
suggesting evening shoes of Colonial Patent to each cus- 
tomer. Be sure to mention that they are made of Colonial 
Patent, your customer knows it as a guarantee of value. 


COLONIAL TANNING COMPANY, Ine. Boston 11, Massachusetis 
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IN EVERY PAIR there is the undisputable evidence 
of how carefully Gilbert shoemakers guard the con-— 
fidence which merchants and consumers alike have 
placed in shoes that bear the name, . Kali-sten-iks. 


Fundamental business philosophies, too, have won 
and held the confidence -of Kali-sten-iks merchants 
throughout the land. 

Never a compromise on quality in materials. or 
methods. 

Treating every account impartially, regardless of 
its volume. 


Maintaining service—Quality First, Quality Always. 


THE GILBERT SHOE cO., THIENSVILLE, WISCONSIN 
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HOLLAND-RACINE 








WITH THIS 
POPULAR PRICED, 
SMARTLY STYLED 
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Another Outstanding 
Leader in the HR 


Sport Shoe 
Parade 


Right now, and the next few months, 
is the time to concentrate on sport 
shoes. And Holland-Racine has the 
finest lines ever presented. Complete 
style and price ranges and a factory 
policy that protects your franchise. 


White Jor full information 











STYLE 5666 apie 


This nationally advertised, double crepe soled, moccasin blucher is 
one of the most popular models for spring, summer and fall. A 
young man’s shoe at a young man’s price, but with the styling, 
comfort and quality that older men like, too. Handsomely designed 
. . . fuggedly built from fine materials by Holland master craftsmen. 
Be sure to stock plenty of these. They'll move fast . . . retail for 
$12.50 with a full profit for you. Get your order in now and march 
in March with greater sales and profit! 


HOLLAND-Zaccxe SHOES 


INCORPORATED 
HOLLAND, MICHIGAN 
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You Can Bet I Remember!*’ 





Customers are cautious, too. Every shoe bought today must 
have versatile and future style use. White is always smart with 
any costume colors. 


. they build 


White shoes average lower in costs than colors . . 


up more in profits. 
WHITE: is more RIGHT 


’ mi 


Kh 





smooth suede 





G. LEVOR & CO., INC. GLOVERSVILLE, NW. Y. 

















STYLE 
No. 9800 





An established, consumer-approved brand with these advantages: Fine fit. 
Strong promotion features. Quality workmanship. A single resource from tots to teens. That's 
what makes Pollyanna the bread-and butter brand for children’s and misses’ operations in 


leading stores and departments. Good for your store too! 


A.$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 
Marbridge Bldg., 47 W. 34 St. 


ANNVILLE, PA. 
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@ It's the little things that mark a product above the 
mediocre. In Walk-Over Shoes it’s the fashion finesse 
that goes into every design .. . the unvarying 
quality of the leathers . . . the precision-crafted 
lasts ... the careful construction. Walk-Over’s 
fetish for the fine-points of shoe-making pays 
off in the extraordinary customer loyalty 


Walk-Over dealers enjoy. 


Walk-Over prices from $13.95 





Geo. E. Keith Company, Brockton 63, Mass. ¢ New York Sales Rooms, Marbridge Building—822 and 906 


February 15, 1948 








HOW GENERAL SHOE USES CUSHION CORK 


to insure extra comfort in the Jarman Million-Aire 


The Jarman Million-Aire uses Armstrong's 

Cushion Cork® sewn between two sections 
of a split insole. From heel to toe, the foot rests 
on a resilient cushion—as nature intended it 
should. The result is walking comfort far keyond 
anything possible with solid leather. 

Cushion Cork is made by a patented process 
from springy cork particles and a sponged binder. 
With each step, it conforms to the foot to give 
the effect of walking on soft earth. Because 
Cushion Cork is so flexible, it eases and shortens 


the breaking-in period. It also adds insulation to 
a shoe to keep the foot much more comfortable 
in both summer and winter. 

Help your customers acquire the pleasant habit 
of wearing shoes built with Armstrong’s Cushion 
Cork. Explain its advantages . . . and a short 
walk down the store aisle will do the rest. Write 
today for a list of the nationally known shoes 
that use Cushion Cork. Armstrong Cork : 
Company, Shoe Products Department, 
9602 Arch St., Lancaster, Pennsylvania. 





CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 





PRODUCTS 


CORK COMPOSITION 


ARMS TRONG’S .SHOE 


FLEXICORK FILLERS CUSHION CORK 


BOX TOE MATERIALS 
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A WINNING 
COMBINATION 


You'll See It In March “22 





MASCOT 


Write for Name of Store Near- 
est You. Ask for NEW SPRING 
STYLE BOOK. 


URWISS 


{CHO 









INDIGO 


“They're smarily styled” . #. yes, 
definitely, but you'll find their 
famed* fit and comfort features 
surpass even their smartness. 
Glorious foot-ease—with style— 
are yours in Shoes By DREW. 


* Traditionally Fine Welts for Over 75 Yeer. 


THE IRVING DREW CORPORATION 
LANCASTER, OHIO 







Shoes by Drew—a quality line, 
backed up by National advertising, 
establishes a new sales potential 
for "repeat customers”. 

The popularity and selling 
advantages of Shoes by Drew are 
a retailer's “best asset." Feature 
Shoes by Drew, they're 


first-for-fit’'—distinctively styled. 


(VOGUE AD—APRIL 15th) 





IN-STOCK 
SERVICE 


Balance your inventory — in- 
crease your turn-over . . . take 
advantage of Drew's In-Stock 
Service. Remember a missing 
size is a missing sale. 


Send for Style Book 











"Traditionally Fine Welts for Over 75 Years” 


The Irving DREW Corporation 
LANCASTER, OHIO 


NEW YORK 


746 MARBRIDGE BLDG. 
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THE PATTY 
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‘ \. THE DUTY SHOE 
| THAT IS A BEAUTY SHOE | \ 
Pd Norrow Widths 5 to 10 } \ 
\\f Medium Widths ...4 to 11 T 
Va 
RECEPTIONISTS FOR 
BEAUTICIANS 
BE SURE TO HAVE THESE 
PATTY STYLES ON YOUR 
SHELVES ; 
No. 4882-5 . . . All White Sb > IN 
No. 4882 . . . Town Brown X }° 
No. 4882-8 . . Cherokee Red & \ 
No. 4882-0 . . . Rancho Tan 
No. 4882-4 ...... Black 
t Ww M No. 4882-3 . Emerald Green \ 
Rn GREA No. 4882-2 Claytone Smoke 
MORE NATIONAL MAGA- \ 
ZINES have been added to FOR aS 
KICKERINO’S great national TECHNICIANS 


advertising program . . 
now more than 13,725,000 
KICKERINO messages will be 
pulling customers into stores 
featuring KICKERINOS. Cash 
in on this powerful profit-pro- 
ducing program NOW! 





BLACK OR 
“COLORS FOR 
WORK OR PLAY Z 
thes , , ZA > 








fe r ud 
———— 0S ‘ 
Kiger Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 


‘ 
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L ~® 
Gs & Cambridge 


CREATES A FASHION FIRST 


~ 4. 
Yew Seok 
— ‘ in fabric footwear 


4 
Casual warm weather footwear especially 
created to complement the New Look in 


clothes is a New Idea that makes Cambridge 
fabric shoes not only style leaders, but fast 

~~ sellers. These Cambridge casuals are MUSTS 
‘for a pees me long They have the 

\" specially treated Cambridge Mesh upper ma- 
XN nial that enables the fat to ese gel the 
warmest summer day, or in the hottest kitchen. 
Only Cambridge Florida Process construc- 

tion gives you these absolutely new Mesh life- 
long a casual shoes . . . cool breathing 

mesh that will not crack . . counters 

and toes that spring back 

to new-shoe shape! 


The VITA-RAY 


ideal for dressy hot weather 
weor. Colors: White, Block, 
Beige, Red 


the most proctical summer 
all-purpose Oxford. Colors: 
White, Block, Beige, and 
Beige with Brown 


< 
2). SEES < 


THE Cambridge RUBBER ith 


FURST in Foot Fashion 


CAMBRIiDBGE 39, MASSACHUSETTS 
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count on CONTRO 


to attract 
shoe custome 






Be: . : tip, oa “4 ; an 


rm ate 
. aw 


- 
the quality elastic 






Finer shoes, smarter shoe fashions can be made with Contro . . . and their 
Ma fit and smartness lasts! Contro is vitalized with Vitalin the magic 
rubber vitamin. Contro is a convincing point of quality that attracts 
shoe customers, that brings them back for more shoes made with Contro. 
Cains, os. tell Othe. So specify Contro today for all your elasticized shoes. 
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>> your 
customers 
are human 


... and being human, pre- 
fer Synchro-Flex-*British 
Walkers—the only shoes 
in the world completely 
modernized by ** Motion- 
Fit (from patented Synchro- 
Flex construction.) Exclu- 
sive Custom-styling, rugged 
stamina and the perfect 
walking ease assured by a 
far-advanced process of 
shoe building, give wear- 
ers what all human beings 
seek: MORE FOR THEIR 
MONEY. 


eee 


Writenowforinformation 
concerning an exclusive 
Synchro-Flex-British 
Walker franchise. The 
market for and all-way 
profit from these famous 
shoes afford you real 
security. 


*REG. U.S. PAT. OFFICE 
**REG. APPLIED FOR 











Many Synchro-Flex-British Walker styles for men—styles 
that lead the way to a great '48—are carried in stock. 
The Nimitz, illustrated, is stocked in Townbrown Calf. 


J. P. SMITH SHOE CO., Sangamon and Huron Sts., CHICAGO 22, ILLINOIS 
Synchro-Flex-British Walkers for Men and Women 
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It usually ends with “Bottoms Up!” when 
the customer is being shown a pair of 
shoes with ROCK OAK soles. For even 
if no brand name appears on the sole, the 
quality of this famous American Oak 
tannage is apparent. 


Later, the customer learns what this means in terms of foot comfort, 
breathe-ability and durability. From then on he'll agree that a ROCK 
OAK sole makes any shoe a better shoe. 


Shoe manufacturers know all about this—and they also know that 
because ROCK OAK bends are trimmed the American way, they cut 
to better advantage. 


THE AMERICAN OAK LEATHER COMPANY 
CINCINNATI CHICAGO ST. LOUIS BOSTON 
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READY FOR IMMEDIATE SHIPMENT 





54 STYLES OF DRESS AND ORTHOPEDIC 


Shoes 


ALERT SHOE MERCHANTS everywhere welcome this good news! 





It means increased turnover, fewer mark-downs, better service to their customers. 
Even unusual sizes, not ordinarily carried in dealers’ stocks, 
‘ can be shipped by us same day order is received! 
Every one of the 54 Treadeasy IN STOCK styles is representative of the 
tigh-grade workmanship, fine materials and superb fit for which 
Treadeasys have been known since 1867! 
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STYLES PROVING UNUSUALLY _ 
POPULAR FOR SPRING 





Catalog on Request - 
Latest edition shows entire =” 
line, IN STOCK in wide 0h 
range of sizes and widths, to 
retail from $10.95 to $13.95. 


HILTON LITTLEWAY 


VOGUE LITTLEWAY SPARKLE LITTLEWAY 


NO. 5036—BLACK PATENT 


AAAA 6-10, AAA 5-10, AA 
5-10, A 5-10, B 4-10, C 4-10, 
D 4-10; Last 89; Heel 17/8 
Continental Wood. 


NO. 5035—BLACK PATENT 
-ancneneee $7.05 
AAAA 6-10, AAA &-10, AA 
4%-10, A 4¥%-10, B 4-10, C 
4-10, D 4-9; Last 18; Heel 
18% 8 Continental Wood. 


NO. 7096—BLACK CRUSHED 
SED. cwcsus $7.05 
AAAA 6-10, AAA 612-10, AA 
6-10, A 6-10, B 6-10, C 4-9, 
D 4-9; Last 88; Panel-back 
Heel, 16 8 Cuban Wood. 


P. W. MINOR & SON, INC., BATAVIA, N. Y. 


SCIENTIFIC FOOTWEAR FOR FASHIONABLE WOMEN 


February 15, 1948 














How a great many! 


are licking the problemo 


oBopy in the shoe industry needs to be re- 
minded that manufacturers and retailers 

have been caught in a dangerous squeeze— between 
consumer resistance to high prices on one side, and 


rising manufacturing costs on the other. 


But what some manufacturers may not yet 
fully realize is that there is a simple, sound way to 
get out of the squeeze—a way that guarantees main- 


tenance of quality and stabilization of prices! 


The facts are as simple as A B C. Let’s look 


at them realistically: 


Since June Ist, 1947 there has been an over- 
all increase of 25% in the cost of raw materials 
used in making shoes. The price of branded steer 


hides has risen to over 66% above OPA ceilings. 


Someone has to absorb this increase. Neither 
the manufacturer nor the retailer can absorb it and 


stay in business. The consumer is unwilling to absorb it. 
What’s the answer? 


Many leading manufacturers have found it 


—and you can find it too. The answer is NEOLITE.| 


Just consider these facts: 


During the period when the price of sole 
leather jumped 66%, the price of NEOLITE Soles re- 
mained fairly constant. Today, NEOLITE prices are 


only 6% higher than they were on October 2, 1944, 


But the low and stable price of NEOLITE is 
only one of its many advantages. Even more impor- 
tant than its economy is the superior quality of 
NEOLITE. Remember, NEOLITE was designed to pro-| 
vide a better, longer-wearing sole —without special | 
regard for price. Yet the success of NEOLITE has 
helped to make it extremely low and exceptionally 


stable in price. Its performance is indeed remarkable. 


NEOLITE outwears even the finest leather 





soles—gives greater comfort . . . is completely water- 
proof. It is non-skid—wet or dry. It insulates the! 


foot against heat or cold. 


Yes, regardless of price, NEOLITE is the sole 


to select for quality! 


Yet, with all its quality advantages, NEOLITE 
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costs v 
after r 
willing 


of infla 
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nyshoe manufacturers 


mof Rising Costs... 


FOLITE. 


costs less than even third-grade leather soles! 


When you use NEOLITE one problem of rising 


costs vanishes! You can produce quality shoes month 


of sole 
»les re- 
ces are 


- 1944, 


LITE is 
impor- 
lity of 
to pro-| 
special | 
TE has 


ionally 


‘kable. 


eather 


water- 





es the 


1e sole | 


OLITE 








after month in a price range that meets consumer 
willingness and ability to pay. You avoid the pitfall 


of inflationary prices and rising consumer resistance. 


This statement is backed by a success story 
that speaks for itself. NEOLITE is now being used by 


over 225 shoe manufacturers. More than 25 million 


INCREASE IN PRICE OF SOLE LEATHER SINCE 1944 


| | 
66% INCREASE —_—_|__| 70-806 th. 
! 


’ 
4 


I i_|__|__ 48%e Ib, 
Ib. | 


DURING THIS PERIOD THE PRICE OF 
NEOLITE INCREASED ONLY 6% 





MARK THIS MARK! 
Only Genuine 
NEOLITE Soles bear 
NEOLITE 





the name 
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pairs of shoes have been made with NEOLITE. During 
the first half of 1947, while shoe production in general 


went down, NEOLITE sales went up! 
* * = . 

With these facts in mind, ask yourself 
whether you will continue to use old-fashioned shoe 
materials at high and rising cost—or if you will take 
the progressive step and use the better, modern 


material— NEOLITE— at low and stable cost. 

















HOW LEATHER SOLES COMPARE WITH NEOLITE 
WEAR = APPEARANCE «= COMFORT «= WATERPROOF PRICE 
NEOLITE | Excellent | Excellent | Excellent | CO™P!CtClY | Lowest 
Waterproof 

Finest Grade Absorb 
Leather Soles Good Excellent Fair Met Highest 

Third Grade Foir % Absorb 
Leather Soles | 10 Poor | GOOd | Voricble | jyiitue > 


























7 NEOLITE SOLES 


HEOLITE==T. ™, THE GOOOVEAR THRE & © 


by GOODFYEAR 



















BETTER QUALITY 
*« BETTER STYLING 
* BETTER TURNOVER 
« BETTER MARK-UP 





WISHBONE 


Smooth Elk Leother. No-Mark 
Durable Sole. 


6410 — White 
6610 — Red 
Sizes 49 M Width 
$2.35 


PERFORATED SANDAL 





Durable Sole. 
6415 — White 
6615 — Red 


6315 — Black Suede with 
Arrabuk Platform 


Sizes 4-9 M Width 


$2.35 


INTERWOVEN ANKLE STRAP 


Smooth Elk Leother. No-Mark 
Durable Sole. 
6418 — White 
6618 — Red 
6518 — Multi (Red, Green, 
Yellow, Bive Comb.) 
6318 — Black Svede with 
Arrabuk Platform 


Sizes 49 M Width 


$2.35 


Also available in GOLD KID 
with Fine Gold Mesh Platform. 


$3.85 





F », 


4 er et ae = ~ 
GERDA Footwear COMPANY, INC. 


Smooth Elk Leather. No-Mork 


NOTE: GOLD KID available in Style No. 6418, No. 6426 


Samples on Request. Packed in attractive GALURE boxes. 





Galures’) 


— 


~ by GERDA 4 
NEW YORK 









ENVELOPE OXFORD 
Smooth Elk Leather, No-Mark 
Durable Sole. 

6412—White 

6612—Red 

6312—Biack Suede with 

Arrabuk Platform 
Sizes 4-9 M Width 


$2.35 


INTERWOVEN PUMP 
Smooth Elk Leother. No-Mark LL 

















Durable Sole. i. 
6416 — White Y Ma 
6616 — Red h een 
6516 — Multi (Red, Yellow, a 







Sizes “ wane” Width os i. A 
$2.35 C4 
















DOUBLE BUCKLED VAMP 
Smooth Elk. Leather. No-Mark 


Durable Sole. a £ 3 
6426 — White E 7 
6626 — Red /m | ff 


6326 — Black Svede with / j 
: Arrabuk Platform + gil 
Sizes 4-9 M Width | ff 


$2.35 


Also Available in GOLD KID 
with Fine Gold Mesh Platform. 


$3.85 





—_— for BIG CASUAL PROFITS in '48? Gerda's got the formula and the casuals to back 
it up. Build your business on beffer casuals. “Plus quality" and styling pays dividends in 
turnover and profit. For every casual requirement try Gerda first—where volume is up 
and prices are down. You'll be amazed at their quality and variety of styles. 


ot 


a 


“GERDAGRAM” For Exporr 


158 DUANE STREET . 


NEW YORK 13, N.Y. 


































LOOKING FOR ACTION? Watch the way fast-mov- 
ing American boys “go for" GERBERICHS, and watch 
’ the way GERBERICHS “stay with them", day after 
strenuous day . . . and still manage to hold the rugged 
good looks. That is the best reason in the world why 
GERBERICHS are "America's most popular line of 
boy's shoes.” 


GERBERA - 
sce = OWE SHIFT 


Phila.. Lafayette Building, Room 1025 
MOUNT JOY PENNSYLVANIA 














158 DUANE STREET ° NEW YORK 13, N.Y. 
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NATIONALLY ADVERTISED vic accepeane’ 
in “Saturday Evening Post” P » in Write US 
“Esquire”—“Life”—*Collier’s” uf store- 

“Sport” and “Look”. gsibilities for y° 


FRIEDMAN-SHELBY DIVISION © INTERNATIONAL SHOE COMPANY ® ST. LOUIS 3, MO. 
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STYLE 1892 
THE TEXAN 


by ‘ : 
Ricken 
BY-Tetlele|- Mite lii- make (-Yaele(- Mad ilot-. 


manvtactureéfs bave relied yp- 


“eA Ruéping for fine leothers. 


FRED RUEPING LEATHER CO FOND DU LAC, WISCONSIN, JU. 
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Who at the same time are the 
most competent judges of fine calfskin... . 
the nation’s foremost stylists, manufacturers, shoe 


merchants and shoe wearers .... have given their 


highest approbation to the Quality, Color, Finish 
and Long Life of 


WOLFF-TOBER 
SHOE MFG CO 





HMAN & SONS, IN LA., PA. 






A slingback platform in Tandrite Color No. 
313 red. Vamp ornamented with circular 
white perforations. Also made in Tandrite 
Green, Blue, Town Brown and Army Russet. 
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ADELL. The smart accent in 
blue kid for Easter parading. 
Also in black kid with patent tip. 
15/8 covered heel. AAA-E 4/10 


b. HAUTY. This “new look” in 
blue kid flatters the feminine ankle 
—a “must” for spring shoes. 
Also in patent leather, black calf, 
brown calf. 17/8 heel. AAA-C 4/9 


Cesc [ie 
fortappy CoA aelling, | 


THE H. C. GODMAN COMPANY, COLUMBUS 16, OHIO 
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hun the be elk 0 arket ? 


FIX YOUR SIGHTS ON... 





J 
Sis the softer, finer grain elk . . . even in thickness to 


eliminate cutting room waste . . . uniform in quality, consistently better . . . 


and the snowiest, whitest elk you’ve ever seen! Write today 


for samples. White #200, Black #201, Brick Red #202, Army Russet #204. 


COLONIAL TANNING COMPANY. Inme., Boston I1, Massachusetis 


ee ee 
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First Name in Boots 


Children's boots te retail 
at $7.95 to $9.95 


Men's and Women's boots to retail 
at $12.50 te $16.95 


ACME BOOT MANUFACTURING COMPANY, INC. CLARKSVILLE, TENNESSEE 
World's Largest Manufacturer of Cowboy Boots 
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HALF HOSE 


Boy! amd Leckie ; 
BOOT and KNICKER sox 






















Tes natural characteristics of strength, lightness of 
weight, and extreme durability inherent in Genuine 
Australian Kangaroo are developed to the highest 
degree of perfection in GENUINE KANGAROO 
LEATHERS TANNED IN AMERICA by the 
experienced tanners listed below. Six decades of 
tanning know-how have evolved an understanding 
of the peculiarities of these skins and tanning tech- 
niques which produce the fine finished leather which 
laboratory tests say is 17% stronger than any 
leather used in shoes. Durable Kangaroo is easier 
on the foot too, takes a brilliant polish and looks 
© better longer with a minimum of care. 

All Genuine Australian Kangaroo tanned in 
> America by these experienced tanners, when made 
pamto shoes, bears a distinguishing tag. Look for it 
Md educate your customers to appreciate the 
for which it stands. 
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RICHARD YO 
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@ Glance over this impressive array of 
magazines! Note we're using Life—the big- 
gest traffic-maker of all! in fact, this is the 
biggest, the mightiest, the most powerful 
advertising campaign we have ever 
launched. In 1948, our public (and yours!) 
adds up to... 


85,862,708 aadteg/ 













@ 


“IT PAYS TO SHOW 
THE NAME THEY KNOW” 


°® 





485 Fifth Avenue, New York 17, N. Y. 
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For Im Mediate Delivery 


é 
16 styles of If right Arch 
from the bes; sellers, 


means, 


Preservey Shoes selected 


Not a complete 


line by any 
but wide enough and varied en 


ough 


E. T. Wright & Co., on 
Rockland, Massachusetts 
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+ WILLIAM COHAN CO. 


Chiceg®, wt. 
19-21-23 s. Wells St., 
MINNESOTA 
1OWA 
WISCONSIN 
WLINOIS 
MICHIGAN 


INDIANA 





Call on your Huskies distributor...there is one to 
serve you wherever your Store is located. 

Feature Huskies the tastest selling, most power- 
fully promoted shoe line in America! 

Feature Huskies the casuals with heavy elk 
uppers, trademarked rubber soles —all available in 


latest Spring colors ... Sizes for Men. $4.95) 
Women and Boys. To retail at 
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BOXER 


--- @ Blunt Last 
with a Keen Look 


...anda 


Promising Future 














Definitely “he man”... with forepart built to 











“throw” an entirely new toe expression — this 
last foretells a shoe that will be equally at home 
on campus or Main Street. Enough rocker 
bottom and toe spring for greater everyday 
comfort. Ask your United Last representative 


about this and other last pace-setters. 


BOSTON, MASSACHUSETTS 
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PR 
STYLE! ICE! 


pROMOTION: 


IN-STOCK SERVICE! 


When a man buys a pair of FOOT PALS a 
hell be back for more! Records prove 
that 8 out of 10 purchasers of FOOT 
PALS come back for more because they 
like quality shoes that are comfortable. 
smart and priced right. 
7 

To help FOOT PALS keep moving, a 
colorful, aggressive advertising campaign 
in Esquire and Collier's brings the FOOT 
PALS story regularly to 17,000,000 
readers. The three styles illustrated 
above will be featured in coming FOOT 
PALS advertisements, appearing in 
Collier’s March 13 and April Esquire. 





e THE sTUD 


For hurry-up replacements of these 
smart summer sellers, or for any other 


FOOT. PALS, call on our in-stock de- 


partment ... ample stocks assure prompt —— = 
shipment. Remember, FOOT PALS give WALL-STREETER 
‘ your customers quality a grade above 
their price, and give you shoes that sell. 
Wall-Streeter Shoe Company, North 


Adams, Mass. 


SHOES FOR MEN 
ee 
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in Bottom Cementing 


... and it does an important job in the process 
that makes sole and upper of a Compo shoe indivisible. 

The Compo Bottom Cementer is designed to extrude at a pre-determined rate an even coating of 
Compo Cement on the roughed marginal area of a lasted shoe upper. Adjustments are simple, and new 
operators learn to run the machine in a short time. 

The specialized efficiency of each Compo machine is an important factor in the economical and prof 
able process of manufacture that Compo offers to all makers of fine shoes. 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETT 
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Colorful ads that STOP women 


readers—START their buying 





impulses—will*be backing up 


Miracle-Tread sales . . . building consumer 
acceptance from coast to coast . . . increasing 


“48. 


sales for Miracle-Tread dealers in 


uf 


LADIES’ HOME 















SMART SHOES FOR GRACEFUL POISE be 





Craddock-Terry Shoe Corp. 
Lynchburg, Virginia 
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NATIONAL MAGAZINE ADVERTISING 
Eye-stopping Little Yankee advertisements like the G00) mms 


one on the opposite page reach 12,000,000 read- e 

ers of Parents’ and Good Housekeeping. Many of PARENTS f ° yf 
them are your customers — live in your neighbor- . - oom a. 
hood — buy at your store! Ss ™ ih 


DEALER MATS FOR LOCAL NEWSPAPER ADVERTISING 


Reach your share of those 12,000,000 readers of 
Parents’ and Good Housekeeping . . . tie in with 
national magazine advertising by using the Little 
Yankee Spring '48 newspaper mat service! 


PROMOTION PIECES AVAILABLE rs ee 


Rubber balloons AVAILABLE 


in many colors ba. - : Colorful stated 
" enclosures 


. z= er a . Price tags 
vee as ap ey. = ~<a a Counter 


Re card in full 
—— Oe re mm, — Full color color—6” x4 
Fivorescent window background 
“oe counter card 20” x 30” 
electric sign 117x147 x 


7” x12" 


A CONTINUOUSLY-FEATURED FOOT-HEALTH SALES 


MESSAGE THAT SWINGS PARENTS TO y , 
jump Z itl Yankees 


be 


in full color 











T IL 
BUT ALSO) 
AVAILABLE 


orful stated 


enclosures 
Price tags 
Counter | 


card in full 
lor—6” x 
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THE YANKEE SHOEMAKERS ¢ NEWMARKET, NEW HAMPSHIRE 
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we Walt Disney 
f CHARACTER SANDALS 


FOR TOTS * BOYS ¢ GIRLS 


What do we like more than or- 


15 Hf 
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or 


By] BS] PO) SO] A) By 








ders—reorders! And we're get- 





ting plenty of those on our now 


famous Character Sandals. ) 


Each character hand-painted and embossed 
in four colors. Selected top grain leathers... . 
B. F. Goodrich long-wearing soles and heels. 

Style No. 600 Mickev Mouse sandal. Style 
No. 611 Donald Duck sandal. Minimum order: 
36 pairs of a character and color. Packed in 
sizes 6-3 if desired. 





Don't miss out on the most outstanding san- 
dal promotion of the season—our capacity is 


El 
Kf 
\2 

= 

S ( 
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' " rapidly being reached. Place your order 

. ' 

' s 1 A 

. a ; Zrusteo and a 

. * COMMENDED 

. + Available in red, brown, natural and white. Infants’ 9.00 ‘fe: 

' ® PARENTS : ; er ; : 7 TS 

Cy: MAGAZINE size 6 to misses’ size 3—full sizes only. Featuring pre- NET . ‘ 

' 13 . tested lasts to insure proper fit. Alttractively Boxed. ss é* . 

] . . cA ' 

; . “Bory: 

Ea: SPORTING SHOE COMPANY INC. [Lo 

1 —s Manufacturers of WALT DISNEY “Ae): 

1%} P CHARACTER SANDALS and SLIPPERS ‘toy 
> — a eeegseas 39 . ' 

. ¥ > _- , 
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WE CANNOT 
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— Wren we say that AIR-O-MAGIC 
. a\ - . is unsurpassed for smart styling, quality 


4 s \3\ workmanship, comfort and honest value .. . 


4 
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that’s the truth! When we say that the 
efficiency of AIR-O-MAGIC’s 

In-Stock Service is at its peak, 
bringing immediate deliveries for fast 
turnover ... that’s the truth! When 
we say that AIR-O-MAGIC’s 


tremendous national 


advertising program is 


consistently at work 


gaining an ever-increasing 


consumer acceptance 


for you... THAT'S 
THE TRUTH! 
Just stock up 

on AIR-O-MAGIC 
Shoes and make 


us prove it! 





















THE Here is Fiddle Shank No. 12 designed to provide“greater 
stability. Notice — the toe end of the shank is as wide as the 


heel end, and the waist of the shank is only sheared slightly. 


\ iil [ | y These design features provide more steel where needed 
to protect shoes of medium to extreme heel heights from 


lateral strain. 


Fiddle Shank Look to United for the proper shank to provide-structural 
strength and improve the wear in every shoe. 


ae DG 


VITA-TEMPERED STEEL SHANKS 


ere tough, hard, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


38 Boot and Shoe Recorder 

















February 15, 1948 








YOU'LL be right with white — by Converse. A complete range of high- 
styled waterproof footwear, utterly feminine, exceedingly trim, in wanted 
white. Illustrated are only a few of the specialties in the Converse line for 
the coming season. 

In addition, your Converse salesman will have several new numbers to show, 
including men’s styles. You'll find it profitable to wait for the Converse man. 


CONVERSE RUBBER COMPANY 


MALDEN 48, MASSACHUSETTS 


CHICAGO 6: NEW YORK 13: SAN FRANCISCO 5: 
564 West Monroe Street 241 Church Street — 100 Howard Street 


WAIT for your Converse Salesman 








OUR CUSTOMERS 
(GOD BLESS ’EM) REPORT: 


ONLY TICO 
HAS THOUSANDS), 
OF WEDGIES } 


SPECIALLY STYLED FOR TEENS 
pN |b oe) °4 


IMMEDIATE DELIVERY @ 


tTlO 
. ri, 
VEO es 
oe 143 Duane Street 
S4o ig Cc eo New York 13, N. Y. 














Never before has so much Selling Power 
been packed into One Style! 


@ Exclusive last and construction. 
@ Extra-flexible, perfect fit. 


@ Smartly styled for both business 


and sport wear. 


@ Extra touches of Plymouth master 


craftsmanship. 
@ Hand-sewn bar. 
@ Hand-finished uppers. 


@ Choice, full weight, plump-bodied 


leather. 


Available in both Natural Domoc and 


Redu'ood Tan with leather or crepe soles. 


Write for information on how you may 


obtain the profitable Plymouth franchise. 


NATIONALLY ADVERTISED 
IN ESQUIRE AND COLLIER’S 








FACTORIES AT 


PLYMOUTH SHOE COMPANY msippiesoro, MASSACHUSETTS 


















TOP PERFORMANCE 


---im leather means 





Ae 44 
LEATHERS 


™ ago Northwestern acquired leadership in an exacting trade. Hands and 
brains have mastered many skills and crafts to achieve “Top Performance” in the manu- 
facture of fine Northwestern Leathers. 

Master hands — impelled not only by pride in their work, but with assurance that 
in the excellence of the finished leathers lie the properties so desired by foremost shoe 
manufacturers and retailers. 

If you are anxious to provide “Top Performance” footwear in 1948, the sensible 
thing to do is to specify Northwestern Leathers. | 
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ORTHWESTERN 


LEATHER COMPANY 


BOSTON 11, MASSACHUSETTS 
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5 He aychin 
L 
-.- BUT CELASTIC REMAINS UNAFFECTED! 


You’re looking at an actual photograph of a shoe 
during its fifth hour of total immersion in water. The 


toe built with Celastic is notably unaffected by this severe 


test .. . further evidence of the support and durability 


which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot -— true to the last. 
2 Gae a: ee 


Uniteo Shoe Macninery Corporation - 80STON, MASSACHUSETTS 
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Pipe this initial, hard-hitting 
impact into your community. Use 
the tie-in newspaper mats, radio 
spots, direct mail pieces, 

window display props, interior 
display props . . . quick- 
turnover, merchandising stepping 
stones to your most satisfying 
success story. This is just one 
phase of the forceful, brand- 
identifying Bostonian-Mansfield 
promotion story that repeats 

17 times in six months. Invest in 
this sure-fire campaign for 
assured profit results. Get the 
specific details today— 


Write 
Bostonian Shoes, 


Whitman, Massachusetts 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes”’ 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ... and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 


For help in stepping up the “buy appeal” of your line call upon the 
services of the qualified United Finishing expert in your area. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Ar THE SOUTHERN beach re- 
sorts U. S. Strollers stopped the 
show wherever they were shown. 
Leaders in their field for years 
and better than ever this year. 
Strollers give your customers 
what they want—gay styles— 
color fastness— washable fabrics 
—cool cork and rubber soles— 
comfort and excellent wear. 

Here is a reorder line that 
will bring new customers to 
your store. 
































7 styles for women; 
18 color combinations. 


2 styles for misses; 
3 color combinations. 


2 styles for men; 
4 color combinations. 
So attractive you can sell two 
or more pairs to a customer. 


Order early to make sure you'll 
have enough of them for the 
season. 


UNITED STATES RUBBER COMPANY 
Rockefeller Center + New York, 20 N. Y. 
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4 Bought an 
‘ADRIAN / 





Like most shoe retailers I prefer to buy 


ee Cae 


merchandise with a name and reputation that 
ean be relied on. The Adrian, backed by 
M. B. Adrian’s thirty years’ experience, is the finest 
in X-ray shoe fitting equipment in erery way— 


performance — beauty — durability — 










It's The machine, believe me! 


Write for the Adrian 
catalog before considering 
any X\-ray— 


no obligation. 





MILWAUKEE 7, WIS. 
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PAY EM 
And GIN... 


Ws 
NY 
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We are all of us victims of Taxes: and, willy nilly, 
we have got to be accustomed to taxes for a long 


time to come. 


Do you realize what percentage of your time is being 


devoted to working for the government? 


If all government spending were reflected immedi- 
ately in taxes and each taxpayer paid exactly his 
pro rata share, it would mean that he would be 
working a day and a half a week before starting 


to work for himself. 
There may be some tax relief in 1948. 


But it won't be enough to erase the painful gri- 
mace which affects each one of us when we sign 


tax checks payable to Uncle Sam. 


However we are still better off, by far, than any 


other country in this war-torn world. 


So let’s be thankful for what we have and what we 


may hope for in the reconstruction years ahead 


Fuh oo) 7 


PRESIDENT 


of us. 


Cheerio. 
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MORE AND 
STILL MORE 
JUMPING-JACKS IN ’48 


Jumping-Jack backs its promises to its many dealer 
friends with facts . . . the new Jumping-Jack plant in 
Monett, Missouri is a reality and is even now produc- 
ing hundreds of pairs of Jumping-Jack shoes daily. 
Soon Jumping-Jack shoes will be coming through in 
increasing quantities. No compromise with quality with 
Jumping-Jacks whether made in Rochester, New York 
or Monett, Missouri. Dealers and customers can count 
on top grade craftsmanship and materials. 


















BUILDS CONFIDENCE FOR “FIRST STEPS” 


Patented Jumping Jocks 


PREVENTS FRICTION « RETAINS SHAPE 


Number one (/eft) 


7 i] shows cramped foot help prevent onkies from 

ond friction due to turning assure more 

1 a improper bolonce heolthful walking from 
Number two (right) the stort. Extro sotis 

shows foot freedom, faction ossured by sv 


perior croftsmonship 
ond moterials 


ond equo! distribu 
tien of weight 


VAISEY-BRISTOL SHOE COMPANY, INC 





Make 


FLORSHEIM 


FEETURE ARCH SHOES 


The keystone of your business 





Everybody knows that a dependable arch 








business is mighty welcome in any season. I[t is the : 
) } ' 

vy 

keystone around which you build a sound, ‘ 
. " a 
healthy, profitable operation. But you R 
) : ; 

. > 8 

want that keystone to be a firmly established, 
. , . . The Tremont y 
quality arch line—the Florsheim ' ; 
Feeture Arch line. s 
y 

: 

It is nationally known and fully accepted by : 

) full ; ; 

women who want smart comfort shoes : 


of the finest quality. For dependable arch 











business, concentrate on Florsheim Feeture Arch. 


ee 





These 
. ’ The STROLLER ' 
Florsheim shoes : 
3 
) 
: 
3 
ready for / 
immediate delivery. ' 
i 
3 
4 
a 
t 
. 
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The Pacer 


- THE FLORSHEIM SHOE COMPANY - CHICAGO ~- Makers of Fine Shoes for Men and Women ° 
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by EUGENE J. HARDY 





The correspondence coming into Washington from the leather and shoe 
industries indicates a somewhat confused state of mind on the subject of 
voluntary allocations. Perhaps one of the first facts that should be made clear 
is that the law is purely voluntary. The government has no power such as was 
lodged in WPB and OPA just a few years ago. The Commerce Department can merely 
ask an industry to agree to allocate its output to so-called essential channels. 
Price—fixing may not be a part of such agreements. 

As to leather, shoes, and other allied products, the fact that 
Commerce Secretary Harriman stated that his department was studying these fields 
does not mean that a voluntary agreement is in the making. This situation-will 
arise only if hide imports fall off this year and the European Recovery Program 
calls for large exports from the United States. At the present time, Commerce 
experts say imports probably will be adequate and the United States should be 
able to meet the ERP demands from other sources, primarily Latin America. 
Should this situation take a turn for the worse, allocations would probably not 
extend beyond hides. 

Another factor which might be causing some concern is the fact that 
the Office of Industry Cooperation, established within the Commerce Department 
to work out voluntary agreements, plans to set up a Textile and Leather 
Negotiating Committee. Again this is merely a part of the Commerce preparedness 
campaign. The committee will be concerned primarily with textiles for the 


present. 
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An interesting sidelight on footwear utilization is the safety program 
in operation at the various installations of the Atomic Energy Commission. The 
Clinton Laboratories at Oak Ridge, Tenn., provide an excellent example. 

At this installation, two types of shoes are issued: ordinary low 
quarter shoes and an eight-inch boot with safety cap. The low quarter shoes are 
used by anyone exposed to radiation contamination or anyone exposed to falling 
objects. These shoes are used when specified by the Safety Section in all cases 
except areas involving radiation contamination. The Health Physics Section 
covers the latter instances. Shoes for protection against radiation con- 
tamination are issued free to the users on order from the supervisor. 

In some areas within the plant where shoes are being used as protec- 
tion against radiation contamination the toes are painted either yellow or 
white on order of the supervisors. The idea behind the paint is to prevent 
employees who might be forgetful from inadvertently walking away from the job 
wearing the shoes. In highly radioactive areas the shoes remain in the 
particular building involved. 

The eight-inch boot contains an aluminum alloy plate in the toe of the 
shoe. It is used by riggers, millwrights, welders and engineers as a means of 
protection from falling objects, molten metal or sparks from collisions. 

Since the beginning of the project at Clinton Laboratories approxi- 
mately 6,000 pairs of shoes have been issued free of which a little more than 
5,000 pairs were the low quarter type. In addition, abcut 2,500 pairs have been 


sold to various workers. 























Ss & &. -@ 


On February 24 the Census Bureau will begin a complete retail census 
of two North Carolina counties——Union and Mecklenberg—in order to test 
techniques for the projected nation-wide business census. At the same time, the 
enumerators will make a complete numerical listing of wholesale and service 
establishments. [TURN TO PAGE 138, PLEASE] 
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Edwards — 314 NORTH 12h STREET, PHILADELPHIA 7, PA. 


February 15, 1948 
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DR. MALCOLM P. McNAIR, pro- 
fessor of marketing, Harvard Grad- 
uate School of Business Adminis- 
tration, speaking before the Na- 
tional Retail Dry Goods Association 
convention, set forth nine recom- 
mended governmental policies to 
which retail management should 
give its important support and bal- 
anced it with nine store policies: 





“J. Buck price advances at 
every turn. Don’t accept price ad- 
vances as inevitable. Keep up the 
good work which you started last 
Spring. Don’t make commitments 
too far in advance. Be prepared 
to forego some sales for the sake 
of having a manageable inventory 
when and if the turn comes. 

“2. Hold off a bit on ail but 
the most urgent of your expan- 
sion plans. This is a time when 
available resources of labor and 
materials ought to go as fully as 
possible into consumer goods; we 
can well afford some moderation 
in jy a capital goods boom. 

Be conservative on dividend 


pummel 
“4. Go after imported merchan- 
SOO) Gee a GRE es Pe 


“S. Use publicity to help the 
public buy wisely. 

“6. Follow up Lew Hahn's ex- 
cellent suggestion of using your 
facilities to push the sale of gov- 
ernment bonds. 
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“7. Be prepared to cooperate 
with manufacturers and labor 
groups in price roll-backs on spe- 
cific items. In the short run you 
may lose a little margin, but in 
the long run you will gain enor- 
mously in increased stability and 
enhanced good will. 

“8. Plug away steadily at the 
ever-present problems of increas- 
ing the productivity of the per- 
sonnel and the space. 

“9, Work unceasingly on the 
problem of obtaining better em- 
ployee relations.” 


WERNER ILLING, president of 
Illing of California, Los Angeles, 
says: 

“The shoe business is undergoing 
as radical a change in styles as it 
did when high button shoes passed 
from the fashion scene. Unless 
those of us in both the manufactur- 
ing and the retailing branches of 
the industry watch our step with 
the styles on the shelves and in 
sample lines, we will run into all 
kinds of trouble. Such a rapid and 
incalculable metamorphosis, as in 
the immediate picture, will not be 
much fun for the industry as a 
whole. 

“We in California have a feeling 
for women’s new fashions. We know 
that to revert to plain opera pumps 
is not the answer to the shoe style 
problem affected by the ‘new look’ 
in fashion. California creators in 
fabrics, clothes and shoes live so 
closely to wearers of fashion-right 


apparel that we can sense trends— 
trends that are practical and easy 
to live in, trends that represent ad- 
vanced fashion thinking and that 
will be accepted nationally because 
they are basically correct. 

“As far as the shoe business is 
concerned, the answer lies in new 
developments, new thoughts and 





new things. The really new shoes 
must fit in with current style dic- 
tates; they must represent truly 
forward shoemaking. For it is only 
once in a lifetime that we get a 
chance to get away from basic 
shoes; and in order to get that ex- 
tra pair sale which is important in 
this present period of restricted 
buying, we must give them some 
thing to really talk about in shoes.” 


THE National Industrial Confer- 
ence Board reports that “British 
working party committees, sent to 
the United States to do on-the-job 
studies comparing American factory 
methods with those of Britain, agree 
that productivity per American 
worker exceeds that of his British 








counterpart in each of the industries 
surveyed. 

“It was found that productivity 
per productive worker hour in 
United States boots and shoes fac- 
tories is, on the average, as much 
as three-quarters as high again as 
in the United Kingdom factories. 
In a factory as a whole, output per 
operative varies from 50%% to 90%. 
higher in the Lnited States than in 
the United Kingdom. On individuat 
operations the difference ranged 
from 10% to as much as 500‘:. 

“The greater productivity of 
United States industry is attributed 
to (1) the larger size of the average 
factory; (2) specialization in the 
type of goods produced: (3) cen- 
tralized and more intensified plan- 
ning and preparation of work; (4) 
greater attention paid to elimina- 
tion of unnecessary movements by 
the operator; and (5) easier tran- 
sit of work through the factory. 
The psychological approach of the 
worker to his job was particularly 
stressed as one important cause for 
this country’s superiority. He (the 
worker) works fast because he 
wants to do so.” 


VIRGINIA POPE, fashion editor of 
The New York Times, says: 

“There is no ‘battle of two looks,’ 
as some say. On the contrary, 
there's a balancing of the slender 
and the flaring, with each taking its 
place for the proper occasions. We 
have plenty of room for a great 
diversity of style. As an observer 
of fashion, it has been interesting to 
see that the American woman is, in 
the ultimate. the supreme arbiter of 
what she wears. Paris may dictate, 
New York adapt, but it is the 
American woman who accepts. She 
refused the extreme in daytime skirt 
widths and lengths: she scorned the 
distortion of her fought-for slender- 
ness: she approved femininity and 
good taste. With this in mind, I feel 
that we can face 1948 and its styles 
with perfect equanimity of spirit.” 


W. J. CURTIS. manager of the 
G. R. Kinney Co., Providence, R. I.. 


says: 


“The greatest problem we have at 
the present time is the shortage of 


56 


merchandise. There is plenty ot de- 
mand for shoes; people have the 
money; but we are constantly turn- 
ing customers away because we 
haven't enough stock. And so far as 
I can see it is going to be like this 
for some time at least. The far- 
reaching effect of this stock short- 
age is that people become shoppers. 
Before the war, people were inclined 
to buy their shoes from one store. 





At least they would try their favo- 
rite store first, when they needed 
shoes; and there was usually stock 
enough to give them a good choice 
of styles, materials, sizes, etc. 
“Now, they often do not find 
much of a choice and they try many 
stores. They have become shoppers. 
The percentage of repeat business 
is considerably lower than in pre- 
war days, and it will continue to be 
lower so long as stock shortages 
force women to shop around. This 
stock shortage also creates many 
undesirable sales because people 
sometimes buy shoes that do not 


just fit their requirements.” 
* * * 

W. T. 

general merchandise manager of 


J. B. Ivey & Co., Charlotte. N. C.. 
says: 


BLICE, vice-president and 




















“When these hectic days of easy 
money are over, there's going to be 
a leveling off period, when we must 
be prepared to protect the basic in- 
terests of our business. Getting our- 
selves out on a limb just because 
we have had a few great years is 
stupid. Our business is to see first, 
that we are running a stable, secure, 
sound enterprise—one that will sur- 
vive in good times and bad. 


“We smaller stores cannot prof- 
itably merchandise our stores by 
trying to cover the whole water- 
front. We must determine, if we are 
to survive, as merchants, just what 
kind of a store we want to run. That 
decision will have to be made. It 
will take courage to make the neces- 
sary adjustments in time. Sooner or 
later we are going to have to decide 
where we belong, who our cus- 
tomers are, what our price lines 
should be and which departments 
should be eliminated.” 


| T WOULDN'T be cricket to men- 
tion names; but we think you'll get 
a laugh out of the following: 


“Have been in the shoe business 
for twenty-five years and still think 
a McKay stitch is something a pa- 
tient gets when undergoing an ap- 
pendectomy by Dr. McKay. Some 
of my colleagues think otherwise 

. so if you will forward a copy of 
vour SHOE AND LEATHER 
LEXICON, we will be all set.” 


“Says he won't walk another step ‘till he gets a comfortable pair of shoes.” 
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ApproacHING the uncertainties of the late Spring 
and early Summer periods the shoe industry is gingerly 
feeling its way with a super-cautious attitude. This 
temerity is warranted, and its very realistic influence 
has perceptibly affected not only production, budgets, 
advertising and merchandising, but styling, which is 
the epitome of fashion trends. 

Through the trials of consistently ascending leather 
prices, troublesome labor disputes, and the now fully 
recognized consumer price resistance, the women’s shoe 
business is now encountering the added woe of meeting 
the demands of the “new look” in apparel. Divorcing 
our thoughts for the moment on dollar and unit sales 
eluding the retailer, and hence the manufacturer, the 
result of these multiple handicaps has been to hamper 
the usually keen styling propensities of an alert, fashion- 
wise industry. A consideration of how long this situa- 
tion may persist and some possible guides toward 
escaping its continued domination might be enlight- 
ening. 

The very thought of prophesying leather price move- 
ments is morally suicidal. However, in a common sense 


FREDERIC C. BECK approach, any student of the economics of shoe opera- 
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The Coming Spring and Summer Season Is Fraught with Uncertainties for 

the Shoe Retailer Who Is Caught Between High Costs and Consumer 

Resistance. How He Can Best Chart His Course in This Stormy Period Is 
Ouflined in This Informative Article. 


tions, retail, wholesale or manufacturing, is aware that 
costs of leather, upper, sole, lining, and fillers, must be 
at their zenith and now hesitatingly seeking a secure 
escalator to descend gradually from their perilous 
peaks. Debatable? Perhaps, but steadily advancing 
prices over a prolonged period are technically vulner- 
able, due in part to the currently slowed-up buying 
power of both sellers and ultimate buyers of leather 
shoes. 

In sincere hope that the bulge of inflation will recede 
in a systematically deflationary course, business in gen- 
eral can face trend reversals and adjust expenses and 
output with a minimum loss and a controlled revision 
of procedures. If this is a rose-tinted picture, it is not 
an improbable one, with closer scrutiny and responsive 
action on the part of the gentlemen in Washington to- 
ward the goal of allowing our old friends “supply and 
demand” to function unfettered once again. 

The labor problems of today do not present the 
aggressive pattern of earlier years, although the good 
offices of honest labor leaders are sometimes usurped 
by self-seeking individuals or groups as well as occa- 
sional, anticipated exploitations of labor’s valuable and 
fundamental legislative powers. If the labor machine 
is too highly geared, its self-adjustment is imminent in 
order to sanction permanent acquisition of its enviable 
position. The reflection of this corrective recognition is 
apparent in the national decline of the number of strikes 
the past six months, and the impact of this fact upon 
the shoe industry and related enterprises is favorable 
and will necessarily strengthen. 

Consumer price resistance is the natural reaction to 
leather and labor increases passed on to the public. 
What now can be done to partially distract the attention 
of the ultimate purchasers of shoes from admittedly 
inflated retail prices? While marking time until pro- 
duction costs begin a general retrogression, the shoe 
business is losing something other than a percentage of 
volume of sales. Through indecision born of extreme 
caution, its inherent faculty for freshness of fashionable 
design is imperiled. The appearance of the “new look” 
clothes while the “old look” retains much of its popu- 
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Final article in a series on the 
merchandising of comfort types of shoes 


by FREDERIC C. BECK 
Shoe Merchandiser for the Lane Bryant Stores 


larity has left our shrewd shoe designers with their col- 
lective heads in a quandary. What to do next? Raise 
quarter lines to meet lowered hemlines! Lengthen 
vamp foreparts to streamline the full flared skirt! Em- 
ploy narrower lasts to accommodate fashion hints from 
abroad! Close toes and quarters and so eliminate the 
opened look? Is the wedge reviving with the longer 
dresses? Is the Louis heel returning to favor or not? 
Is the fast-moving suede trend to be neglected because 
suede shoes are expensive to produce? Is gold as a trim 
or as an all-over treatment really with us for a while? 
Are pastel shades of leather available if and when we 
attempt to go along with fashion’s newer flare for sun 
colors? There are numerous blights of indecision 
plaguing women’s shoemakers seeking the right shoes 
for their presentations at the right time. 

Opinions of the life of the “new look” have developed 
strong adherents and dissenters. Its effect upon pur- 
chasers of Lane Bryant shoes of style, comfort or com- 
fort-feature types shows that a fairly large percentage 
has been lured by the appeal of the new fashions. Our 
problem is to guess how long they will prevail. While 
admitting that there is a certain fascination in the old- 
fashioned attire (which is our description of the “new 
look”) it is difficult to visualize its practicability in 
warmer weather. Regarding feminine footwear, a 
permanently closed-in shoe, which the new fashions 
dictate, does not seem wholesomely compatible with 
the foot freedom our American women have won and, 
I believe, desire to retain. Shoe manufacturers are as 
puzzled as the laymen to know how to meet and out- 
guess fashion’s next move, and design patterns that will 
somehow meet all required demands. The 1948 early 
Spring shoes are the outgrowth of and the explanation 
why new shoe styles are closely resembling the 1947 
Fall and Winter modes. It is not a sudden dearth of 
imagination by stylists, but more truly a general fear 
of failing to be basic in patterns produced for quantity 
selling. They are playing it safe. To maintain style 
leadership, a few factories are more experimental, and 
from their guidance we may find a springboard to 

[TURN TO PAGE 70, PLEASE! 



























Screen actress Annabella, left, and her daughter, Annie 
Power, arrived in New York recently aboard the French 
Line steamer De Grasse, after several months in France. 
{nnabella wore ankle high shoes of black patent and grey 

suede, laced to the top. 


a SHO 


Miss Kay Trevil, recently chosen “Miss Paris 

of 1947,” relaxes on a deckchair aboard the 

liner Westerdam following its arrival in Hobo- 

ken, N. J., last month. Miss Trevil wore a pair 

of closed-up casuals, with thick soles for comfort 
and smart appearance. 


Lejt: Returning POW’s 
receive warm clothing and 
‘ shoes in Hamburg, Ger- 
many, before starting out 
on their own to combat 


Winter's hardships. 








Right: Three old friends got together at 
a recent West Coast shoe show. Left to 
right: Charles Cantor, formerly in the a 

wholesale shoe business in New Y ork, and . ‘ ; 
now famous as Finnegan on Duffy's an J 
Tavern; Jack Sandler of Sandler of Bos- > / 
ton; and Harry R. Terhune, West Coast 

manager, Boot aNp SHOE Recorper. 





This setter wears shoes to protect his feet from burrs and 

sharp objects. Made of black leather by his mistress, Mrs. 

Jesse Wilson of Houston, Tex., the footwear comes in 

medium and large sizes. Laces up the front permit com- 
fortable adjustment. 


NEWS 
CTORIAL 


The Sun Carnival parade in El Paso, Tex., got off to a high, 

wide and handsome start with a float mounting the world’s 

largest boots. Anna Louise Jagoe, parade grand marshal, 

holds in contrast what are believed to be the most expensive 

boots made, jewelled and valued at $5,000. Tony Lama, lower 

left, their creator, talks shop with Lou Bengson, maker of the 
giant footwear. 
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A street-side shoe shop in Seoul, Korea, operates with an air of business as Komotini in Thrace has felt the effects 
usual, although it is subject to the whims of a “floating clientele” and the of Greece's civil war, but in its open 


caprices of the weather of Korea which is extremely wet in Summer and cold air market life is peaceful. Here a 
and windy in Winter. sandal-maker sits in traditional fashion. 
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It's been a long time since these war orphans, 
Above, left: Carol Ann recently arrived from Europe, were fitted for 
Stevenson considers her new shoes. For Giuseppe Dilillo, who lost 
cowboy boots second in both parents and a leg at Cassino during the 
importance to only one war, it’s but one shoe for the present. When 
other item of apparel. he gets his artificial leg, he'll wear both. 
She wes chosen Miss Louis Fried, president of National Shoe 
Diaper of 194; a@ a re- Stores, acts as shoe fitter. 
cent convention in Phoe- 
nix, Ariz. Lost jour days while hunting in the wild 
Naches area oj the Cascades, W ade W . Shook 
of Richland, Wash. grins happily as Bob 
Kinchen, left, examines his muddy boots. 
Shook, suffering slightly from exposure, 
went to bed to rest after his rescue. 


Left: Henry Wal- 
lace, former vice- 
president of the 
United States, who 
toured Palestine re- 
cently as a jour- 
nalist, removes his 
shoes before enter- 
ing the Mosque of 
Omar in the 

City of Jerusalem. 
All who enter the 
Mosque must re- 
move their shoes. 





FTER sparse years of restrictions these luxury leathers and the 

dress materials of more complex construction are equally favored 

because they are uniquely suitable for new styling. Plainer weaves 
still retain a place, but these newly favored woolens, silks and rayons 
are especially welcome because they can be used to give emphasis to 
the new silhouette of more fullness, more intricate cut. 

BROADCLOTH is revived for coats and suits; fine new woolens 
with a soft bloom for dresses and costume suits to wear under furs. 
Duvetyn and other woolens with rich surface lustre, suede fabrics, 
doeskin-type weaves, dress velvets, are all important for suits, coats 
and dinner suits. Separates in velveteen or duvetyn combine contrast 
textures. 

These soft textured luxury fabrics are developed in a whole new 
group of fashion colors: 

NIGHT SHADES of green, blue, blackberry, garnet and coffee. 

HIGHLIGHT COLORS —- spice browns, tapestry blues, violet, 
emerald, ruby, amber and Bordeaux wine. 

COLORS FOR CONTRAST — wheat gold, antique gold, white 
jade, grey smoke, beige, mauve, old rose, enamel blue, jade, 
taupe. Also black. 

SUEDE LEATHERS now available in several! different tannages; 
kid suede most plentiful, calf suede the most difficult to come by. 
Suede splits for economy purposes, but these splits in dark colors a 
great improvement over the sleazy finish once produced. All suedes 
are finishes on flesh side of skin in modern tanning and these leathers 
are especially adapted to bright or dark subtle colorings as well as 
rich black. 

BLACK SUEDE continues the most important 
single leather for all types of shoes. Black suede 
daytime shoes, black suede casuals, black suede 
five o'clock shoes enriched with gold touches, 
black suede combined with satin, gold and jewels 
for exotic dinner shoes. 

SUEDE COLORS — café brown—basic dark 
shade; burnt mocha and gypsy brown — special 
shades for promotions; brown almond — soft 
cocoa shades; slate grey and taupe — in small 
quantities for promotions; Admiral blue — dark 
blue more important than usual. 

NEW NOVELTY SUEDES—blackberry and 
grape tones, Continental green, Persian green and 
woodland green. Red and wine suedes not very 
important. Dark mahogany very new. 

NEW SUEDE FASHIONS — cocoa suede 
vamp with dark bronze calf quarter; black suede 
vamp with bronze or gunmetal lizard quarter and 
heel; also café brown suede vamp with gunmetal 
lizard quarter. Gold pipings, or gold underlays 
with black or dark café brown. Gold kid or gold 
snake combined with black suede in evening shoes. 
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OOKING forward to the Fall and Winter season, 
American leather tanners prepare a rich variety 
of fashion-right leathers. They take their cue from 
surface textures most important in apparel. New 
silhouettes dictate new types of dress materials 
which in turn influence these new leathers. Accent 
on velvety softness, on surfaces with “bloom”, on 
crisper, finer leathers which adapt themselves to 
sleeker lines and new manipulation. And for casual 
campus and outdoor shoes soft rugged looking 
leathers, plushy looking reversed and reversible 
leathers. All of these in postwar tannages reflecting 
the new attention to“end use” in specific type shoes. 


for the campus, now more sharply defined. Fine luxury materials 

for more formal costumes have no place here. ‘Charm of color, 
novelty weave and good wearing qualities are all blended to produce 
fabrics designed for a purpose. 

In this classification are classic weaves, fabric revivals and new 
textures: 

Thick pile fabrics for coats and jackets. 

Heavy tweeds for coats and suits, fine soft tweeds for separates. 

Glen plaids and Glen checks to combine with flannels and doeskin 

weaves. 

Corduroy, ribbed velveteen and jewel color velveteen. 

Monotone tweeds and basket weave woolens, twills, flannels and 

worsteds. 

Pale neutrals in gray, taupe, cream, beige, caramel are combined 
with clear bright tones for costumes. New weaves are made in ma‘.ed 
color harmonies, plain with plaids, checks with stripes. Dress weights 
with textured coat and jacket-weight woolens match up with modern 
plaids that subtly combine all the colors of the monotones. Three colors 
for a costume; three colors for an ensemble are smarter than one or 
two; three bright colors, or three subtle monotones, or two contrast 
dark tones brightened with a third brilliant hue. 

Clear colors of flame red, enamel blue, emerald green, gold, violet. 

Tartan shades of woodland green, scarlet, dark blue, yellow. 

Natural gray, cork beige, camel’s hair, cocoa, caramel, used with 

bright and dark accents. 

Enchanting crayon colors of pale and middle tones: mauve, violet, 

pink, rose, blue, teal, turquoise, lilac, Nile, jade, yellow, azalea, 
for sweaters, skirts, blouses, combined with other separates. 


i tar Go ons stress on clothes for casual wear, for sports and outdoors, 








Texture Fabrics 


Shoes in this category require leathers 
soft yet more rugged looking, in medium 
and spectator heel wall last types, low 
heel ballerina models and casual softies 
and wedge heel styles. 

SOFT GRAINED calfskin, goat and 
kidskin are ideal for these shoes. Tweed 
colors, campus colors and novelty shades 
are especially wanted for these shoes. 
The only leathers in wide color selec- 
tions are reversed, grained and revers- 
ibles, with identical coloring for grain 
and flesh sueded side, all on kips, veals, 
goat and side leathers. 

HEAVY GRAINED calf and elk fin- 
ishes shown in black, gray, red, cherry, 
green pepper, gypsy brown, Admiral 
blue, burnt mocha, saddle and Palomino. 

REVERSED LEATHER and bucko 
calf in soft plushy texture in grey, cara- 
mel, mocha, gypsy brown, burgundy, 
navy and woodland green. 


























half and half combination shoes. After many years of tip, platform and 
trimming contrasts we go back to the classic duo of leathers, the dull with 
the shiny, the demi-glaze with the velvety, for solid vamps and quarters. 

Pebbly grain woolens, monotone tweeds and fine wool crepes and twills, 
also the newer tapestry weaves, are all significant for Fall apparel styles. Used 
mainly for coats, plain or fur-trimmed, also for new costume mantles and coats 
teamed with fine wool jersey or wool crepe dresses. Bandings, insertions and 
ruchings of contrast taffeta, satin or moiré are used with dress woolens of 
dull texture for subtle contrast. You hear the rustle of taffeta linings under 
short jackets, cocoon wraps or costume coats, and the swish of a taffeta petti- 
coat worn with soft woolens and pebbly crepes. 

These costume materials are in the subtle dark colorings that bridge 
luncheon and theatre time; greens, blues, reds, violets and plums as well as 
the black that is always with us. 

Also clear bright shades smart for Winter coats; light flame red and 
emerald and sage green and enamel blue. Medium pastels and light neutrals 
for Winter wear in the Southwest. And caramel, taupe and grey because they 
are perfect foils for darker browns and the surprise accents of pale amber 
and lacquer red and orange. 

FINE GRAINS of the crushed and softie leather types famous before 
the war are trickling back as elasticizing grows in favor. These soft calfskins 
and kidskins are also used for the new manipulated vamp treatments, with 
their intricate drapes and envelope folds. Alligators, the luxury leathers, belong 
in this group, also such popular snakeskins as the fine karung and ermine, 
cobra and python with their characteristic markings. 

NEW SOFT TANNAGES on grained kips make these leathers adaptable 
for daylong and tailored town shoes, especially for the campus ballerina flats 
and sling pump types that are worn everywhere today. These differ from the 
heavier grains and pebbled leathers suitable for sports shoes, and are similar 
to fine boxed and boarded calfskins also coming back as supplies become 
more ample. 

Black, basic browns, some cherry red and clear red and green in the grain 
leathers. New amber browns, mocha shades, warm earth and mahogany tones 
are all being tried out as newest for snakes, alligators and lizards. Snakeskins, 
alone among these leathers, take most easily to the new brave colors and 
brilliant hues of the fashion spectrum. You see rich violet, amber gold, jewel 
tones of ruby, sapphire and emerald in these reptiles which serve such smart 
purposes for accessory coordinations. New note for Fall: black suede vamp 
ankle strap with entire quarter and heel of alligator, snake or lizard, on a thin 
platform also of the reptile. The reptile is bronze or mahogany for unusual 
contrast. 


("nat and att of dull with glazed is once again important in leathers for 









































| eet 
BRBARANAAN NAB 


‘ 


| A 

















AOS YW 





shoes of the coming season. And in ready-to-wear fabrics, design- 

ers are combining velvety woolens with fine crisp rayons, pure silk 
failles and taffetas for the costume. Contrasts of texture or special 
emphasis by the use of stiff materials with soft drapy weaves, the way 
in which they play up the full-skirted silhouette. 

FINER WEAVES back in fashion circulation include smooth Vene- 
tian coverts, worsted twills, real silk jersey and wool jersey. There is 
continued interest in taffeta, faille, moiré and damask, as well as in 
crisp, stand-alone fabrics such as slipper satin and Lyons velvet for 
evening and dinner costumes. 

Black, black and more black, also pale greys and honey tones. 
New copper browns, Titian shades and spice tones so long absent in 
these types of materials. Also middle tone pastels and crayon shades 
of rose, blue, lilac, mauve, jade, gold, teal, turquoise and coral for 
rayon gabardines, Venetian coverts and fine woolen sheers for dresses 
to wear under fur coats, for suit dresses and costume coats lined with 
the dress color. 

Navy blue, midnight blue, dark green, blackberry and coffee bean 
are newest colors for luxury materials, either crisp or soft, destined 
for semi-formal dresses of ankle length and for the very important 
dinner suits. These colors might *even give black a real battle for 
first place. 


FINE SMOOTH LEATHERS important in the Fall footwear pic- 
ture are calfskin, kidskin, fine Calcutta lizards, patent leather. Petal 
smooth calf is combined with fine suede or used in all-over models. 
Kidskins have an affinity for the crisper, flaring outlines, where the 
leather can be formed in a soft frill or a manipulated jabot or ruffle. 
Patent leather is newly important in the old traditional vamp-quarter 
contrast patterns fastened with one or more straps. The smooth sleek 
patent makes the heel and quarter, the suede forms the vamp and 
these shoes are in contrast colors of grey or brown suede with black 
patent or in monotones. 


\ the sleek smooth leathers are in favor for the sleek-mannered 
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CALFSKIN is available for Fall in black, 
gypsy brown, burnt mocha, café brown and the 
new acajou, a light mahogany. Caramel and brown 
almond are two new pale brown tones developed 
in calfskin for combinations with dark suedes. 
Cherry red, blackberry, and dark Bordeaux wine 
are smart vintage shades in calf. 


KIDSKIN is in black and all the basic brown 
shades. Café brown is especially good for neutral 
contrasts in the new two-leather shoes with grey 
suede, black suede, cocoa suede. News in kidskin 
leathers are wonderful grape, midnight blue and 
green tones for draped afternoon and dinner 
shoes; also pale turquoise and coral kid for eve- 
ning pumps. Gold kid, bronze kid and silver kid 
are slated for great importance in formal evening 
shoes with golden calf and kips for indoor and 
casual evening models. Plain patent pumps are 
classics for Fall. 


Fine 
Textured 


Leathers 
















COMBINATION 


For That EXTRA SALE 


Ir seems as though you just can’t give a man too much 
shoe for his dollars these days. Perplexed manufac- 
turers, when asked what the picture for early Spring 
selling looked like last Fall, replied that, for the first 
time that they could recall, retailers were ordering 
heavy grains with triple-decker soles for Spring de- 
livery. You do not have to be an economist to sense 
the reasons for this seeming phenomenon. The male 
members of the family are feeling the pinch of the in- 
creased cost of living, eating and keeping their wives, 
teen-age daughters and younger children well dressed. 
And they are buying shoes for heft, not for style. If 
this and the very obvious resistance to higher priced 
lines continues, ’48 will show a noticeable drop in pair- 


MERCHANDISE SOURCES: 


Left to right, French, Shriner & 
Urner, Curtis Shoe Co., Jarman 
Division of General Shoe Corp., 
Freeman Shoe Corp., E. E. Taylor. 


age. “What can we do about it?” is the question that 
arises immediately. The answer is or should be fairly 
obvious. We’re going to need more PROMOTION and 
we're going to need more selectivity on the part of the 
merchant in the styles he offers to his customers. Man 
cannot live happily on wearability alone. He wants, 
even though he may not be able to afford, for the present, 

[TURN TO PAGE 150, PLEASE] 





















Stouter Soles 


by JOHN REILLY 


Rugged Reversed Leather, Plus 










These Sturdy, Long-W ear- 






ing Types Appeal to Men’s 






Desire for Value and the 






Unusual, Yet Their Re- 






stricted Use Does Not Kill 






Another Sale. 





MERCHANDISE SOURCES: 
Photo Upper Left, in the 
customary order, Stacy- 
Adams Co., W. L. Douglas 
Shoe Co., Florsheim Shoe 
Co. The single shoe is an 
Arch Preserver by E. T. 
Wright & Co. Both casual 


patterns from Casuals, Inc. 
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Above — Low heel 
black satin wedge 
pumps with graceful 
ankle straps, pretty 
with a dressy after- 
noon gown, are versa- 
tile enough to be 
worn with tailored 
suits. Worn by Joan 
Leslie soon to be 
seen in Eagle-Lion’s 
Northwest Stampede. 
Shoes from Penaljo 
by Hamilton, Scheu 
& Walsh Shoe Co. 


STRAPS, all kinds of straps, have become common- 
place in style headlines. And ankle straps, in particular, 
are coming to be considered as basic shoes. Once re- 
garded as ultra-smart, to be worn chiefly by the young 
and beautiful, they are now commonly accepted by 
more conservative and older women. This is especially 
true of the perfectly plain ankle strap with closed toe 
and back and open shanks. Sometimes called a “big 
city shoe.” it has been selling very well in those cen- 
ters this Winter. Usually sold with a single strap, it 
does good business in some stores with a double strap 
and, even in that version, is not looked upon as just a 
young shoe. 

Following the same trend as pumps, ankle straps are 
popular on both high and low, really low. heels. With 
all the look of a little girl’s shoe, the low version, on 
both wedge and regular heels, seems more definitely a 
young style. Many materials and many colors are going 
into ankle straps on both high and low heels, pointing 
to expected continued popularity of these shoes through 
the coming Summer months. While they are bought 
now chiefly in black suede and satin, black or white to 
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ANKLE STRAPS 
OUND ru: CLOCK 


Attractive New Patterns Prove Their Adaptability 
For Day-Long Wear As Longer Hemlines Point To 


Ankle Interest. 


Lejt—Large, silver buckle and red 
calf piping give tailored feeling to 
black suede sandal with wide ankle 
straps. Worn by Noreen Nash, star 
of Eagle-Lion Films soon to be seen in 
Adventures of Casanova. Shoes by 
Jimmy De Mars, Los Angeles. 


The long, slen- 
der silhvuuette 
of the semi- 
formal cocktail 
suit is carried 
out by the 
black satin an- 
kle strap 
| pumps, closed, 
, except for un- 
| | usual cut-out de- 
= tail on the 
| quarters. Worn 
by Adede Jer- 
gens, star of 
Columbia Pic- 
tures in the 
forthcoming 
production, The 
Fuller Brush 
Man. Shoes by 
Rice - O'Neill 
Shoe Company. 


be dyed to match dresses, they can be expected to carry 
through the Summer in a whole range of lovely pastels 
as well as in dark and high shades. 

The popularity of this pattern is frequently explained 
as due to its style rightness with longer skirts. It gives a 
high-riding look without covering the instep and ankle, 
an added appeal to women who have been wearing and 
liking pumps so long. The new low V-throat line on 
many ankle straps gives additional openness. 


Boot and Shoe Recorder 











Fe 








*T. M. REG. U. S. PAT. OFF 





Fashion and footwear, from every angle, are complements 


Both are the foundation of every wardrobe . . . one for 


style, the other for substance — and the substance of the shoe 


dependsonits foundation 
—the INSOLE. Without 


a good insole, no shoe 


has firm, fashion lines. But Darex® Insoles give cushion com- 


fort and flexibility, too . . . 


footwear - fashion. And 
these three are, of course, 
also the foundation of 
every fashion. No wonder 
fashion and foot-wear, 
Darex Insoled- footwear, 


go so well together. 





all three factors that make true 





fas uci begins will 


FOUNDATION 


4 4 
and se does footwear 


CAMBRIDGE 40, MASS 


DEWEY AND ALMY CHEMICAL COMPANY MONTREAL 32. CANADA 


February 15, 1948 











UNE GOOD SALE 
GETS ANOTHER 


Good looks—real comfort! 9 out of 10 of your customers 
return time and again to buy Matrix Shoes. 
They know the Matrix ‘‘footprint in leather"’ 







means smart style, genuine comfort! 


ip a 


H 


Matrix Shoes 


BY HEYWOOD 


The House of Heywood, Worcester 4, Mass., Makers of Men’s Fine Shoes since 1884 
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Problems and Preparations 
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broader, more significant shoe fashions. 
Despite meritorious progress during 
the past seven unpredictable years of 
shoemaking, there are examples of a 
slowing pace in fashionable shoe crea- 
tions. This has opened a renewed ave- 
nue of progress for comfort and com- 
fort-feature shoes. It has been, among 
others, our privilege to grasp this op- 
portunity for Lane Bryant clients and 
to assist our factory resources in pro- 
ducing stand-by patterns with a mod- 
ern touch. We have lowered quarter 
lines on some oxford patterns. We 
have asked for shorter-waisted blucher 
toes. We are experimenting with open- 
| toed gypsies on modified wall lasts. We 
have endeavored to take full advantage 
of the inimitable service of elasticizing 
and hidden gore features for pumps 
and stepins. The public acceptance of 
regular and outsize matronly shoes, 
livened by sling-back sandals and step- 
ins using suede and other elasticized 
upper material has been outstanding. 
Platforms of from % to 7% in. on staple 
|as well as semi-novelty patterns have 
| proved successful in wide and large 
sizes, and have encouraged us to an 
expanded use of these cushion-like 
| features in many price groups 
There is no panacea for the afflic- 
tions besetting the shoe business in any 
phase of its activities unless it entails 
action that attacks the heart of these 
ills. To pick up and fan the torch of 
| powerful leadership, our shoe industry 
must wax aggressive in its lobbying, 
effect faster, closer cooperation within 
its integral parts and re-emphasize 
comfort, fit, quality and fashion in its 
advertising and promotional programs, 
as well as in the spirit of each specific 
item manufactured for consumer ac- 
ceptance. Within our own confines 
rests a fair share of the burden of 
blame that has unfortunately developed 
a series of confused issues and stum- 
bling blocks to shoemakers the past few 
years beginning with the first unhappy 
pangs of shoe rationing in February 
of 1943. 
| Shoes are accessories, but there is no 
justification for considering them an 
afterthought in grooming. Nor are 
| there substantial grounds for allowing 
them to be stepchildren in our na- 
tion’s industrial progress. They are, 
unhappily, so treated, thereby re- 
|doubling their risk and depreciating 
| profits to retailer and vendor. We are 
in an era of items; not dissimilar in 
oneal to the conception of specializa- 
tion, in unrestricted form. Funda- 
|mentally this is a normal reaction to 
| the tightening of a free flow of money 
| which suddenly finds itself face to face 
|with infiationary signals of distress. 
| Though there abides this large circu- 
lation of money, necessitating a faster, 
[TURN TO PAGE 75, PLEASE] 
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bying, 
within Constructed in our Millerkin factory on a tested free-fitting last 
hasize with uppers made of a super-flexible unlined calf-like top finish 
otha leather and a resilient cork and rubber platform. The Whistle- 
a stop walks away with top honors for fashion comfort and dura- 


if 
me bility among women who are up and about all day. 


caager- Backed by a full scale promotion program — * national adver- 

len of 22 . : . 

dened tising * dealer mat services * point-of-sale ads * mail order 
pieces all designed to help you sell the Whistlestop. 


stum- 
hone If your city does not have an |. Miller agency, write us. You may 
purchase the Whistlestop in trial runs before buying in quantity. 
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.. the fabric that’s fashion’s biggest volume news for 
summer '48, in two of California Cobblers’ best sandals 
and ‘“‘Catch-all,”” roomy utility bag... advertised 

in color in May Mademoiselle. 


Tie in with this powerful promotion! Promote the tip-to-toe, 
all-one-wonderful color look, at a price everyone 
can afford, for fashion authority in your 

peak spring and summer promotions. 

Buy early for a long season! 


Regatta Blue (Faded Blue), White, Sun- 
flower yellow, Barn red, Bullfrog green. 
Shoes, sizes N, M, 3% to 10, 

retail at $4.95 

Bag retails at $3.95 








<a ~~ o 
F Oamaneet by 
Good Houssheoging 


245 aovennstd wee 
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ACCESSORIES 
% poppers 


1212 Stanford Avenue, Los Angeles 21 e 47 West 34th Street, New York City 
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DRIVE AWAY MOST 





OF YOUR POTENTIAL SHOE CUSTOMERS 





Nationally Advertised 





in 1948, American women will read 


Jolene ads in LIFE - VOGUE 






Your mass market of fashion conscious women are 
LOOKING, HUNTING, and SHOPPING for high 
styles and a familiar name in the $6.95 to $8.95 price 
range. You miss more than 1 out of every 3 customers 
in the growing mass market if you don't have a 
nationally advertised high style line in this price range 


ARE THE RIGHT SHOES TO SELL 
this Profitatle Mass Market 


T. Jolene shoes are PRICED RIGHT. They're 
OUTSTANDING values in the $6.95 to 
$8.95 price range. 


2. Jolene shoes are STYLED RIGHT. Once 
you see the complete line, you'll agree. 
Advanced high styling of Jolene Holly- 
wood Inspired Shoes are UNSURPASSED 
in their price range. 


For complete information on selling the lucrative mass market, write or wine today | 
TOBER-SAIFER SHOE MANUFACTURING COMPANY » S54 Lozcs_ 


February 15, 1948 
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HOLD THE TORCH FOR THIS Tock ste 








Conformal performance everywhere proves that 
wherever you are there’s untapped profit for 
you with Conformal shoes, the only shoes in 
the world with the exclusive built-in plastic 
arch that is custom-fitted to the individual foot. 


Made by the World's Largest Shoe Manufactur 


CONFORMAL SHOE Co 


ST. LOUIS 3, MO. 
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fresher appeal of merchandise whether 
in or out of season, the retrenchment 
which we are now experiencing is 
safer for our economic health. The 
slower the pace of a staple stock, the 
slower the turnover allows freedom of ah . fy h 
action for quick purchases of fad or I HE ON E that 
- flash patterns. Hence a shrewd alert- 
ness to strong, spot items while main- 
taining a fluid open-to-buy fund, co- 
ordinated with a safe, sane and proved, ae Ua 
but modernized basic stock at several NATIE »N ALLY 
price levels is about all that can be en- 
gineered as a firm foundation for even 
the most promotional-minded shoe mer- 
chant. Keep thinking promotion, and 
keep controlling staples seems the most A | »\ kK R TI 7 Ek | ) 
practical thumb rule for present-day 
caterers to the feet of our patrons 
whom we pray will be educated to the 
theme that the new look, or any look, : 
begins with their shoes. i | L_E- 


love 


tiny~foot 


look 





See No Price Reduction 


St. Louis — Manufacturers here a) (| iT) 
quickly and emphatically denied rumors « 2 
reportedly circulated in New York fol- 
lowing the most recent breaks in the 
leather market, that reductions in 
some lines were imminent. SHOE 

“Any new price policy could not i 
possibly be drawn up at this time,” 
one manufacturer stated, “with the 
market in its present unstable posi- ape 
tion, though in a couple of weeks we PRI ‘ED 
may be in a better position to look 
into the future.” 


Actually the market would have to 
acid slip considerably more than it has to ‘ ret . 

date before there would be any reduc- FOR I HE 
0 tions in wholesale prices of shoes made 
in St. Louis, most manufacturers here 
C agree, because prices of shoes now be- 
ing sold for Spring delivery are based 
C on leather costs even lower than the 
figures in effect following the most 
recent drop. 


GREAT 


One producer, however, said it might 
be possible to hope for lower prices of 
women’s high style shoes made from 
calfskin, though others refuse to even 
talk about possible reductions until the 
market has indicated a tendency to 
stabilize. Some producers said the 
heavy demand for kidskin shoes also 
would tend to offset any lowering of 
wholesale prices as this material was 
not expected to soften in price to the 
extent of calfskin. 


What will be the level of wholesale 
prices on Fall lines compared with to- 
day’s prices is anybody’s guess, al- 
though, generally, the recent break in 
the commodity markets had stimulated 





For these recsonebly priced shoes, 
write for the neme of your deoler 









PETERS SHOE COMPANY, SAINT LOUIS 








a hope among manufacturers here, that F 
the peak in shoe prices had been Manufactured by PETERS SHOE COMPANY 
passed. Division of INTERNATIONAL SHOE COMPANY, Saint Louis 
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NATIONALLY 
ADVERTISED 












<con ~~ > 

‘S" Guaranteed by > 

Good Housekeeping 
2°r as Abvranst® et 


LIFE-GUARD SHOES have earned the 


Good Housekeeping Guaranty Seal 







makes them 





Good shoemaking, fortified with national advertising 
that reaches millions, strengthens the proud position 
that LIFEGUARD FOOTWEAR has always held, and 


AMERICA'S UNRIVALED LINE 


Retailing everywhere at 





There may be a franchise on LIFE-GUARD 
Shoes open in your town. If interested, 
contact representatives listed below. 


Philip Stern, 4239 College Ave., 
Indianapolis, Ind. 
Indiana, Illinois 








Ben Samelson, 1202 Haas Bidg., 
Los Angeles, Calif. 
California, Washington, Oregon 


Al A. Epstein, Box 217, Austeil, Ga. 


Georgia, Florida, South Carolina, 
Louisiana, North Carolina, 
Alabama, Tennessee 





B. R. Royle, 900 6th Ave., 
Red Oak, Iowa 
Iowa, Kansas, Nebraska, Utah 
Wyoming 


Jack Bates, 302 Lumber Exchange 
Bidg., Minneapolis, Minn. 
Minnesota, North Dakota, 

South Dakota 





Jerry Jarrett, RR7, Lubbock, Texas 
Texas, Louisiana, Oklahoma 
New Mexico 








Rebert R. Newcomb, 
3857 Berkley Ave., Toledo 12, Ohic 
Michigan, Ohio 








CUSHIONED BY AIR 





IN STOCK SERVICE: 


All New England States. 
Pennsylvania, New York. 
Maryland 


DIA-TRED SHOE CO. 
139 Duane St. 
New York City. N. Y. 
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there's a Jum Teed 


shoe for every mood, 
high fashion, classic, 


comfort or casual! 
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Roberts, Johnson & Rand + owision oF 
INTERNATIONAL SHOE COMPANY, ST LOUIS 3. WO 


as advertised in PHOTOPLAY | April * 
write for the name of your nearest dealer TODAY'S WOMAN, REDBOOK | March > 











Tan, white, black (sueded), 
green, and red leathers 







Brown or white 
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Red, white, black (sve 
Antique gold and tan | 





Tan, white, black (sueded), 
green, ond red leathers 
















Red, white, black (sveded), 
Antique gold and ton leathers 
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Readjustment or Turn of Tide? 


Iv is much too early, as this is written, to analyze or 
appraise the sharp break in commodity prices that began 
February 4 and continued into the next week before 
the headlong plunge in grains showed signs of slow- 
ing down. Certainly it is too early even to attempt to 
form conclusions as to what this sharp reversal may 
portend for the future of prices in general or what ef- 
fects it, and the causes and conditions that were respon- 
sible for it,, may have on the future course of business. 

The only word of advice that seems in order at this 
time, based on the spectacular behaviour of the com- 
modity markets, is the-obvious note of caution against 
iaking precipitate action predicated on hasty half- 
formed conclusions. But it is already clear that business 
people have, for the most part, viewed the events of the 
first week of February with composure and resisted any 
impulse to react with the kind of panic psychology that 
sometimes follows such a sudden and pronounced 
change in market conditions. The reason for this calm 
reaction lies partly, no doubt, in the fact that some such 
development had long been considered inevitable, the 
only question in the minds of most business people hav- 
ing been as to when and how it would occur. 

Nevertheless, the event serves as an impressive re- 
minder of how quickly the traders who operate in our 
commodity markets can change their minds regarding 
probable future price trends and how readily the prices 
of basic commodities can respond to intangible influ- 
ences, while the actual facts of the situation remain vir- 
tually unchanged. 

The New York Times observed in a news report Feb- 
ruary 6 that “the sudden slump brought varied com- 
ment from business leaders and analysts, but there ap- 
peared to be two main schools of thought: the first that 
the turning point in the inflationary spiral may have 
been reached, the second that the break marked a 
healthy adjustment of the price structure.” 

The same newspaper later pointed editorially to the 
imbalance that has existed between the prices of farm 
products and other goods, and noted that the price 
break during the first week of February related pri- 
marily to the food group in the Bureau of Labor Sta- 
tistics raw materials price index. Reference was made 
in this connection to a price study made last April by the 
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National Industrial Conference Board which declared 
that “today a pair of shoes that exchanged in 1939 for 
eighteen pounds of butter will buy only ten pounds.” 
The Times suggested that a reduction in this disequi- 
librium between food and other prices is to be regarded 
as a wholesome development. 

Among well-informed authorities in finance and busi- 
ness the view that this price adjustment may prove 
wholesome seemed also to be widely favored, althougt 
few commentators were inclined to minimize the signifi- 
cant character of the continued price plunge in major 


commodity markets. 
Joseph M. Dodge, president of the American Bank- 


ers Association, for example, viewed the declines as “a 
warning to the public of the completely unrealistic price 
structure on which the country has been operating.” 

Morris Sayre, president of the National Association 
of Manufacturers, said in an interview: “Anyone could 
see it was going to come. The only question was when 
and how. High prices had completely disrupted the 
economy. Inflation had to stop sometime. I don’t know 
whether it has stopped, but I suspect that we are now on 
our way to taking the cap off the high cost of living.” 

The Associated Press composite of thirty-five whole- 
sale commodity prices recorded the sharpest one-week 
drop since it was established in 1935. Every component 
in the index except non-ferrous metals was lower than 
the prices registered at the close of the preceding week. 
Livestock dropped sharply and hides dipped, both for 
spot and future deliveries, accentuating the downward 
trend that has been observed since the latter weeks of 
1947. Declines in the calfskin rawstock market are 
noted in the news section of this issue. 

Retail food prices on items like lard and flour were 
quick to reflect the lower prices in primary markets, but 
retailers generally who are likely to be less close to these 
market influences, took a conservative view. Dr. Paul H. 
Nystrom, professor of marketing at Columbia Univer- 
sity and chairman of the Central Council of National 
Retail Associations, was inclined to regard the slump 
as a temporary readjustment of prices and a “flurry 
rather than a real decline,” while B. Earl Puckett, presi- 
dent of Allied Stores Corporation, saw in it a “correc- 


[TURN TO PAGE 120, PLEASE] 
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CHOOSING A 


by EDWARD ROSE 


Selecting the Site of a New Shoe Store Is 
a Momentous Decision and There Are 


Innumerable Angles to Consider 


VUN VEER INTERNATIVUNAL OAVE CUMPANT, of. LVUIO 3, MIssVURI 






LOCATION 








Fourth Article In a Series on Fundamentals of Retail Footwear Distribution 


“Act right, we are going to open a quality children’s 
shoe store,” Mr. Hultz said. “Supposing you had a 
choice of any location in the city, where would you put 
your store?” 

“Well, the center of Main Street would be fine,” 
Joseph answered, “but I know I’d never be able to pay 
the rents they charge there. I heard some of the stores 
pay two thousand dollars a month and I certainly 
couldn’t start off with a rent like that.” 

“So?” . 

“So I would have to go out to the outskirts of the 
big business district. I figure I could get a store for 
about a hundred a month there.” 

“That sounds all right. Except that a hundred is a 
pretty low figure nowadays. Do you think you could 
stand twice that amount in rent?” 

“Well, I suppose I could take the chance.” Joseph 
thought for a moment. “Look, how about an upstairs 
location in the center of town. I'll bet the rents aren’t 
too high there.” 

“T'll tell you something,” Mr. Hultz said. “I know 
plenty of stores that are doing fine in upstairs locations. 
I know one shoe store, an orthopedic store, that is 
doing so well that they have four regular salesmen, and 


that’s doing all right for an upstairs store. But | per- 
sonally don’t like them. I lived in a smaller town where 
a man started an upstairs shoe store and he failed. And 
the only reason that he failed was because the people 
were too lazy to climb up the stairs to buy shoes from 
him. You ask these people who have statistics on store 
sales and what affects them and they'll tell you that if 
customers have to climb one step to go into a store, that 
one step will affect the store’s sales. So even if others 
do all right with the upstairs, I like to stay down here 

where I have both feet on the ground.” 
“How about opening in the suburbs?” Joseph asked. 
“Now you've got something,” Mr. Hultz said. “The 
suburbs is the coming thing. Even the big department 
stores are moving out to the suburbs. I mean they’re 
opening branches out there. There’s too much traffic in 
the center of the city, not enough parking space. People 
are getting tired of dragging themselves into the center 
of the city and shopping in the crowds when they can 
do it much easier out in the suburbs, right near home. 
There’s no traffic problem, plenty of parking space. And 
especially for a store for children, they’d much rather 
bring the children into a store near home rather than 
[TURN TO PAGE 114, PLEASE] 
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SPRING STYLE 


Sharp-eyed Golo stylists, combin- 











ing the languor of lazy spring days 






with the brightness of youthful 






style, have created this season's 






most inspired line of welt casuals. 






At Dunmore, Golo craftsmen add 







the final couch—faultless work- 
manship. Everywhere, dealers who 





display Golo classic welt casuals 






find selling easy—customers marvel 






at the moderate price. They come 






back again and bring a friend! 











Famous built-in quality featured RETAIL FOR 
in 12 fast-selling styles, all superb ABOUT 
Goodyear welts with channelled $ Ao 5 












prime flexible insoles. 











GOLO styles illustrated, /rom top to bottom: BUCKLER — DELISH 


— BUMMER. Send today for illustrations and descriptions of other 
fast-selling Golo casuals. 12 distinctive styles make up the Golo line 


alo OF DUNMORE © Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13 Y 
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rand Prize Winner —and 


Lhey Sed, 


$500 First Prize Winner: JACK EAGEN, Manager Shoe Dept., I. Magnin & 
Co., San Francisco, Calif. makes these points: 






“Know Yourself, Understand Customers, Understand Fashion, Know about 
Color and Materials, Understand Fit, Proper Handling of Quality Shoes, Be 
Friendly and Courteous”. 





[Here Is Mr. Eagen’s Letter] 


In selling Quality shoes, the salesman or fitter as I like 
to describe him, must understand the psychology or buying 
habits of the customers who buy Quality shoes. 

In order to do so effectively, he must first understand 
his own personality and behavior in dealing with customers. 

He can begin to understand himself and thereby obtain 
selling “self-discipline”, if he can answer these questions 
affirmatively: 

1. Do I like people? 

2. Am I able to get along with them? 

3. Am I patient with them and do I take an interest in 
their problems instead of thinking of the dollars 
involved? 

4. Am I willing to make a sincere effort to help them 
buy what they need? 

He must acquire the ability to “size up” or perceive the 
“key” to the personal likes and dislikes of each customer. 
In selling quality shoes, each customer must receive per- 
sonalized service and her behavior is definitely affected 
by every word and action of the fitter. He can only acquire 
this ability to size up customers, if he studies them every 
hour, every day. After every sale he should review men- 
tally everything that was said and done if he is to improve 
and continue to learn. 

He must understand fashion. To show an intelligent 
interest in the needs of better shoe customers, he must 
know the details of current styles and fashions. It is not 
enough to constantly speak of “The new look”,—the fitter 
must have knowledge of shoe silhouettes that duplicate 
dressmaker details of currently popular costumes. He 
must know, for example, that a draped crossed bodice 
treatment inspires the strap treatment of a specific sandal. 
He must know about hemlines, rounded shoulders, neck- 
line, rounded hips. He should read the Fashion Page as often 
as he reads the Sport Page. 

The fitter must know about color and materials to intelli- 
gently help the customers. His knowledge of fashion, style, 





color and material, builds confidence in the customer and 
accordingly a large personal following. When he is able 
to suggest a pair of bright red calf pumps to go with a 
turquoise tweed coat, his customer is impressed with his 
ability. He creates a favorable “climate” around his cus- 
tomer and himself so that she wants to buy. The intelligent 
use of fashion tools makes it unnecessary to use high pres- 
sure tactics, which never work with quality shoe customers. 

Quality shoe customers not only want style, but they 
insist upon good fit. The fitter must know feet, lasts and 
patterns. He does not talk about bones or lasts in a tech- 
nical manner. He should “size up” a foot just as he sizes 
up a customer as he removes the shoe when he greets her. 
He should know the lasts and patterns that are carried in 
stock so that he wastes no time in fitting the longer foot. 

He should put both new shoes on at once. Never have 
a customer try on a high heel and allow her to wear her 
medium or low heel of the old shoe. 

He should handle quality shoes with such consideration 
that the customer respects the shoe also. The fitter must 
not talk continuously. The customer must not feel that 
the fitter is hovering too closely. The customer must be 
permitted a chance to be alone with the shoes for a min- 
ute or two while she is observing them. 

A quality shoe customer must never be “turned over” to 
another person, and the fitter must never show disappoint- 
ment should the customer decide not to buy. The customer 
may return if the fitter is courteous and tactful. 

A fitter should remember that a quality shoe sells itself, 
if it has been well selected to suit the style and color ideas 
of the customer, and well fitted; . . . with a “few” observa- 
tions made by the fitter to the effect that the style looks 
well, will harmonize with her clothes, and that the quality 
materials will hold their shape and give lots of personal 
satisfaction. 

“Price” should never be “talked about” in the selling of 
regular priced quality footwear. 

The fitter will unconsciously do all of the right things if 
he has worked hard at learning them; regularly practices 
them just as a concert musician must constantly practice 
to retain his skill, and above all if he likes and respects 
the profession of selling Quality shoes. 


Shoe Manufacturers 
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$200 Second Prize Winner: 


ALLEN WATKINS, Salesman, Shoe Dept., Lowenstein’s 
Dept. Store, Memphis, Tenn.: 

“A salesman must sell himself on quality first, be well 
informed on the economics of quality and be able to ex- 
press his convictions forcibly. He must be able to over- 
come resistance and finesse the sale gracefully.” 


$100 Third Prize Winner: 
SAMUEL ROBERT CHAIN, Salesman, Cooper’s Shoe 
Shop, New Haven, Conn.: 


“Selling quality is a matter of gaining your customer's 
confidence by frankness, friendliness and making all aspects 
of the sale reflect the quality of the shoes you are selling.” 


Other Prize Winners—$0. each: 
FRANK L. BARRY, Madnick’s, Belmar, N. J.: 


“You must desire .. . acquire . . . and apply . . . all 
there is to know about the selling of quality shoes. To 


do a real good job you can’t afford to settle for less.” 
FRASER W. CHISHOLM, Pessemier’s Bootery, Tacoma, 
Washington: 


“The salesman must be quality conscious at all times. 
He must live, breathe and talk QUALITY.” 


MILDRED SHELL, Prop., Shell’s Shoe Clinic, Kinston, 
North Carolina: 


“Dramatize your product and be a real showman in 
selling. Believe in your product and give it all you have.” 





MEMBERS S.M.B.T.N.Y. 


JULIUS ALTSCHUL Inc. 117-125 Grattan St., Brooklyn, N. Y. 
ARC LEATHER CO.... ...103 Greene St., New York City 
AVON SHOE CO. Inc............. 360 Furman St., Brooklyn, N. Y. 
BEKER & FRIEDMAN SHOE CO. Inc..561 Grand Ave., B’klyn, N. Y. 
BELEGANTI Inc.. ' cs eeues-. 180—4th Ave., Brooklyn, N. Y. 
BENCH MAID Ltd........ .. .30 West 15th St., New York City 
BON TELL FOOTWEAR CORP. 12 West 21st St.. New York City 
CANGEMI Inc............. ; ..740 Broadway, New York City 
CARDONE & BAKER Inc........ ..99 Myrtle Ave., Brooklyn, N. Y. 
CARLTON SHOE CORP. 130 West 17th St., New York City 
CAUGHEY FOOTWEAR Inc. 133 Wooster St., New York City 
M. COHEN & SONS SHOE CO. Inc. 4315 Queen St., L. I. City, N. Y. 
CORSELLI Inc... . 8! Pear! St., Brooklyn, N. Y. 


CRIK-ETTES Inc....... ian 131 West 17th St, New York City 
DEBUTANTE FOOTWEAR Inc. 31 East 28th St., New York City 
DELMAN Inc. ....... .... 345 Hudson St., New York City 


SHOES BY ELIAS Inc... .. 800 Union St., Brooklyn, N. Y. 
EVERITE FOOTWEAR Inc... ....... 133 Wooster St., New York City 
EXCEL FOOTWEAR Inc............ 489 Broome St., New York City 
FALECK & LAMKAY CO.........40 West 20th St., New York City 
HENRY FLATOW ............ ..29 West 17th St., New York City 
FOX SHOE MFG. CORP. 826 Broadway, New York City 
GELBURN SHOE MFG. CO. Inc. . 147 W. 22nd St., New York City 
ANDREW GELLER Inc. 735 Lorimer St., Brooklyn, N. Y. 
GLORIA SHOE CO. Inc...........18 East 18th St., New York City 
GRAMERCY FOOTWEAR Inc. ........ 351 Jay St., Brooklyn, N. Y. 
GROSSMAN'S SHOES Inc. ....... 231 Grand Ave., Brooklyn, N. Y. 


Board of T rade of New York 


Sreggt. 


11 WEST 42ND 





JERRO BROS. 40 West 27th St., New York City 
M. LAUER .. 56 West 22nd St., New York City 
LaVALLE Inc. ..632 Broadway, New York City 


151 West 26th St.. New York City 

.. 351 Jay St., Brooklyn, N. Y. 
..305 E. 63rd St., New York City 

.. .240 Broadway, Brooklyn, N. Y. 
105 East 16th St.. New York City 
.113—4th Ave., New York City 

641 Lexington Ave., Brooklyn, N. Y. 
80! Broadway, New York City 
..740 Broadway, New York City 
....721 Broadway, New York City 

. .449 Troutman Ave., B’klyn, N. Y. 
476 Broadway,” New York City 
75 Roebling St., Brooklyn, N. Y. 
826 Broadway, New York City 
... 168 Walworth St., Brooklyn, N. Y. 
ROYAL FOOTWEAR CO. Inc...... ..800 Union St., Brooklyn, N. Y 
SCHWARTZ & BENJAMIN, Inc... ...842 Broadway, New York City 
SETROY Inc....... ...-201 East 18th St.. New York City 
TAILORCRAFT SHOE CO. Ine. ..4 Washington Pl., New York City 
po 632 Broadway, New York City 
UNIQUE SHOES Inc. . .2384 Atlantic Ave., Brooklyn, N. Y. 
VAN ARDEN Inc... 38-01—35th Ave., Long Island City, N. Y. 
WAVERLY SHOES Inc. 127 West 17th St.. New York City 
M. WOLF'S SONS Inc. . .273 State St., Brooklyn, N. Y. 
ZUCKERMAN & FOX Inc. 65 Bleecker St.. New York City 


MACKEY STARR Inc. 

D. MANGIARDI CO. Inc. 
JOHN MARINO Inc. 

MEL PRESTON SHOE CORP. 
MILLER & BERGMANN 
MODISTE SHOES Inc. 
MONBURT SHOE MFG. Inc... 
PALIZZIO Inc. ...... 

PALTER DE LISO Inc. 

PINCUS & TOBIAS Inc.. : 
PREMIER SHOE MFG. co. Inc. 
M. RADESCHI Inc......... atti 
RAO BROS. FOOTWEAR CORP. 
ROBERN SHOE MFG. CORP. 
ROGERS FOOTWEAR CO. 


NEW YORK 8, : ¥. 


INC. 








This view through the windew of the new Friend's Bootery shows how modern design can be 
combined with comfort and a pleasing atmosphere in the shoe store. 





New Stores Design 


Departs 


from Tradition 


Friend's Bootery, Opened Not Long Ago in New York, Uses 
Delightful Innovations in Its Architecture and Furnishing. 


A waRM gray broadloom carpet which not only cov- 
ers the entire floor but also makes a 90-degree turn and 
runs 3 feet up one wall, thus pinch-hitting as a wainscot- 
ing, is by no means the least of several delightful de- 
partures from architectural normalcy to be found in 
Friend’s Bootery, recently opened on the northwest 
corner of Lexington Avenue and Fifty-sixth Street, New 
York. 

Take the walls, for instance. The 25-ft. wall facing 
Fifty-sixth Street and the 15-ft. wall at right angles to 
it, separating the selling floor from the stockroom in 
the rear, receive the most daylight. Therefore, they are 
smooth-plastered and painted a dark green. The wall 
forming the opposite side of the store, and above the 
carpet-wainscoting, is of natural color, rough-textured 
Celotex—light tan, almost yellow—scored to give the 
impression of 9-in. tiles. This is the wall receiving least 
daylight, but it reflects all it gets. 

And the chairs, of which there are 12—six to a side 
—on casual glance seem to resemble nothing more 


84 


closely than highly-stylized adaptations of the familiar 
stenographer’s chair. The difference is that the stenog- 
rapher’s chairs have a narrow flexible spring steel col- 
umn supporting the back rest, whereas the Friend’s 
Bootery chairs have wider and deeper back rests sup- 
ported by 7-in. wide strips of laminated plywood, also 
flexible. Both back rests and seats are upholstered in 
a chartreuse-colored nubby fabric. Legs and arms are 
also of laminated plywood of about the shade which 
would be created by using orange shellac on fumed or 
limed oak. 

The shadow boxes on the walls of the store are mir- 
acles of inexpensiveness and effectiveness. They are 
open-ended laminated plywood rectangles, not set into 
the wall, but suspended flush against the walls by white 
cords looking not unlike a high-grade clothesline, 
tightly braided. Of these, there are three behind the 
accessories and wrapping counter at the rear of the 
selling floor. Two are square, and between them is a 

[TURN TO PAGE 138, PLEASE] 
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She wants a shoe that lets 
the foot feel free, yet 
supports it—clings to every 
contour with every step, holds 


its shape. Special fabrics woven with 


make such a shoe a reality. It’s so easy to sell 





Lastex yarn and applied as leather backing TT 
’ if \ 
“AN AB 


the comfort and good looks of elasticized shoes. 
. ' 
Be sure shoes you carry feature 


The miracle yarn that makes things fit 





For models, samples and prices of those types of shoe materials made with 
Lastex yarn which are now available, apply to ALFRED VAMOS, 406 
Marbridge Building, New York City. Alfred Vamos is the inventor and 
patentee* of Vamos stretchable shoes and is the selected consultant for shoe 
manufacturers using materials made with Lastex yarn. 


*Patents assigned to 
United States Rubber Co. 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas * New York 20, N.Y. e 
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aterials Costs Main Factor 


From an address by 
IRVING R. GLASS 


Executive Vice-President, Tanners Council of 

America, at convention of the Middle Atlantic 

Shoe Retailers Association, held in Phila- 
delphia, January 26, 1948. 


THE immediate questions to which the shoe business 
addresses itself today are familiar. Raw material sup- 
plies, costs, prices, consumer demand, production and 
inventory. These are questions to which retailers 
should expect a straightforward and documented reply 
if that is at all possible. Whatever the facts are, we 
certainly ought to look at them for serious appraisal 
and consideration. However, I believe that there is an- 
other element in the shoe business of much broader 
nature which also deserves examination, and I| shall take 
the liberty of offering to you a gratuitous opinion. 
Some one may call it a sermon, but I prefer to think of 
it as the Dale Carnegie approach to the shoe business. 

When you begin examining the facts or figures with 
a direct or incidental bearing on shoe output and sales, 
the key question always turns out to be: What about 
the general business picture? It is not, I am sure, any 
discredit on that score to make a confession of igno- 
rance. When the broad scene becomes a melange of 
economic and political factors, of domestic pros and 
international cons, the business expert might do well 
to employ astrology. That isn’t too far-fetched, inciden- 
tally, because I recently saw an advertisement of a stock 


market and commodity analyst whose opinions were 
based on astrological readings. Most tanners nowadays 
are probably driven to think they could do better con- 
sulting the planets for a horoscope than keeping an 
economic score card. 

Perhaps all that can be reasonably said today on the 
broad economic outlook is that activity in general will 
probably be maintained, but that adjustments in indi- 
vidual industries could well occur. The inflation now 
being experienced in this country is in part a postwar 
phenomenon and in part a long-term advance in the ba- 
sic level of costs and prices. No one should ever lose 
sight of the fact that changes in the general price level 
must ultimately reflect the corresponding changes in the 
level of fundamental cost, and that means primarily 
wage rates. The extent to which our postwar inflation 
is subject to correction depends, therefore, on the ex- 
tent to which the cost structure can be modified. A 
rigid or uncompromising basis of wage cost must lead 
to the inference that the long-range postwar commodity 
price picture cannot revert to pre-1940 levels. 

In the past every inflationary upswing in prices and 
activity has been brought to a halt by a gradual drain 
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upon purchasing power which finally curtailed demand 
sufficiently to affect production. Symptoms of that proc- 
ess were already seen in 1947. No one can say whether 
they are important enough to offset third-round in- 
creases for industrial wage rates and the effect of high 
farm prices upon agricultural purchasing power. In 
any case, perhaps we give too much thought to the 
broad economic considerations and should be more 
concerned with the specific problems or issues of our 
own business. 

In the leather and shoe industries at least, there does 
not appear to be any significant evidence of those ex- 
cesses in production and inventory which commonly 
spell out the need for important adjustment. Produc- 
tion of shoes last year was large, and footwear inven- 
tories are probably much more adequate than they were 
a year ago. Such an increase was dictated by the sheer 
necessity of doing business, by the merchandising need 
of servicing 145 million consumers. We are not. how- 


ever, swimming in inventory. Tanners, for example, 





were hard put to it throughout 1947 to meet their cus- 
tomers’ requirements. There was not the opportunity, 
even if there had been the inclination, to increase in- 
ventories beyond the minimum levels to which tanners 
were forced during the war years. 

May I take this occasion to reaffirm the position on 
prices which tanners have stressed again and again. The 
cold logic of events since 1946 presents an undeniable 
conclusion. Tanners do not want high prices; more 
than any other industry they are vulnerable to risks 
which make every tanner a fervent partisan of reason- 
able prices. But leather prices are determined by the 
cost of raw material, and, as a result of worldwide con- 
ditions, hides and skins have doubled or tripled in price 
since late 1946. As merchants and employers you know 
what has happened to all of the other costs of man” 
facturing and distribution. There is nothing mvysteri- 
ous, consequently, about the increases which have taken 
place in leather and in shoes when these factors are 

[TURN TO PAGE 134, PLEASE] 


in High Leather Prices 


Hide and Skin Prices Have Doubled or Tripled Since 1946 and 
Decline in Domestic Cattle Slaughter Is Expected This Year— 
Supply Outlook for 1948 Generally Favorable If Imports Show 
Expected Improvement — The Important Role of Leather in 
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Shoe Merchandising and Promotion. 







Photo courtesy Tanners Council of America 
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Known for Quality 


throughout 75 Years 


OXIDE KID 


Black Glazed 


Suedes 


Slipper Stock in 
favored colors 


purn BROTHER. 


VISIT 
BOOTH 91 


AT THE 


The Oldest 
LEATHER SHOW 


Chrome Leather Tanners 
In the World 


BURK BROTHERS 


PHILADELPHIA 23, PA. BOSTON — 117 BEACH ST. 





New-ard Timely for Fall * 


OXALENE KIPS 


IN MEN’S, CHILDREN’S and WOMEN’S UNLINED WEIGHTS 


ELK SIDES 


IN WHITE, BLACK, AND A WIDE RANGE 
OF OFFICIALLY ADOPTED COLORS 
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A special invitation to men who 
really know LEATHER: 


COME TO BOOTH 91 AND EXAMINE 
THE NEW OXIDE LEATHERS. 


You'll agree they set a higher 
standard in tannage and finish. 


The Oldest 
Chrome Leather Tanners 
In the World 


BURK BROTHERS 


PHILADELPHIA 23, PA. BOSTON — 117 BEACH ST. 


February 15, 1948 








TANNERS TO DISPLAY LEATHERS 





SHERWOOD B. GAY 


President, Tanners’ 
Council 


Agoos Leather Companies, Inc. 
Allied Kid Company 

New Castle & Quaker City Divisions 

Standard Division 

McNeely & Sterling Divisions 
Amalgamated Leather Companies, Inc. 
Amdur Leather Company, Inc. 
William Amer Company 


Tet Tenn @S COUNC). OF auetmrce 
LEATHER SHOW 
MARCH 2-3. 1946 


~90m aBromas 


eoore ere? 





DANIEL H. HICKEY 


Chairman, Exhibit 


Committee 


EXHIBITING TANNERS 


American Belly Tanning Corporation 
American Hide & Leather Company 
American Kid Company, Inc. 

Carl Antholz, Inc. 

Armour Leather Company 


Peter Baran & Sons, Inc. 
J. S. Barnet & Sons, Inc. 
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IRVING R. GLASS 


Executive Vice-President 
of Tanners’ Council 


Barnet Bros. Leather Co., Inc. 
Barrett & Company, Inc. 
Beadenkopf Leather Company 
Beggs & Cobb, Inc. 

The Bernard Company, Inc. 
Besse, Osborn & Odell, Inc. 
Bissell Leather Company 
Blanchard Bro. & Lane 


r 
— ome 4 7 
_ i ~— 
j 
’ 
= ) 4-4 co — 
= Be IL 
POPPE L g: 
3 ) E/ |\ . 
Boot and Shoe Recorder 








er 











FOR FALL AT WALDORF-ASTORIA 





ALBERT O. TROSTEL, JR. 


Treasurer of Tanners’ 
Council 


Brandt Leather Corporation 

Braude Brothers Tanning Corporation 
N. Brezner & Company 

Burk Brothers, Inc. 


Corr Leather Company 
Colonial Tanning Co., Inc. 
Crestbrand Leather Company 


Donnell & Mudge, Inc. 
F. C. Donovan, Inc. 
Dungan, Hood & Company, Inc. 


Eagle-Flagg Tanning Corporation 
Eagle-Ottawa Leather Company 
John R. Evans & Company 


Fleming-Joffe, Ltd. 
S. B. Foot Tanning Company 


A. F. Gallun & Sons Corporation 
Garden State Tanning, Inc. 

Geilich Tanning Company 

Gilbert & Company, Inc. 

Granite State Tanning Company, Inc. 
J. Greenebaoum Tanning Company 
Griess-Pfleger Tanning Company 
Gutmann & Company 


L. H. Hamel Leather Company 
Thomas B. Harvey 

Hebb Leather Company, Inc. 
Melvin Henkin, Inc. 

Hiteman Leather Company 
Horween Leather Company 

E. Hubschman & Sons, Inc. 
Hunt-Rankin Leather Company 


Irving Tanning Company 


1. M. Kaplan, Inc. 
Kirstein Leather Company 


A. C. Lawrence Leather Company 
Leach-Heckel Leather Company 
G. Levor & Company, Inc. 
Lincoln Leather Company 
Loewengart & Company 
Hermann Loewenstein, Inc. 
N. C. Lyon & Company 
[TURN TO PAGE 144, PLEASE] 
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EXHIBIT COMMITTEE 


Dan Hickey, Surpass Leather 
Company, Chairman 


Frederick J. Blatz, 
Amalgamated Leather Cos. 


Daniel N. Gutmann, Gutmann 
& Company 


Milton Hubschman, E. 
Hubschman & Sons, Inc. 


George H. Mealley, The Ohio 
Leather Company 


Robert J. Mellin, A. C. 
Lawrence Leather Co. 


Joseph W. Macpherson, 


J. LOUIS NELSON 


Secretary of Tanners’ 


Council John R. Evans & Co. 


COLOR COMMITTEE 


George E. Poh, Barrett & Company, Inc. 
Robert E. Binger, Allied Kid Company 
Frederick J. Blatz, Amalgamated Leather Cos. 
Felix Carr, Carr Leather Company 

Rudolph Correll, Hermann Loewenstein, Inc. 
G. B. Davy, Beggs & Cobb, Inc. 

W. Malcolm Fleming, Fleming-Joffe, Ltd. 
James T. Gormley, B. D. Eisendrath Tanning Co. 
Dan Hickey, Surpass Leather Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 
Carl E. Ganter, Colonial Tanning Co. 

Max Kornreich, R. Neumann & Company 
Frank R. Lemp, Armour Leather Co. 

Philip |. Light, American Hide and Leather Co. 
J. W. Macpherson, John R. Evans & Co. 
George H. Mealley, The Ohio Leather Co. 
Robert J. Mellin, A. C. Lawrence Leather Co. 
Frank H. Miller, G. Levor & Co., Inc. 

Walter Ziegler, Hunt-Rankin Leather Co. 
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. +» come goatskins pro- 
cured from the highest 
rated native sources... 


~ 
~ 
» 


expertly valued and 
hand-picked. Tanned to 
a superb finish, these 
fine-grained Dunhood 





Leathers possess the 
qualities . . . clear color, 
beauty, comfort and long 
life demanded by styl- 
ists, manufacturers and a 
kid-conscious public... 











ST. LOU'S 3 DUNGAN, HOOD & 0., ING. 


Allen & Stis 
1433 Locust St. 
MILWAUKEE 4 

C. E. Becker & Co. 
647 W. Virginia St. 
CINCINNATI 2 BLACK GLAZED 240 W. SUSQUEHANNA AVE, PHILA. 22, PA. 


W. D. Cost & C nm 
x07 Ean se KID 83 SOUTH STREET, BOSTON 11. MASS. 


SAN ay 3 oe 


BLACK GLAZED 
KANGAROO 


ESTABLISHED 1870 


NASHVILLE 3 
Horace H. Beaven Co. 
3rd Not. Bonk Bidg 
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CHECK LIST-Men’s Sh 


FALL AND WINTER, 1948 


On pages 66 and 67 you saw the reversed leather, heavy 
sole side of the men’s pattern story. Illustrated above are 
the oil treated, grained leather and heavy veal aspects of it. 
Retailers are reporting year-round sales for this type of 
footwear which in prewar years was considered strictly a 
Fall and Winter proposition. The consuming public appar- 
ently likes this type of shoe. It may be that the clearly 
defined line of demarcation between street shoes and coun- 
try shoes has become a thing of the past. It may be that 
American men, for the time being, are placing wear before 
the niceties of being correct. When you promote heavy 
types out of season watch out lest they destroy a sale you 
may need a few months hence. Stress constantly that heavy 
types are really Winter, stormy-weather and country shoes. 
Try and sell the customer on that fact—and take full 
advantage of the promotion possibilities of surfaces and 
colors and of the desirability of having them right for a 
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MERCHANDISE SOURCES: Clockwise, starting lower 

left—W. L. Douglas Shoe Co., Geo, E. Keith Co., 

Winthrop Shoe Co., Holland-Racine Shoes, Inc., 
Wall-Streeter Shoe Co. 


oe Colors 


specified type of shoes, as well as for the occasion. Our 
illustration features Spring shoes being shipped and sold 
hy retailers now. The Fall is a long way off, but leathers 
for Fall shoes are being bought now and Fall patterns have 
already been detailed. The following color and surface 
information on leathers may help you to formulate your 
plans for Fall: 
COLORS SMOOTH LEATHER 
Calf, kip, sides, some kangaroo, and kidskin. 
BLACK—for all the above leathers. 
MANHATTAN BROWN—best brown for all smooth leath- 
ers, dominant in all price ranges. 
COPPER WOOD—for calf, kip, sides and heavy veals. Can 
be stained. 
BRANDY TAN—for antique with darker or oxblood stains. 
AMERICAN BURGUNDY—for heavy smooth leathers, 
mostly sides, some calf. Often with water resistant fin- 
ish for ski boots and Winter shoes. 
GOLDEN HARVEST—A wonderful gorse tone now in 


smooth leathers. [TURN TO PAGE 118, PLEASE] 





‘te E fashion-conscious 


woman admires kidskin for its glowing 
luster and inherent loveliness that 
live on and on... and in King Kid 
these virtues are quite as important 
as its long-recognized adaptability to 
high fashion, and its smooth flexibility 


that assures the ultimate in comfort. 


Willi 
— LAG ll Gompany 


PHILADELPHIA, PA. + ESTABLISHED 1832 
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WHAT DO WE MAKE FROM GOATSKIN? 


SUEDE KID in a full range of vivid, soft and deep colors. 


CRUSHED KID (Nurocco and hand-boarded Maracain) in black, white 


and colors. 


KIDSKIN LININGS in colors to bring out the beauty of your shoes. 


Write to the Fashion Department, Allied Kid Company, 
100 Gold St., New York, for fall, 1948 color swatches 


and numbers for each division. 


ALLIED KID COMPANY 
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GLAZED KID in a complete line of colors. Also black glazed and black 
shadow kid. 


GOLD AND SILVER KID for the ever-important casual and for evening. 


BUKKID for unlined shoes, in a fine selection of colors. 





NEW CASTLE DIVISION . . . . 100 GOLD STREET, NEW YORK, N. Y. 


STANDARD DIVISION . . . . . 209 SOUTH STREET, BOSTON, MASS. 


STERLING DIVISION . . . 2651 N. FAIRHILL STREET, PHILADELPHIA, PA. 


McNEELY DIVISION . . 2651 N. FAIRHILL STREET, PHILADELPHIA, PA. 


QUAKER CITY DIVISION - «+ «+ 100 GOLD STREET, NEW YORK, N. Y. 


February 15, 1948 101 











What the Tanners Will Show 


Leathers and Colors for Fall, 1948, to Be Shown 
by Firms Exhibiting at the Waldorf-Astoria Hotel, 


New York, March 2 and 3, 1948 


Lists as received from tanners up to time of going to press. 


AGOOS LEATHER COMPANIES 


INC. 

Agoos Doeskin 
(in new Fall Colors) 
Café Brown No. 231 
Town Brown No. 240 
Continental Green No. 111 
Slate Grey No. 646 
Brown Almond No. 261 
Admiral Blue No. 657 
Fiesta Wine No. 248 
Black 

Leicester Kips 
Café Brown No. 575 
Town Brown No. 550 
Gypsy Brown No. 300 

Continental Green No. 850 
Burnt Mocha No. 150 
Cherry Red No. 800 
Admiral Blue No. 750 
Fiesta Wine No. 650 
Black 


ALLIED KID COMPANY 


McNee ty Division 
Glazed Kid 
Women’s Colors 
Cafe Brown No. 25 
Bluejacket No. 88 
Men’s Colors 
Copper Tile No. 19 
Amber Brown No. 28 
Velvo Kid 
Men’s Colors 
Copper Tile No. 19 
Amber Brown No. 28 
Black 


Quaker City Division 
Black Glazed Kid 


New Cast Le Division 
Glazed Kid in Black & Colors 
Black Shadow Kid 
Kangaroo Suede 

Black, White, Colors 
Maracain 


Black, White, Colors 


STANDARD Division 

Glazed Kid 
Cafe Brown No. 44 
Chocolate Brown No. 47 
Tortoise No. 32 
Woodland Green No. 61 
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Misty Gray No. 80 

Charcoal Gray No. 82 

Admiral Blue No. 76 

Dutch Cocoa No. 45 

Nutria No. 42 

Cactus Green No. 83 

Cinnamon Brown No. 30 

Brown Almond 

Turtle Green No. 64 

Purple Tile No. 96 

Blue Glaze No. 75 

Pottery Orange No. 98 

Brown Lustre No. 33 
Suede Kid 

Cafe Brown No. 544 

Chocolate Brown No. 547 

Tortoise No. 532 

Woodland Green No. 561 

Misty Gray No. 580 

Charcoal Gray No. 582 

Admiral Blue No. 576 

Dutch Cocoa No. 545 

Nutria No. 542 

Cactus Green No. 583 

Cinnamon Brown No. 550 

Brown Almond No. 543 

Turtle Green No. 564 

Purple Tile No. 596 

Blue Glaze No. 575 

Pottery Orange No. 598 

Brown Lustre No. 533 
Bukkid (unlined weight suede) 

Inca Brown No. 548 

Dutch Cocoa No. 545 

Misty Gray No. 580 

Admiral Blue No. 576 

Woodland Green No. 561 

Tortoise No. 532 

Charcoal Gray No. 582 
Linings 

Waterlily No. 351 

Gray No. 397 

Beige No. 385 

Charcoal Gray No. 396 

Fawn No. 386 

Bamboo Yellow No. 311 

Pink No. 336 

Green No. 365 

Blue No. 376 

Black 

Brown No. 344 

Red No. 320 


STer.inc Division 
Sterling Patent Kips 


Sterling Patent Sides 
in Black & Colors 

Nurocco Kid 

Gold & Silver Kid 

Tucson Colt for slippers 

White Tucson Colt for infants’, 
children’s & misses’ 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Charmooz Suede 
Glazed Kid 

Genuine Reptiles 

All in official Fall colors 
Kid Linings 

Slipper Kid 


AMDUR LEATHER COMPANY, 
INC. 
Elk Sides 
White, Army Russet, Red 
Chrome Retan Splits 
Ooze and Oak Finish for play shoe 
and slipper trade 
Chrome Splits for Slippers 
Reindeer, Beige, White, Red, Blue, 
Green, Brown, Black, Navy, Wine 
Caribou Upper Suede Splits 
Black, Brown 
Shoe Lining Chrome Splits 
Ooze 
Gray, Beige, Waterlily, White 
And Finished Lining Splits 
W orkshoe Splits 
Black, Army Russet, Town Brown, 
Natural 
Gusset Splits 
W orkglove Splits 
Industrial Splits 


WILLIAM AMER COMPANY 
Black Glazed Kid 


AMERICAN BELLY TANNING 
CORP. 


Gold & Silver Kid and Skivers 
Bellies 
for Uppers in Chrome Tannage 
for Sandals in Vegetable Tannage 
for Small Leather Goods 
Cowhide Sides and Extremes 
Black, Brown, Red, Green, Blue, 
White 
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F.C. DONOVAN, INC. 192 soutn st., Boston 





What 


AMERICAN HIDE AND LEATHER 
COMPANY 


Suede Calf 
Rosebay Willow Calf 
Willow Calf 
Sport Willow Calf 
Royal Calf 
Pocketbook Calf 
Empire Sides & Kips 
Amerigrain Elk 
Titan Kips 
Women’s Colors 
Cafe Brown, Continental Green, 
Gypsy Brown, Burnt Mocha, Cherry 
Red, Admiral Blue, Black, Green 
Pepper, Turftan 
Men’s Colors 
Manhattan Brown, American . Bur- 
gundy, Indian Tan, Brandy Tan, 


Black 


AMERICAN KID COMPANY, INC. 


Glazed Kid 

Black and Colors 
Slipper Kid 

All leading shades 
Suede Kid 

Black, White and Colors 
Lining Kid 

In fashionable colors 
Kid & Cabrettas 

Gold & Silver 
Amicape 

Smooth & Embossed Cape-finished 

Lambskins 


CARL ANTHOLZ, INC. 


Complete line of Reptile Leathers in all 
leading shades 


ARMOUR LEATHER COMPANY 
Full Grain Maison, Crystal & Bokide 
Kips 
Reverse Shewan Kips 
Corrected Grain Cossack, Ivory and 
Skeet Kips 
Splits 
Swanky Suede 
Ooze Linings 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in the latest 


shades 


BARNET BROS. LEATHER CO., 
INC. 
Lizards 
Alligator, Java Ring, Calcutta, 
Oriental, Mexican 
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Snakeskins 
Java Pythons, Argentine Pythons, Boa 
Snakes, Tiger Snakes, Ermine 
Snakes, Cobra Snakes, Tweed 
Snakes, Gold Leaf Snakes 
In following colors: 
Cafe Brown, Continental Green, Slate 
Gray, Brown Almond, Cherry Red, 
Admiral Blue, Fiesta Wine, Black 


J. S. BARNET & SONS, INC. 
Cal 
Thoroughbred Brawnie Gloria Barvel 
Barbuk 
Kip Sides 
Thoroughbred Glassboro Barvel 
Barbuk 
Extreme Sides 
Beverly Devonshire Barlynn 
Suede Cal} 
Black, Brown, Blue 


Vinette Demiveals 


BARRETT & COMPANY INC. 
Lasticalf & Burnished Llama 


in women’s colors, lined & unlined 
weights 
Men’s Boarded Lastical} 
Manhattan Brown 
American Burgundy 
Golden Harvest 
Grains 
Scotch, Hyland, Clydesdale & Stagg 
Manhattan Brown 
American Burgundy 
Golden Harvest 


BEADENKOPF LEATHER 
COMPANY, INC. 
Glazed Kid 
Black, Brown, Burgundy, Blue 
Glazed Kid Linings 
Waterlily, Fawn, Gray 


Kid Suede 


Black, Town Brown, Balenciaga, Gray. 


Green, Red 
Goatskin Garment Leather 
Chestnut Brown 


BEGGS & COBB, INC. 


Side Leathers 

Dress Smooth 

Black, White, Colors 
Burlee 

Black, Colors 
Playtog 

White. Colors, Black 
Komfi Kips 

Black, White, Colors 
Wedgemere 

White, Colors 
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SnoBuck 
White 
Splits 
Linings 
No-Slips 
Slippers 
Dresshu 
Workshu 
Gussets 


Suedes 


BERNARD COMPANY, INC. 
Elk 
White & Colors 
Suede Splits 
Black & Colors 


BESSE, OSBORN & ODELL, INC. 


Vegetable Tanned Shoe Lining Leather 
Gray 
Waterlily 
Beige 
Some Pastels 
Hat Leather 
No. 304 
No. 301 
No. 801 
Vatural Calfine for Shoe Linings, Boot 
Linings, Industrial Purposes 


BISSELL LEATHER COMPANY 


Sheep and Lamb 
Chrometite 
Waterlily No. 320 
Medium Gray No. 362 
Chaffe Beige No. 363 
Eggshell No. 433 
White, Blue, Green, Pink 


BLANCHARD BRO. & LANE 


Flexible Innersole Splits 
Finished Lining Splits 
Upholstery Grains 
Upholstery Deep Buffs 


BRANDT LEATHER 
CORPORATION 
Fancy Sheep and Goatskins of all de- 
scriptions, and in all standard and 
fashionable colors for every pur- 
pose. 


BRAUDE BROTHERS 
TANNING CORP. 
Brown and Black Calf 
Black Calf Suede 
Black Kid 
Gold and Silver Kid 
[TURN TO PAGE 106, PLEASE] 





What 


N. BREZNER & COMPANY INC. 


Smooth & Elk Kips 

Smooth & Elk Sides 

Reptile Grains in Kips & Sides 
All in Full Color Range for Fall 
Finished Shoe Splits & Linings 


BURK BROTHERS, INC. 


Black glazed kid 

Black suere kid 

White suede kid 

Black crushed kid 

Satin finished kid 

Elk in all colors including white and 
army russet 

Kid slipper stock in all colors 

Lining kid 

Non-slip splits and non-slip kid 


CARR LEATHER CO. 


Suede Calf 
Cafe Brown No. 160 
Slate Gray No. 207 
Brown Almond No. 42 
Admiral Blue No. 108 
Fiesta Wine No. 166 
Green Pepper No. 15 
Turftan No, 301 
Golden Palomino No. 235 
Black 


COLONIAL TANNING COMPANY 
INC. 


Silka Suede Calf (Women’s) 

Cafe Brown, Continental Green, 
Slate Gray, Brown Almond, Burnt 
Mocha, Gypsy Brown, Admiral 
Blue, Fiesta Wine 

Colbuk Calf (Women’s) 

Continental Green, Turitan, Golden 
Palomino, Brown Almond, Admiral 
Blue, Fiesta Wine, Cafe Brown, 
Burnt Mocha, Slate Gray, Gypsy 
Brown 

Colbuk Calf (Men's) 

Tobacco Tan, Mission Brown, 
Planters Brown, Commodore Blue. 
Chubber Gray, Greybark 

Patent Leather 

Grenadier Red No. 103 

Liberty Red No. 101 

Cherry Red No. 579 

Sno-White 

Cocoa No. 586 

Brandy Tan No. 544 

Mercury No. 588 

Slate No. 374 

Gunmetal No. 11 

Platinum No. 582 

Moss Green No. 589 

Laurel Green No. 529 
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Chaudron No. 277 
Hot Chocolate No. 577 
Deck Blue No. 578 
Unity Biue No. 446 
Mascara No. 99 
Blue Jacket No. 556 
Cream Blond No. 585 
Ranch Tan No. 584 
Kelly Green No. 278 
Turftan No. 480 
Gypsy Brown No. 567 
Bordeaux No. 196 
Eli: Side Leather 
White No. 200 
Black No. 201 
Red No. 202 
Army Russet No. 204 
Pastel Pink No. 217 
rastel Blue No. 218 
Suede Splits 
Black No. 901 
Cinnamon No. 902 
Brown No. 912 
Lt. Gray No. 916 
Navy Blue No. 917 
Dark Gray No. 918 
Dark Green No. 919 
Lining Splits 
Gray Ooze No. 927 
Waterlily Ooze No. 928 
Beige Ooze No. 930 
Tan Finished No. 984 
Beige Finished No. 985 
Sole Splits 
Velvet Bark Tan Sole No. 940 
Natural Sole No. 941 
Finished Insole No. 942 
Pearl Sole No. 946 
Oak Smooth No. 953 
W orkshoe Splits 
Black No. 950 
Army Russet No. 960 
Town Brown No. 961 
Natural No. 970 
Side Leather Splits 
Black No. 950 
Army Russet No. 960 
Town Brown No. 961 
Turftan No. 962 
Kelly Green No. 966 
Red No. 969 


LEACH HECKEL DIVISION 


Calf Suede 
Black, White, Colors 
Reverse Calf & Kips 
White Buck 
Suede Splits 
Black & Colors 
Ooze Lining Splits 
Finished Insole Splits 
(Flexible) 


DONNELL & MUDGE, INC. 


Grain and Reverse Sheep and Lamb 
leather for Shoe Linings 

Chrome Lamb Shoe Linings 

Cape Leathers in White and Colors 
Smooth and Embosses Sheep and 
Lamb for the Leather Goods Trade 

Saddle Lambs 


F. C. DONOVAN, INC. 


Domoc 
Standard Fall Colors & new Dark 


Brown shades 


DUNGAN, HOOD & CO.., INC. 
Black Glazed Kid 
Black Suede Kid 


EAGLE-FLAGG TANNING CORP. 


Smooth Retan Side Leather 
Aniline & Semi-Aniline Finish 
Medium & Dark Brown 
Red, Green, Tan, Black 


EAGLE-OTTAWA LEATHER 
COMPANY 
Ottawa Elk 
Black, White, Brown, Turftan, Man- 
hattan Brown, Red Flame, Green 
Pepper, Sunblu 
Merican Grains 
Spey Royal Scotch, Broadway & 
Edinburgh Grains 
Black. Brown, Turftan, Golden Har- 
vest. Burgundy, Manhattan Brown, 
Tobacco Tan 
Tuftoe 
Brown (In Peacock & Sea Shark 
Grains) 


JOHN R. EVANS & CO., INC. 


Brogandi, Cara and Bokhara in the 
following colors: 
Black 
White 
Town Brown No. 1022 
Gypsy Brown No. 1016 
Burnt Mocha No. 1092 
Admiral Blue No. 1012 
Fiesta Wine No. 1005 
Cherry Red No. 1049 
Desk Green No. 1047 
Peppermint Green No. 1045 
Ruby Black Kid 
Peerless White Kid 
Peerless Colored Kid 
Brown No. 102 
Peerless Slipper Kid 
Brown No. 152 
[TURN TO PAGE 108, PLEASE] 
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Red No. 153 

Blue No. 154 
Jimmy Pig 

White 

Beige No. 22 

Army Russet No. 1092 
Valencia 

White 

Blue No. 1009 

Red No. 1252 

Wine No. 1254 
Tofiuk White Suede 
Evanette Black Suede 
Peerless Linings 

Beige No. 7 

Gray No. 15 

Waterlily 


” FLEMING-JOFFE, LTD. 


Genuine Reptiles 
Alligators 
Alligator Lizards 

Lizards 

Oriental 

Bengal 

Agra 

Calcutta 

Chameleon 

Snakes 

Cobra 

Chouri 

Ermine 

Pythons 

Diamond 

Rock 

Royal 

Boas 
Ampalaguas 
Karungs 

Colors: 

Cafe Brown-Continental Green-Burnt 
Mocha-Gypsy Brown-Bright Red- 
Admiral Blue-Black-Kelly Green- 
Turftan 

Gold Snakeskin 

Pale Pastels in Karungs 

Precious Gem Tones in Oriental Lizards 


S. B. FOOT TANNING CO. 


White, Smoke, Turftan, Army, Brown, 
Burgundy, Town Brown, Black 
Full Grain & Corrected Elk 
Extremes & Kips 
Heavy duty Side Leathers 
Glove, Gusset, Shoe & Lining Splits 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 

Cretan 

Eskimo 
Norwegian 

Wax Norwegian 


Normandie 
Viking 
Apache 
Tooling 
French Process Wax 
Furniture 
Grains 
Lining 
Domino 
Baguette 
Mandarin 
Lido 
Ebony 
Quarterbright 
Clyde 
Kongo 
In various colors & black 


GEILICH LEATHER COMPANY 


Full Line Cambium Sides 
Men’s & Women’s weights 
Red Green, Blue, Gold, Silver 


Complete array of Lining Colors 


GILBERT & COMPANY, INC. 
Nu Calf Natural Sheep 


J. GREENEBAUM TANNING CO. 


Normil 

Vegeleen & Embossed Grains 

Smooth Dresides 

Primo 

Burgundy, Boulevard Brown, Golden 
Harvest, Turftan, Army Russet 


GUTMANN & COMPANY, INC. 


Gambola 

Ski 

Embossed Grains 
All in Fall shades 


L. H. HAMEL LEATHER CO. 


Crushed Kid 
Town Brown 
Army Russet No. 801 
Black No. 680 
Glazed Black Kid 
Smooth Finished Kid 
Green 
Fall Green 
Wildfire Red 
Cherry Red 
Fiesta Red 
Town Brown 
Hamel’s Nu Process Kid 
Water Lily No. 327 
Pink No. 311 
Light Green No. 309 
Light Blue No. 308 
Mocha No. 323 
Grey No. 394 


Sueded Kid 
Water Lily No. 327 
Mocha No. 323 
Grey No. 386 
Hamel’s Nu Process Lambskins 
Smooth Chrome Capes for Linings 
Water Lily No. 127 
Mocha No. 123 
Grey No. 194 
Sueded Capes for linings 
(Same colors as Smooth Capes) 
Capeskins 
Buck Tan 
Black 
Garment Leathers 
Degrained Suede 
Grey 
Beige 
Buck 
Red 
Blue 
Green 
Suede 
Henna 
Maronna 
Bag Leathers 
Smooth Capes 
Black 
Navy 
Gypsy Brown 
Wildfire Red 


Green 


THOMAS B. HARVEY 


Suede Kid 

White, Black, Brown 
Kid Linings 

Gray, Beige 


MELVIN, HENKIN, INC. 
Suede Kid 


Black, Brown, Gray, Green, Wine, 
Admiral Blue 
Lining Kid 
Black, Brown, Waterlily, Ivory, Gray, 
Miami, Pink, Blue, Red, Green, 
Yellow 
Slipper Kid 
Black, Brown, Burgundy, Blue, Red 
Glazed Kid 
Black & Colors 
Gold & Silver Kid & Skivers, Cabrettas 
& Lamb 
Reptiles 


HEBB LEATHER CO., INC. 


Lining Leathers 
Anilines No. 21, 29 
Pigments No. 38, 39, 50, 80 
Splits 
Flexible Innersoles 
Velvet Finish 
[TURN TO PAGE 110, PLEASE] 
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What 


Pigment Finish 
Suede Uppers 
Brown, Black, Red, Green, Balenciaga 
Suede Linings 
Fawn, Gray 
Ladies’ Handbag Leathers 
Black Navy, Brown 
Luggage Leathers 


HITEMAN LEATHER COMPANY, 
INC. 
Calf Leather 
1948 Fall Colors 
Calf Slipper Leather 
Black, High Colors 


HORWEEN LEATHER COMPANY 


Calf 

Forest Calf 

Woodland Calf 

Cedar Calf 

Chromexe]l Calf 

Above in Black & Colors 
Cordovan Butts 


HUNT-RANKIN LEATHER CO. 
Bucko Calf 


Cafe Brown 
Continental Green 
Slate Grey 
Burnt Mocha 
Admiral Blue 
Brown Almond 
Black 

Velvetta Calf 
Cafe Brown 
Slate Grey 
Black 
Admirai Blue 
Brown Almond 
Burnt Mocha 

Infanta Calf 
Black 
Burnt Mocha 
Cafe Brown 
Admiral Blue 


IRVING TANNING COMPANY, 
INC. 


Irvtan 

In all colors and White 
Irvaline 

Tan, Red, Green, Blue 
W orkshoe Splits 
Lining Splits 
Suede Splits 
Innersole Splits 


I. M. KAPLAN, INC. 


Elk and Smooth Sides (in campus and 
casual colors) 
Green Pepper, 


Turftan, Golden 
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Palomino, Cherry Red, Continental 
Green, Fiesta Wine, Gypsy Brown 
Alligator and Lizard in Ca:j and Kip 
Sides 
Suede Splits 


KIRSTEIN LEATHER CO. 


Full Line of Elk & Smooth in Kips, 
Extremes & Sides 

Popular colors in men’s & women’s 
weights 


A. C. LAWRENCE 


LEATHER CO. 
Calfskin 
Men’s Luro Calf 
Manhattan Brown No. 810 
Briar Tan No. 900 
American Bergundy No. 965 
Tawny Tan No. 978 
Black 
Beverly Grain (Same as colors above, 
and Black) 
Tweed 
Briar Tan No. 107; Black 
Braemore 
Manhattan Brown 
Women’s Moda Calj 
Cafe Brown No. 602 
Burnt Mocha No. 601 
Fiesta Wine No. 605 
Turftan No. 600 
Admiral Blue No. 603 
Cherry Red No. 604 
Black and White 
Sheepskin 
Barilla 
Natural 
Waterlily 
Grey No. 196 
Light Grey No. 197 
Fawn No. 126, 127, 217 
Miami 
Color 15 
Color 65 
Vegetable Linings 
Russet 
Waterlily 
Grey No. 196 
Light Grey No. 197 
Fawn No’s. 126, 127 
Miami 
Color 15 
Color 500 
Reverse Linings 
Waterlily—Grey—Fawn 
Playshoe 
Red-Cherry Red-Blue-Beige-Town 
Brown-Turftan-Green-Wine-White 
Black 
Skivers (Sock Lining) 
Waterlily-Miami-Grey-Black 


Shearlings 
Nutans for Slipper and Garment Lin- 
ings 
Barks—Natural for Slippers 
Electrified Colors jor Slippers 
Red-Wine-Royal Blue-Beige-Brown 
Pastel Pink-Pastel Biue 
Whites for Novelties and Linings 
Capelt jor Slippers 
Turftan-Wine-W alnut-Red-Blue 
Mouton—Cuffs and Collars 
Shoe Side Upper Leather: 
Men’s Colors 
Gun Metal (Smooth) 
Manhattan Brown No. 30 
Golden Harvest No. 41 
Cherrytone No. 75 
Black No. 9 
Brandy Tan No. 29 
Briar Tan No. 33 
Urban Brown No. 36 
Hikon (Boarded) 
Manhattan Broyn No. 718 
Golden Harvest No. 741 
Briar Tan No. 743 
Black No. 709 
White No. 762 
Cherry Red No. 753 
Nubuck (White 211) 
Glasgow 
Manhattan Brown No. 818 
Uneeka 
Manhattan Brown No. 50 
American Burgundy No. 55 
Anilon 
Manhattan Brown No. 150 
American Burgundy No. 155 
Keena 
Manhattan Brown No. 250 
Urban Brown No. 254 
Cherrystone No. 255 
Women’s Colors 
Gun Metal (Smooth) 
Gypsy Brown No. 36 
Burnt Mocha No. 54 
Cafe Brown No. 47 
Cherry Red No. 53 
Admiral Blue No. 17 
Black No. 9 
Diamond Patent, Black, Colors 


G. LEVOR & CO., INC. 
White Glazed Kid & Cabretta 
Flexy Kid 

White, Black Colors 


LOEWENGART & COMPANY 
Gold Kid 
Suede Kid 
Slipper Kid 
Lining Kid 
Gold Cabrettas 
Suede Cabrettas 

[TURN TO PAGE 132, PLEASE] 
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KIDSKIN *=S 
in Authentic Fail 


Si... after season, fashion authorities recognize the 
Shades and White 


color and surface supremacy of Amalgamated Leath- Cieent 
ers, giving them their immediate stamp of approval. 
Their judgment is vindicated, too, in the consumer accept- AMBUCK 


Soft, Close-Napped 


ance of the fine footwear into which these leathers are 
White Suede. 


made. Seventy-five years of tanning for manufacturers of 
fine shoes has given Amalgamated entrée to the finest of KID LININGS 


color information and surface styling. AU Colors. 
During that time Amalgamated has evolved an exacting 
: ; " CHARMOOZ 
system for the selection and tanning of fashion correct : 

- , Fine Black and Coll- 
leathers. World-wide resources produce the quality and ored Suede Kid. 
variety of skins essential to such a necessarily diversified 

SLIPPER KID 


tanning operation. Untiring research within the laboratory 
. In a Full Range of 
have enabled Amalgamated to develop the techniques C 
' 5 : olors. 
which produce the lasting colors which have made Amal- 


gamated the world’s finest leather. 
Exhibiting Official Opening of American Leathers, Waldorf 


GENUINE REPTILES 





Astoria Hotel March 2, 3, 1948. Booth 58 KIPS AND SIDES 
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MALIS LEATHER Co. 
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KID andl "CABRETTAS 


Produced Successfully 
for More Than 40 Years 


GLORIA 


CABRETTAS are 


tanned only from the finest selected skins 
available. Renowned for their STRENGTH 


and DURABILITY, these factors combined 
with a fine Grain and SMOOTH SILKY 





CALF-LIKE FINISH stamp them—fashion- 


accepted. 


BLACK GLAZED 
BLACK SUEDE 


Booth 


HOTEL WALDORF-ASTORIA 
New York City 


© 
Exhibiting 
FALL LEATHER OPENING 


WHITE GLAZED 
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Choosing a “I suppose that if you don’t get just 
ities the right location, you’re out of luck.” 


[CONTINUED FROM PAGE 80] 


drag them into the center of the city.” 

“And the rent ought to be cheaper 
there.” 

“Yes, the rent certainly ought to be 
cheaper. But there’s one thing. You’ll 
have to use some judgment about it. 
You’ll have to pick a section that’ll fit 
the kind of business you’re opening. 
You will have quality shoes, so you'll 
have to find a section where the people 
are fairly well off. You'll sell chil- 
dren’s shoes, so you’ll have to locate in 
the center of a section as thick with 
children as you can get it. 
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“You’re absolutely right,” Mr. Hultz 
said, “except for one thing. I’ve seen 
so many stores go wrong in right lo- 
cations. And I’ve seen stores do all 
right in wrong locations. I can think 
of one example right now. You've 
heard of the Shoecraft Shop, haven’t 
you?” 

“That’s 
isn’t it?” 

“That’s right. I know the fellow who 
owns that store. Have you ever been 
to South Derbridge?” 

“We went through there once.” 

“Would you start a store there?” 


out in South Derbridge, 





Joseph thought about that. “I’d be 
afraid of it. It’s such a small town. 
There’s only a few stores there. And, 
come to think of it, I didn’t notice any 
shoe stores there.” 


“That’s because the Shoecraft is on 
a side street. That just proves some- 
thing. You wouldn’t start a_ store 
there. I wouldn’t start a store there. 
Any shoe man with a brain in his head 
wouldn’t open a store in so small a 
town. But this fellow not only opens 
a store in this jerk town but he opens 
on a side street.” 

“He’s doing all right, isn’t he?” 

“Doing all right! I should do half 
the business he does. Why, he’s got the 
women coming from all over the state 
to buy shoes in his store.” 


“That must prove something,” Jo- 
seph said. 

“I’m afraid it does,” Mr. Hultz 
agreed. “It must prove that if you 
have what the public is looking for, and 
if you advertise it right, and if you 
have plenty of dumb luck, you will suc- 
ceed no matter where you open.” 

“Well, if that’s the case, why do I 
have to bother looking for any special 
location?” Joseph wanted to know. 
“Why can’t I just open anywhere and 
make good like he did?” 

Mr. Hultz sighed unhappily. “Joseph, 
we were talking about the exception. 
We will now forget the exception. We 
will follow the general rule. We will 
look for the location that fits in with 
your plans. Right?” 


“Right.” 

“Just so we understand each other, 
where will you look for your store?” 

“Since I am going to sell quality 
shoes, I will look for a section where 
people have money to spend on good 
shoes.” 

“Natch.” 

“Since I am going to sell children’s 
shoes, I will open where there are 
plenty of children in the vicinity.” 

“Kee-rect.” 

“And I will look for a rent that 
won’t bleed me dry, but I will try to 
get a store where there is enough traf- 
fic to keep me going at a good rate of 
business.” 

“Very good.” Mr. Hultz beamed. 
“Some day, Joseph, I am going to give 
you a diploma. But there is one thing 
you didn’t mention.” 

“Yes?” 

“The lease. The lease is a very im- 
portant piece of paper. If you sign a 
10-year lease and suddenly discover 
that there is some clause in it that 
causes you financial loss or mental 
anguish, you will be able to look for- 
ward to 10 years of loss or anguish. Do 
you understand what I’m driving at?” 


“Ves.” 


“So be sure that your lawyer checks 
your lease before you sign it.” 
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Letters to the Reeorder 


: Urges Retention of Two-Tone 
Sports Shoes for Men 


Editor, Boor AND SHOE RECORDER 


For a long, long time I have been 
thinking about the men’s dress shoe 
industry and the methods it should 
use in selling its products to the trade. 
Trade names and national and business 
paper advertising and all kinds of good 
promotions are O. K., but in the final 
analysis what counts is the method we 
use to inspire confidence in the trade. 

Through some dumb fluke we have 
allowed the dealers to taboo styles 
which it has taken us more than 20 
years to build up. I refer to sport ox- 
fords for Summer wear made in com- 
binations of black and white and brown 
and white. Sport shoes are far from 
being dead, and my feeling is that these 
two, at least, should be retained as long 
as the wearing apparel industry con- 
tinues to sell clothing and accessories 
with white and tan and blue and black 
in their color line-up. Among the few 
places at which one could buy black and 
white saddle oxfords last year were 
Hess of Baltimore and Boyd’s of St. 
Louis, A long time ago, George Hess 
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and Harvey Kopp, men’s shoe buyers 
for these two stores, came into our 
men’s style meeting in New York and 
told us what we were missing, manu- 
facturer and retailer. As a result we 
put in the black and white saddle ox- 
ford and for the past four seasons it 
has not been out of our line for both 
Fall and Spring. So why should we let 
these extra pair sales get away from 
us? 

My second peeve is: Why in the 
world are we all putting “three thick- 
ness soles” on men’s shoes? “Triple 
deckers,” as we call them, are all right 
for the schoolboy who is still buying his 
clothing and shoes through his parents 
but why promote them in all lines and 
for all types of men? We continually 
aim to build up a bigger men’s shoe 
wardrobe and then supply them with 
“triple deckers” with so much wear that 
they can’t be worn out. I do not see any 
other wearing apparel industry doing 
anything like the shoe industry to 
make “iron shoes that will wear for- 
ever.” That isn’t the way to build up 
the shoe business in this country. We 
always seem to go “whole hog or 
none.” Just because a manufacturer, in- 
tent on capturing the “young feller” 





trade goes into production with a low- 
grade “triple decker” designed to meet 
the competition of the cheapest men’s 
chain, is no reason for tlhe rest of us 
to follow suit, not realizing that the 
majority of us are in the higher price 
brackets, and that the “young feller” 
isn’t paying much over $7.95 or $8.95 
at the top, whereas most of our “triple 
deckers,” made as they should be with- 
out skinning, cost as much at whole- 
sale as the consumer wants to pay 
at retail. 

It seems to me that we have lost all 
sense of proportion in styling our men’s 
shoe lines; that we do not figure far 
enough ahead as to whether such a 
style will sell at such a price or whether 
such a style will attract a consumer 
who can afford to pay for the types 
of shoes we build into our lines. 

I would like to see us do a better and 
more thorough styling job, covering 
the men’s shoe field in such a way as 
to increase production. This means, of 
course, creating styles which will ap- 
peal to the American man and which 
will result in an increase in per capita 
consumption of at least one to one and 
one-half pairs per year. 

[TURN TO PAGE 138, PLEASE] 
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Fine calf — te good treatment, with 
a long-lasting fine appearance. The permanence of 
its fresh vital appear _is typified in ROSEBAY 
WILLOW CALF ... (he imether that affords a 
wide latitude in pattern treatment, because 
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Check List—Men’s 
Shoe Colors 


[CONTINUED FROM PAGE 98] 


WESTERN SADDLE — dark natural 
tan of Western saddle in vegetable 
tan leathers for antique, in soft 
chrome for sports models. Vegetable 
tan used for new tooling and emboss- 
ing for both shoes and belts. 

COLORS: FIN€& GRAINS 
Boarded calf, kip and sides, also elk 
finish sides. Crushed goat. 

MANHATTAN BROWN—basic in soft 
grain leathers. 

COPPERWOOD — ruddy British tan 





for town and country shoes. 

GOLDEN HARVEST—gorse tone es- 
pecially for country and campus 
shoes. 

CHERRYTONE — Burgundy for kips 
and sides, for heavy Winter shoes. 
WESTERN SADDLE — in sides and elk 
finish leathers, especially with saddle 
stitch and harness stitch detailings, 

plain or stained. 

DESERT SAND—for elk finish sides, 
soft grainings in kips, suitable for 
casuals and sports shoes for South- 
west. 

BLACK—always extremely important 
in these types of leathers. 








COLORS: RUGGED GRAIN 
LEATHERS 
Firm, meaty leathers, pebbled, 
grained in distinctive effects on calf, 
kips, veal and sides. Also genuine 
seal and water buffalo. 
MANHATTAN BROWN — best color 
also in this group. 
COPPERWOOD—British tan shows to 
advantage in these rugged leathers, 
to be antiqued or lightly stained. - 
BRANDY TAN—Slightly darker ruddy 
tone for antique, liked for heavy col- 


lege types. 
GOLDEN HARVEST—Highly favored 
gorse tone especially liked in heavy 


plump Llama and grained veal. 

CHERRYTONE — medium Burgundy 
tone takes well to oxblood stain, and 
for double sole campus and Winter 
wear chukker boots. 

HEAVY BLACK GRAINS figure in a 
certain type of shoe but not as im- 
portant as browns. 

COLORS: REVERSED LEATHERS 
Heavy plump reverse calf, sueded 
finish on sides, kips, and_ split 
leathers. 

TOBACCO TAN — cocoa shade for 
casuals especially for Southwest. 

MISSION BROWN and PLANTER’S 
BROW N—medium and darker shade 
of clear browns good for heavy 
brogues and moccasin fronts, also for 
wedge heel and soft casuals. 

GOLDEN HARVEST — newest tone 
from England for these plushy field 
leathers—to be used in sports shoes, 
chukker boots and casuals. 

COMMODORE BLUE — special color 
for casuals in Southwest promotions, 
also for casual evening shoes. 

CHUKKER GREY AND GREYBARK 
—two tones of grey for these leathers 
that can be used together or with 
contrasts of smooth or grained 
leathers. Chukker grey new in boots 
for skeet shooting. 

Very heavy black reversed leathers 

of good feel and plumpness are used 

in unlined casuals for informal eve- 

ning wear. 

Black patent leather is still the clas- 
sic choice for all types of evening shoes. 


Price Control Opposed 
By NESLA 


Boston, Mass.—The New England 
Shoe and Leather Association, in a 
telegram sent to Senator Charles W. 
Tobey, chairman of the Committee on 
Banking and Currency, has placed it- 
self on record as opposed to the rein- 
statement of price controls during peace 
time. 

“Our industry’s experience during 
1946,” said the wire, “when hides and 
meats were held back from the market 
while OPA was in effect and then re- 
leased in the so-called free period of 
last July-August, when no controls 
were in effect, is conclusive evidence 
that similar events would follow any 
government regulation of all prices or 
of meats and/or hides exclusively.” 
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Readjustment or Turn of Tide? 


[CONTINUED FROM PAGE 79] 


tion long overdue,” and one that “must be watched 
very closely.” 


Irving R. Glass, executive vice-president of the Tan- 
ners Council of America, emphasized in a statement the 
strong inventory position of the tanning industry and the 
fact that tanners recognizing the dangers of high prices, 
“have made every effort to hold costs down for the ben- 
efit of their customers and consumers.” In view of the 
fact that the drop in hides was tied in with commodity 
markets generally, John H. Patterson, economist for Na- 
tional Shoe Manufacturers Association, hesitated to com- 
ment on its special significance for the shoe and leather 
industries. Melville Shoe Corporation, operators of 500 
retail shoe stores, increased prices on Thom McAn shoes 
from $6.45 to $6.65 a pair the day before the plunge in 
commodity prices started. 


So it is difficult at this time to discover a consensus 
as to what this rather spectacular market development 
may signify. That it signifies something which will 
probably have an important influence on the economic 
future, most authorities would probably agree. For the 
shoe and leather industries, the Leather Show to be 
held in New York March 2 and 3, and the National Shoe 


Fair in Chicago the following month, will provide 
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opportunities for tanners, shoe manufacturers and re- 
tailers to contact one another in large numbers and pos- 
sibly arrive at some clear understandings as to what it 


will mean for them. 


“Introducing Neighbors” 
Makes Ads Click 


“INTRODUCING” his business neighbors in his adver- 
tisements has helped to pep up shoe sales for J. Ewell, 
owner of Ewell’s Department Store in Dallas, Texas. 


Faced with the necessity for building a “character” 
for his store and its shoe department, to distinguish it 
from the scores of other small neighborhood department 
stores scattered about the suburban shopping districts 
of the Texas metropolis, Mr. Ewell hit upon the idea of 
“introducing” his neighbors in city-wide advertising run 
in the big Dallas dailies. 


This is done by running boxes in each of the weekly 
Ewell’s Department Store ads. Below them are mer- 
chandise plugs devoted to shoes and merchandise from 
the various departments of the store. 


> 


These “introductions” were not decided upon merely 
by way of being neighborly, Mr. Ewell says. Instead, 
“We run them because we have found that they pay off 
in sales of shoes and other merchandise,” he reports. 
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To Help You Do Business With Millions 


Desco Reaches the Millions 
with the best shoe-story value in the land! 


e¢ With promotions in 
Seventeen, Glamour, Mademoiselle, 
Calling All Girls, Charm, Junior Bazaar! 


¢ With effective mat services 
for use in your own local promotions! 


e¢ With dramatic dealer-aids 
publicity stories, radio scripts, 
merchandising and promotion ideas! 


Lit Ce jit Leace- 


where better shoe promotions 
are constantly in the works 
to help you do better business! 


Factories: Long Island City, N.Y +* Auburn, Me. * Webster, Mass. * Brooklyn, N.Y. 
Showrooms: New York, Marbridge Bldg. + Chicago + Los Angeles + Dallas 
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<> She buys more Trimfoot 
& “ — Soft-Sole Shoes than any other 
<7, nationally advertised brand 


LE \. 

——/# 
—_— You reach the profitable Mother Market more 
easily—when you feature best-selling Trimfoot Shoes. 
Month after month, advertisements in 20 publications 
are helping to create a buying habit that continues to 
build sales for you as youngsters start with Trimfoot 
Baby Deer Shoes right at birth and graduate into Trimfoot 
Pre-School and School Shoes. There’s a Trimfoot Shoe 
to fit every child’s need, from birth to teens. And that 
means extra profits from year-after-year sales for you. 


e TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 


MON BABY DEER SHOES + PRE-SCHOOL SHOES » SCHOOL SHOES 
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COLOR, ORNAMENTATION 
FEATURE MIAMI STYLES 


ALL through Florida, where shoe 
styles are suggested as being “Five 
Months Ahead of the Nation,” and 
where it is a pretty good bet that 
styles popular here in January will be 
equally salable in Northern spots in 
June, there are two important factors 
to note. One is color, the other, orna- 
mentation. 

Much is being shown in pastel kid, 
and calf to a more limited extent. Of 
tremendous importance is gold kid. 
These shoes are appearing everywhere, 
on all occasions, and are being offered 
from the chain stores to the most ex- 
clusive shops. They are being worn 
all around the clock. With informal 
morning attire, smart afternoon frocks 
and stately evening gowns, it is the 
Midas touch that marks the smart 
woman and gives her the important 
“new look.” 

Miami Beach is showing some ex- 
citing new shoes. At Cowen’s they 
have an “All-star cast of shoes” in 
both dressy and tailored models, and 
with many of the shoe styles there is 
offered a matching bag. 

I. Miller has some interesting black 
patent open toe pumps, piped in white 
kid, and trimmed with a swirl bow. 
This is a shoe recommended to com- 
plement Spring prints at.d Summer 
pastels. 

At Rothman’s Shoe Salon on Lin- 
coln Road one of the new shoes is the 
“Harem,” a glamorous ankle strap. 
A number of shades are offered, all 
with gold piping. It is also selling in 
red or green cobra with gold. Another 
“First Edition” is wedge sandal with 
full rosette bow and ankle strap, 
offered in suede. 

Delman is offering in both the Miami 
Beach and Palm Beach salons a wide 
variety of both ankle straps and closed 
toe pumps. Practically all the shoes 
show more or less ornamentation, and 
many of the best selling models have 
platform soles. 

Saks Fifth Ave. is featuring in both 
Miami Beach and Palm Beach shops 
“Alice in Wonderland” slippers. 
Again we find a wide range in colors 
and plenty of gold. There is one 
Queen Alice in all gold at $12.95. Low 
heels, ankle straps and closed toes 
mark this line. 

Burdine’s in all four of their shops, 
Miami, Miami Beach, Fort Lauderdale 
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and Palm Beach, have been pushing 
gold kid. Again it is ankle straps 
and draped or strapped insteps that are 
wanted. They have a fine assortment 
at from $10.95 to $16.95. Matching 
gold accessories, in bags and belts, tie 
in well with gold kid foot covering 
and cinch a smart ensemble. 

The same story of gold and draped 
trim and ankle straps comes from 
shops in Fort Lauderdale and in Holly- 
wood. Wilbar’s in the Hollywood 
Beach Hotel, is selling a lot of gold 
slippers. Palm Beach shops report the 
same. 

Florida's gold coast has decreed 
that for evening, afternoon or just 
walking down the street, you've sim- 
ply got to show a glimpse of golden 
feet. ees 


WEATHER SPURS NEW 
HAVEN BOOT SALES 


I was shades of old Hal Thornton 
and the heyday of vaudeville for New 
Haven retailers during January, for 
22 inches of accumulated snow and 
ice brought forth a chorus from cus- 
tomers similar to Kipling’s famed 
“Boots” which Thornton made known 
from coast to coast. Boots—boots— 
boots—was the constant cry, and har- 
ried shoe merchants sold out original 
inventories and reorders as fast as they 
could unpack them, and still were un- 
able to keep up with the demand. 
By and large the stadium-type boot 





The popular gold sandal, with match- 
ing bags, was offered resort custom- 
ers in this ad by Burdine’s Miami, Fia. 


was in greatest demand, and at month's 
end there was hardly a pair to be 
found in town. All types of rubber 
footwear enjoyed a tremendous sale, 
retailers reported, with the black high 
boot, zippered and furred or unfurred 
running a close second to the stadium- 
type. The weather caught many stores 
with very low rubber inventories and 
throughout the month pleas to markets 
for needed items brought back but 
dribbles of merchandise. 

Edward Caso, Temple Street high 
fashion shop, reported his biggest sale 
of the pony fur boot and the bucko 
leather boot, both new items to this 
area. 

The sale of storm-weather footwear 
and rubber footwear helped somewhat 
to offset the damage that the bad 
weather did to January sales in gen- 
eral. Shoe offerings, featuring price 
cuts from 20 to 50 per cent and better, 
were very slowly taken by customers. 
and the over-all average for shoe busi- 
ness this January shows figures better 
than 10 per cent off from 1947. Those 
shops which did not carry rubber foot- 
wear, or whose inventories were very 
light report business off as much as 
40 per cent. 

In the lower price ranges stores re- 
ported a growing demand for the bal- 
lerina-type of shoes with big interest 
in the baby doll toe—the pump with 
the low wedge. Medium price and high 
fashion shops report that the old 
favorites, slings in black suede, still 
topped the seller lists, but that there is 
a very’ big and growing demand for 
ankle straps and the closed pump, in 
both suede and calf. 

The drop in unit sales in women’s 
shoes has caused retailers to give more 
thought to accessories, and nearly 
every store equipped to sell acces- 
sories is doubling its efforts to garner 
added _ sales. Handbags, costume 
jewelry, perfume, scarfs and hosiery 
are being promoted harder than ever 
and will be pushed even harder as 
Spring and Easter seasons approach. 
Spring and Easter promotions will 
start earlier than usual and will be 
from 15 to 25 per cent heavier than 
usual with concentration in news- 
papers, and with ads that will tie in 
accessories with the shoes being 
offered. 

In men’s lines cordovan still is on 
top, with the heavy-soled brogue— 
“the heavier the sole the better they 
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Mes ote hele raude 


like it,” said one retailer—in second 
place. But for the most part sale of 
men’s shoes was off even more than 
women’s, for fewer men’s stores han- 
dled any assortment of stormy weather 
rubber footwear. Twenty to 40 per 
cent was reported by many shoe re- 
tailers with 20 per cent being about 
average. ey 
STORMS SLOW PROVIDENCE 
SALES 


WHILE many retailers in Providence, 
R. L, are staging clearance and stock 
reduction sales, others are standing 
pat with not enough dead wood on the 
shelves to stage such an event. Retail 
sales have been good in some stores, 





fair in others. This is due almost en- 
tirely to the weather. It’s an old- 
fashioned Winter here as well as 
everywhere else in the East, and people 
are wearing rubbers all the time. Rub- 
ber footwear has had its biggest sea- 
son in many years, and some stores 
are almost completely sold out in this 
line. In others, stocks are so broken 
that people must shop a number of 
stores to find what they want. 

In women’s shoes, one store is pro- 
moting reptiles, one number an alliga- 
tor sling pump with platform sole and 
high heel, available in brown or red; 
an ankle strap sandal in cobra snake 
with sandalized vamp, platform sole 
and high heel, in brown, red or green; 
an alligator instep-strap pump with 
open toe and heel, midway heel and 
sandalized vamp, in brown, green, red 
or black; and a cobra sandal with high 
front and platform sole in midway or 
high heel, in brown, green, wine or 
red. 

Another store is emphasizing gen- 
uine alligators, while another features 
alligator grain casuals in sandal ef- 
fects and sling pumps, with platform 
scles and Cuban heels, in brown, 
green, black, wine or rust. Another 
store features a brown alligator grain 
with piatform sole and Cuban heel. 

There is considerable emphasis on 
calf and suede in women’s shoes. One 
retailer selected as his five most popu- 
lar numbers an ankle strap pump in 
black suede, high heel and high front; 
slim d’Orsay with platform sole in 
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The perennial popularity of blue for 

Spring was the thought behind this 

offering of “Goody Blue Shoes” by 
J. W. Robinson Co., Los Angeles. 





black or dark brown calf with large 
front buckle; a sling pump with closed 
toe, medium heel, with. large loop 
decoration, in black or brown calf; a 
closed heel and toe pump, in calf, in 
blue, black or brown; and a low heel 
platform sling pump in calfskin. 

Another merchant has been em- 
phasizing a line of $9.95 shoes, includ- 
ing black or brewn pumps and san- 
dals, including high heels and low, 
available in calfskin. Most of these 
have large decorative ornaments. One 
store features its Spring lines, rang- 
ing in price from $12.95 to $16.95, in- 
cluding an emerald green calfskin or 
bronze kidskin in sling type or in 
black suede in closed heel; a black 
calfskin pump with platform sole and 
suede trim; a soft brown kid sandal 
pump with platform sole; plus several 
calfskin and suede numbers in high 
styles. 

Patent leathers are receiving some 
demand and are being featured in 
store windows and in some newspaper 
advertising. One retailer reports good 
call for a patent sling pump with open 
toe, sandal strap and high heel. An- 
other is emphasizing a black patent 
pump with closed heel, open toe, high 
heel with decorative stitching and 
large, twirled ornament. 

Demand for walking-type shoes has 
been very good, prompted somewhat 
probably by the severe Winter condi- 
tions. Shoe store traffic in most cases 
has been sharply reduced during the 
recent snowstorms with the resultant 
hardships of bus and trolley traffic. 
Many people have not had their cars 
out of the garages for three or four 
weeks. It all helps to reduce the po- 
tential sales for the time. 

Demand for Spring shoes is slow, 
according to most dealers. While two 
or three report that these lines are 
coming along. most stores do not look 


for much demand until the snow stacks 
melt. Some retailers have increased 
advertising activities, including more 
newspaper space and radio commer- 
cials, while others predict the situa- 
tion will right itself as soon as the 
streets are cleared and people catch 
up on shopping. 

7. * = 


CLEARANCES SUCCESSFUL 
IN SAN FRANCISCO 


Most shoe merchants in the San 
Francisco area held a continuous series 
of shoe sales during the month of 
January. Some started their clear- 
ances immediately after Christmas, 
while others waited until after New 
Year’s Day, but almost without excep- 
tion they kept the sales going all 
through the month. 

Price reductions have been drastic 
in an effort to reduce inventories and 
clear the shelves of as much of last 
year’s stock as possible. Prices of 
good quality shoes dropped to as low 
as $3.97. One of the leading stores 
arranged their sale stocks in four 
groups at $4.00, $5.00, $6.00 and $7.00. 
The $4.00 group included values up 
to $9.95, and the $7.00 group included 
shoes formerly selling at $19.50. The 
average price reductions ran about 50 





per cent, but some were as much as 
65 per cent below original price. 

The steres starting their sales the 
first part of the month appeared to get 
the cream of the buying trade as sales 
tapered off during the middle and later 
part of the month. Competition was 
keen and it was a buyers’ market with 
the customers appearing to be more 
selective than they have been for 
some time. 

Across the bay in Oakland shoe re- 
tailers revived their prewar plan of 
holding a city-wide semi-annual clear- 
ance sale. Double-page spreads in 
the newspapers were used to advertise 
the event, with the merchants dividing 
the two pages of space into individual 
quarter-page sections. 

The first of the Spring shoes are be- 
ginning to make their appearance in 
Market Street and Union Square win- 
dows. Aimed to the women’s desire 
for the new look, Magnin & Co. are 
showing black, brown, navy, Balen- 
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MEN'S STURDY SANDALS .. . Made for Long and Gunterteiie Weer — EVERYWHERE. 


REASONS WHY MILLIONS WEAR 
RECORDIA processed SANDALS 


A. Built-in Orthopedic Arch Support 


B. 100% Flexible, Light-Weight, Extra Durable 
Recordia Sole 


C. Socklining of Genuine Leather 
D. Inserted Insulating Sole 
E. 
F 





Built-in Heel Shock-Absorber 
. Unexcelled Workmanship and Models 


TES YEAR'S MMT... Smee aan ve omer a 
WE TELL “EM... YOU SELL EM 


Millions will be told this season through our NATIONAL ADVERTISING why to ask for San- 
dals with the GREEN SEAL. They will come to your store and ask for the GREEN SEAL 
Sandals because they will know that: "RECORDIA STANDS FOR QUALITY WITHOUT 
COMPROMISE" identified by the GREEN SEAL on the soles. Every sale you make will 
surely increase the goodwill of your business. Cash in on this National Campaign for your 
own benefit and use our COUNTER DISPLAY CARDS and WINDOW SIGNS. Advertis- 
ing mats will be supplied without charge. 
































2 Refer to the Jan. I5th Boot & 
PRICING POLICY Shoe Recorder for a comprehen- 
sive cross-section of the Re- 
An efficiently devised minimum pricing policy cordia line, or . .. 
assures full protection against price cutting WRITE FOR FREE 
under the Fair Trade Low during the seasonal PRICE & STYLE FOLDER 
months. 












RECORDIA MANUFACTURING CO., 
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ciaga beige, and grey suede sandals 
with extremely high heels at $26.95. 
Similar in style are the four-inch 
strato heels in grey, royal blue, navy, 
kelly, red, brown and black at $12.95 
and $14.95 being featured by C. H. 
Baker. 

There is a tendency among most 
shoe retailers here to be more selective 
and careful in their buying. This is a 
natural reflection of the present cus- 
tomer attitude in their return to the 
old prewar habit of shopping around. 

* * * 


ST. LOUIS MEN'S BUYERS 
ANTICIPATE GOOD SEASON 


A.ruoucH men’s shoe stores and 
men’s shoe departments in St. Louis 
reported a January volume below their 
expectations, most buyers were en- 





thusiastic in their outlook for Spring. 
“With an early Easter this year,” one 
buyer said, “we should easily make 
up for the first month of 1948, which 
was held below normal by the exces- 
sive cold during the last half of the 
month.” This buyer explained that his 
dollar volume had been off only slight- 
ly below that of January, 1947, al- 
though several men’s shoe stores’ dol- 
lar volume was reported down 4 or 5 
per cent below the first month of 1947. 

The top color in men’s Spring shoes 
in St. Louis, a number of buyers be- 
lieve, will be light copper. One buyer 
said his sales in this color had started 
out heavily even in January and that 
the continuance of the demand had 
carried over into the early days of 
February. “Heavy brogues in this 
color,” he added, “appear to be the 
number one shoe for young men this 
Spring.” 

Some buyers anticipate a heavy sale 
of all-white shoes for late Spring and 
early Summer. Tan and white com- 
binations, a number of buyers have 
pointed out, also should enjoy a heavy 
demand for Spring because they can 
be worn with a great variety of clothes 
for many different occasions. 

Black and white combinations are 
not looked upon with so much en- 
thusiasm, but shoe men say that there 
will be some demand for them. The 
backlog of demand for crepe sole 
shoes is heavy, retailers agree, and 
their sale during the Spring months is 
expected to be heavy. 
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Bright colored suedes, such as blue 
and purple and other eye-catching 
shades, are not expected to catch on 
in St. Louis to any great degree this 
Spring, however. 

* aa * 


ANKLE STRAPS, COLOR 
LEAD CHICAGO SALES 


First signs of Spring in the Chicago 
retail shoe picture appeared late in 
January and early February. Early 
Spring promotions dominated by ankle 
strap types and colored shoes followed 
closely the first real clearance sales in 
five years. 

Colors, with blue, red, and green 
expected to be the leaders, are begin- 
ning to receive emphasis in advertis- 
ing and window and departmental dis- 
plays. Purple, grey, balenciaga, and 
some of the lighter hues are attracting 
some interest. 

Retailers are more wary of style 
changes now than they have been for 
some time, and most of them plan to 
buy fewer shoes at a time and to buy 
them oftener. They are well aware of 
the fact that, regardless of the price 
situation, whether it increases or de- 
creases, manufacturers will be seeking 
new methods of stimulating sales. They 
do not expect as radical changes as 
have appeared in the apparel field, but 
are definitely determined not to pile 
their shelves with any definite styles. 
As several point out, definite style 
trends are being established “right 
under their noses.” Most obvious are 
the ankle straps which keep going 
higher as skirts grow longer. There 
have been several promotions of this 
style in the new Spring shoes being 
offered by Joseph, O’Connor & Gold- 








The “Sultana,” reminiscent of the 

harem, was the theme of this ad by 

Joseph of Chicago, featuring the 
Turkish toe shoe. 





berg and Marshall Field & Company. 
Resort promotions continued steadily 
through January and with good re- 
sults. Lighter colors with a marked 
trend toward gold have been noted in 
play shoe purchases. 

Most Chicago retailers devoted Janu- 
ary to clearing their stocks and intend 
to keep them at a healthy level. On 
the whole, clearance sales were suc- 
cessful, although more than one State 
Street retailer was frank to admit that 
the last half of his sales period was 
disappointing. Severe Winter weather 
cut considerably into downtown shop- 
ping crowds and on some near-zero 
days even drastic reductions couldn't 
lure shoppers. Men’s sales were gen- 
erally better than women’s, although 
in several shops stock shoes were of- 
fered at drastic reductions as an extra 


attraction. 
* + * 


EARLY SPRING STYLES 
SHOWN IN BOSTON STORES 


WITH January shoe sales 20 to 25 
per cent off from January of last year, 
several Boston shoe stores and depart- 
ments operated during the early days 
of February on a basis of clearance 
sales plus a showing of new Spring 
styles at regular prices, the distin- 
guishing characteristic of the latter of 
which is a wide variety of color both 
in leather and in side and throat orna- 
mentation. 

The Back Bay store of Kay’s-New- 
pert reports the sale of sling-backs 
and open toe, closed heel pumps made 
of black polished kid with a wide 
variety of brightly colored throat orna- 





ments. The same store displays a line 
of high-platform black suede sling- 
backs with the draped vamp knotted 
at the throat line, the knot being edged 
with gold. This company’s other Bos- 
ton store at the corner of Tremont 
and Boylston Streets is finding a fair 
demand for a $6.95 line of ankle 
straps, sling-backs and closed pumps 
in black suede and wine suede—some 
plain and others with colorful side 
ornaments. 

The widest variety of color to be 
seen in any of Boston’s downtown shoe 
stores is that at Barclay’s on Tremont 

[TURN TO PAGE 148, PLEASE] 
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AL W. MEIER CO. 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapaclarting out Markets 


7. 
Chicago 
J HE early Easter facing retail buyers and merchandise 
men is producing considerable stimulated and concentrated 
activity in Chicago wholesale and manufacturing centers. 
From the middle of January on through February there has 
been a continuous series of market events staged by such 
organizations as the Chicago Fashion Industries, Chicago 
Wash Apparel Association, and Women’s, Children’s, In- 
fants’ and Accessories groups at the Merchandise Mart. 
The Chicago Shoe Travelers’ Show in January added shoe 
buyers to the influx of apparel and style-minded retailers. 

Although there is still talk of shortages and as yet no 
tendency to lower prices in any of the apparel fields, in- 
cluding shoes, early reports on this market period point to 
many indications of a rapid return to normalcy. Shoe 
factories are still running to capacity and probably will 
continue to do so for some time to come. This will be neces- 
sary to catch up on backlogs of orders and to supply the 
many new retail units which are being opened or estab- 
lished ones that are expanding their lines. Many new re- 
tail stores and leased units in smaller department stores 
are opening after prolonged delays due to difficulties in 
securing shoes as well as material and equipment for their 
physical set-up. 

On the part of a number of established stores, however, 
there have been enough cancellations to indicate that the 
honeymoon is over. In looking ahead in 1948, a recent 
business report issued by the Chicago Association of Com- 
merce and Industry is of interest. There are many execu- 
tives who question whether or not figures will top last year’s 
record of $11,500,000,000, total output in all manufacturing 
for the Chicago industrial area during 1947. This com- 
pares with $8,700,000,000 for 1946 and $4,277.815.000 for 
1939. Chicago’s wholesale trade in 1947 approximated 
$10,500,000,000. Contributing substantially to the whole- 
sale volume are more than 200 trade shows and other forms 
of organized merchandising events, including the National 
Shoe Fair and smaller shoe shows. 

This same organization reports that business activity in 
Chicago reached a new high in December with strong 
seasonal gains shown by bank debits, department store 
sales, bank clearings, and postal receipts. 


Boston 


T HE busiest women’s New England shoe factories, as the 
Spring run nears its end, are those making medium grade 
shoes and the types being made in the largest quantities are 
staples and semi-staples. From this, as well as from reports 
received from retail buyers, many manufacturers are con- 
vinced that, while the sales of novelties will step up in 


130 





retail stores between now and Easter, the majority of 
women are expected to favor shoes which can be worn 
with as many costumes as possible. 

Factories making children’s and misses’ shoes also are 
busy, as they have been for many months. There is no sign 
of a falling off in the demand for juvenile footwear. Next 
busiest are the factories making work shoes, although the 
demand has fallen off decidedly from the peak and orders 
are smaller and harder to get. 

In other divisions of the industry, located throughout 
New England, buying is reported as being slow with buyers 
tending to postpone placing their orders until the last pos- 
sible moment. 

Some wholesalers report that there is a strengthening 
demand for women’s novelty shoes which can be retailed 
at about $4.00 and admit, in the same breath, that shoes, 
to sell at that price must necessarily be mostly of mate- 
rials other than leather. To date they have been slow in 
placing orders with manufacturers and have been shopping 
in an attempt to learn as much as possible about the rela- 
tive merits of substitutes. 

Orders placed during last December in the shoe and 
leather industry of this state, as measured by the Associated 
Industries of Massachusetts, were 8 per cent below those 
placed in November, and the same percentage below those 
placed in December of 1946. 

In connection with plans now actively under way for the 
next New England Shoe Market Week, to be held April 5 
to 8, Maxwell Field, executive vice-president of the New 
England Shoe and Leather Association, has announced that 
fashion publicity for the show has again been placed in 
the hands of Miss Virginia Harris, prominent publicity and 
fashion promotion counsel, whose work last year in analyz- 
ing style trends for newspapers and magazines contributed 
largely to the public acceptance of new patterns and colors. 


St. Louis 


TuHoucH manufacturers here complied with retail re- 
quests for holding back deliveries temporarily until after 
they took inventory, shoe production is continuing at near- 
peak levels. The re-order business is mentioned as being 
good by some manufacturers, but in all quarters of the 
market there are frequent complaints about the extreme 
Winter holding back consumer interest in Spring lines. 
Some manufacturers feel that it will be difficult for the 
St. Louis market to maintain a production as high as that 
of last year, primarily because unit sales volume is not 
expected to be high enough to absorb such a production. 
It will be possible and quite probable, marfufacturers who 
share this opinion say, for some manufacturers who are 
fortunate enough to get new business away from others to 
surpass last year’s production. 

[TURN TO PAGE 146, PLEASE] 
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IT’S THE 


 M-Value 
es! § fYia-Shy 


for outdoor and indoor 
sports by SERVUS 












RUGGED 
CREPE TYPE SOLE 


Grey non-marking, crepe type outsole . . . sturdy 
diamond designed all around foxing . . . sanitary 
Serv-Arch insole . . . an all-purpose outdoor 
Pla-Shu. 


Check your stock. Be prepared to meet the de- 
mand. Contact the distributor in your territory 
or write direct to The Servus Rubber Company. 


Hi-Value Pla-Shu's are ea 
identified by the ankle 
bearing the Pla-Shu trade- 
mark. 














Newspaper mats featuring 

the Hi-Value Pla-Shu for men 

and boys are available. 

Write direct to factory, New 
York office, or to your dis- 

tributor. 
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Allied Products Group to Hold Showin¢ 


Exhibit in New York in March at Belmont-Plaza Hotel to 
Coincide with Opening of Fall Leathers by Tanners’ Coun- 
cil—Large Attendance Expected 


StTyLe trends in footwear for Fall 
will again be the attraction that will 
draw the attention of the shoe indus- 
try to New York City early in March. 
Widespread interest in the many new 
style developments, new products and 
processes to be displayed during the 
14th semi-annual Allied Shoe Products 
and Style Exhibit for Fall is expected 
to attract a heavy attendance of vis- 
iting shoe manufacturers, retailers and 
their buyers and executives. 

The “Allied Show” as it is popularly 
known, will open on Sunday, February 





Lining Cabrettas 

Vegetable & Chrome Tanned Sides 
Chrome Tanned Kips 

India Tanned Buffalo & Cow Calf 
Lining Splits 


LINCOLN LEATHER COMPANY 


Elk Extremes & Sides 
Smooth Sides 
Smooth Kips 
Smooth Extremes for the shoe trade 
Same leathers for bags with water- 
proof finish 
Above leathers in following colors: 
Crimson Red, Navy Blue, Airway Blue, 
Kelly Green, Pepper Green, Golden 
Yellow, Town Brown, Turftan, Army 
Russet, Golden Tan, Beige, Black 
Suede & Smooth Finish Splits 
Black, Blue, Red, Gray, Fawn, Luxury 
Brown 


HERMANN LOEWENSTEIN, INC. 


White and Colored Buck in men’s and 
women’s weights 

White Buck Splits 

Smooth and Colored Calf in women’s 
weights—full color range 


N. C. LYON & CO., INC. 


Moroccos & Fancy Leathers 
Black and Colors 


MALIS LEATHER COMPANY 


Suede Kid 

Black, White 
Glazed Kid 

Black, White, Brown 
Cabrettas 

Black and White Suede 
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29th, at Hotel Belmont-Plaza, 49th 
Street and Lexington Avenue, New 
York. This hotel is situated directly 
across the street from the Waldorf- 
Astoria where exhibits of Fall leathers 
by members of the Tanners’ Council of 
America will be housed. The timing 
of the allied group showing to open 
in advance of the Fall Leather Opening 
which starts on Tuesday, March 2nd, 
affords many styling and buying execu- 
tives the opportunity to get an early 
start on their styling programs before 
the opening of the Leather Show. 


[ CONTINUED FROM PAGE 110] 


Glazed Cabrettas 
Black, Brown, White 
Garment Leather 
Kid and Sheep 


HARRY MANN LEATHER CO., 
INC. 


Smooth Linings 
All Colors 
Ooze Linings 
Gray 
Fawn 
Waterlily 
Cape Leathers for the shoe, bag & 
novelty trade 
All colors & White 
Bag Suedes 


MARCUS, FORSCHER & CO. 


Suede Calf, Black, Brown and lead- 
ing Fall shades 

Suede Kid, Black, Brown and lead- 
ing Fall shades 

Genuine White Buck in Jacks and 
Chinas. 


McNEELY & PRICE CO. 


Suede Kid 
Black, White 

Glazed Kid 
Black, Brown 


Linings 


MONARCH LEATHER COMPANY 


Smooth and Boarded Leathers 
Embossed Grains 

Scotch 

Dartmoor 

Ainslie 


The show committee reports that a 
high degree of interest is being shown 
by exhibitors eager to show their new 
wares for the coming Fall season. It 
is expected that more than sixty firms 
will be located on the three special ex- 
hibit floors in the Belmont-Plaza Hotel. 
The four day exhibit by the allied 
trades group commences on Sunday, 
February 29th, and will run concur- 
rently with the Leather Opening the 
final two days through to closing on 
Wednesday, March 3rd. 


What the Tanners Will Show 


Barrmoor 

Exeter 

Oxford 

(In Standard Fall Colors) 


MURRAY LEATHER COMPANY 


Murmoc 
Army Russet, Green, Red, Natural 
Wine. 
Elk and Smooth 
Army Russet, Black, Green, Red, 
Turftan, Town Brown, Wine, White 
Black Patent 
Bag Leathers 
Black, Blue, Brown 
Splits 
Black Suede 
Black Ruffies 
Linings 
Work Shoe 


R. NEUMANN & COMPANY 


Aniline Alligator Calf & Kip 
In new Fall Shades 
Levant & Baby Buffalo 
Complete range of colors for men’s, 
women’s & children’s shoes 
Seal 
For men’s and women’s shoes 
Smooth Finished Leathers 


NORTHWESTERN LEATHER 
COMPANY 

Sport Elk 

Sootan 

Elko Extremes 

Elko Kips 

Above in White & Colors 
Smooth Pac (Heavy Weight) 
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COMPREHENSIVE LINE 





OF INSOLES 


The Onco line covers all qualities 
and price ranges in women’s shoes. 
Whatever your styling, your market, your 
price tag .. . you'll find the right insole 
among Onco grades A, B or L. Specify 
ONCO INSOLES... for uniform shoe- 
making characteristics, superior comfort, 


superior quality, 


BROWN COMPANY, 500 Fifth Ave. 


New York City, N. Y. 
fe 





to buyers.... 


sist on (nce insoles 


ONCO INSOLES— 
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ONCO BASE for Sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing ond reinforce- 
ment purposes—are products of Brown Company. 


:] ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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Raw Materials Costs Factor in Leather Prices 


considered. All of us must be appre- 
hensive and concerned about the prob- 
lems created by a higher price struc- 
ture but we cannot overlook the 
clear-cut reasons and we should never 
forget that the price measuring sticks 
used for shoes and leather are no dif- 
ferent than for every other commodity 
and service such as wheat or cotton or 
coal or the cost of labor. 


Prospects for Raw Materials 


Looking ahead into 1948 at the be- 
ginning of the year, there is substan- 
tial assurance that the tanning in- 
dustry will be able to meet the 
requirements of shoe manufacturers. 
Prospects for a favorable supply of 
raw materials in 1948 are good despite 
the fact that cattle and calf slaughter 
in the United States will probably de- 
cline by approximately 10 per cent 
from last year. Normally the United 
States, as the largest consumer of 
leather in the world, is a substantial 
importer of cattlehides and calfskins. 
Due to substantial export shipments of 
these commodities during 1947, the 
United States was a net exporter of 
cattlehides during the year, and calf- 
skin imports were only slightly higher 
than exports. Elimination or sharp re- 
duction in exports would tend to offset 
the probable decline in domestic 
slaughter. 

Many factors are involved in an ap- 
praisal of import prospects during the 
coming year, including the effects of 
artificial trade barriers, export re- 
strictions by foreign governments, gov- 
ernment monopolies. and currency 
manipulations. During the past year 
there was less of a return to a normal 
pattern in the world flow of hides and 
skins than had seemed likely at the 
start of the year. Nevertheless, it is 
expected that 1948 will witness a 
greater return toward the typical and 
that the United States will again be a 
net cattlehide and calfskin importer. 

During 1947 imports of goat and kid- 
skins were more nearly normal than in 
other types of raw material. In spite 
of the political uncertainty in some 
parts of the world, recent trends point 
to further improvement in the move- 
ment of goat and kidskins to the 
United States. It is also expected that 
foreign supplies of sheep and lambskins 
will be better this year, regaining some 
of the ground lost during 1947. 

Foreign trade in raw material, which 
is vital to the leather and shoe indus- 
tries, will in a large measure be af- 
fected by the success of our Govern- 
ment in pursuading other nations to 
avoid or eliminate artificial trade bar- 
riers and restrictions. There is no eco- 
nomic logic in a plea for dollar credits 
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by countries which could secure dollars 
through the free sale of the raw ma- 
terials which they normlly exported. 
Embargoes and currency controls 
throttling such trade are a grave ob- 
stacle to world recovery and are incon- 
sistent with the trade reciprocity to 
which the United States has committed 
itself. 

More important than such questions 
of immediate moment as raw material 
supply is the sermon which the shoe 
industry should read to itself and for 
which the text might be—“How to Win 
Friends and Influence People.” As an 
industry we have neither realized our 
potentialities nor recognized our oppor- 
tunities. A testing ground is approach- 
ing when the momentum of recent 
years can no longer be taken for 
granted. Results in the shoe business 
will once again be determined pri- 
marily by merchandising and by the 
place of shoes in the consumer’s scale 
of values. The consumer’s mind is in- 
fluenced by the relative appeal of dif- 
ferent goods or services; it is changed 
and molded by conscious recognition of 
utility and value; it is influenced by 
the claims which a product makes in 
the marketplace. Now these ideas are 
elementary; you have heard them ex- 
pressed time and again. The leaders of 
your industry and the spokesmen for 
shoe trade organizations are fully 
aware of postwar issues confronting 
manufacturers and retailers in the de- 
velopment of postwar markets. All I 
wish to do is to stress that the prob- 
lem must be grasped today, that it 
must be dealt with as a current objec- 
tive of merchandising policy, that its 
urgency cannot be deferred to an in- 
definite future. 


Industry Must “Sell Itself” 


The physical facts of the industry 
are important in themselves and yet 
they are only a preface, an introduc- 
tion to what the story of what shoe 
production and merchandising should 
be. Those facts include the increase in 
our potential market to the greatest 
in the history of the country. Current 
estimates of U. S. population place 
slightly more than 145 million people 
in this country compared with less 
than 131 milion in the year 1940. Dis- 
mal prophets a generation ago who 
foresaw the birth rate sliding off were 
sadly mistaken; they under-rated the 
national productivity. An increase of 
more than 10 per cent in the popula- 
tion of the nation spells out an addi- 
tional demand for more than 40 million 
pairs of shoes based upon prewar per 
capita consumption. 

Equally important, in my opinion, in 
evaluating the future is the unmistakle 


rise in the standard of living which 
has taken place. To the historian the 
change between the late 30’s and 1948 
will appear as marked and as extraor- 
dinary as the other sharp increases in 
the pulse of consumption and demand 
which took place in previous genera- 
tions. The improvement in living stand- 
ards, the higher sights which the great 
mass of consumers have set in their 
wants could well result in a revision of 
the basic concepts of national needs. 
Short-range fluctuations in output and 
demand are probably unavoidable and 
may be accentuated under current con- 
ditions by the slow process of postwar 
adjustment. However, such short-term 
adjustments must not be allowed to im- 
pair industry recognition of the more 
basic factors influencing our markets. 


Big Job of Merchandising 


No one can examine the trade evi- 
dence, including the discussion of con- 
sumer demand for shoes, without being 
impressed by the importance and scope 
of the merchandising job which has to 
be done. It is a typical sign of the times 
that consumers persist, consciously or 
unconsciously in the habit of pegging 
values by reference to prewar prices. 
While this mental] attitude may also 
exist with respect to items purchased on 
a day-to-day basis such as food, it is 
inevitably accentuated when it is ap- 
plied to shoes which are purchased less 
frequently. Economic symbols such as 
price tickets persist psychologically 
even when the actual framework of 
normalcy in costs has changed. Faced 
with the difficulties stemming from a 
rise in the cost of living, the typical 
consumer finds it is difficult to become 
adjusted to a new set of standards or 
to acknowledge mentally that prices 
and buying power are relative. 

In the shoe industry the psychology 
of price has been made more difficult 
and complicated by two factors: First, 
during the 30’s shoe prices were ab- 
normally low in relation to all other 
commodities by virtue of certain ex- 
traordinary circumstances. Second, 
during the war years and through most 
of 1946, footwear held much closer to 
the prewar price basis than most com- 
modities. Consequently, the prices 
which the consumer tends to associate 
with shoes in the “good old days” are 
nearer the surface of memory than the 
prices of items which advanced stead- 
ily and substantially during the war. 
It is in this general area that shoe 
merchandising must apply itself to 
clarify in the minds of consumers the 
meaning of present costs and to secure 
conscious acknowledgment that shoes 
provide inherently greater dollar value 
than almost all other goods. 

[TURN TO PAGE 137, PLEASE] 


Boot and Shoe Recorder 








America’s Leading Retailers ee 


promote Par Cleat 


Now.- Men’s and Women’s Model’ 


ALUMINUM - LIGHT WEIGHT (11/. OZ.) 
2S > 4): ) 8 eee) ele): 
EASIER TO ADJUST 

















; MEN'S MODEL ADJUSTS FROM 6- 12 
| WOMEN’S MODEL ADJUSTS FROM 4-9 


THE PARCLEAT CO., INC., 3048 Rodman St., Washington 8, D. C. 


"Specify model wher ordering: 
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STRETCHABLE SHOES 


in all types 
made with 


VAMOS 
Lastex 


at nominal added cost 
per pair to you 


HE real cost of this revolutionary improvement 

in shoes is the cost per yard of the Vamos-Lastex 
materials minus the cost of the rigid materials that 
would otherwise be used. As this often figures out 
to be not more than a few cents a pair, it is indeed 
a small price to pay for so supremely desirable and 
so increasingly popular a selling point. 


Illustrated, a new Fall style in black kid and 
“Pleatex,” the latter made with Vamos-Lastex (Pat. 
No. 2,059,747). This highly successful material, 
together with the new Failles made with Vamos- 
Lastex, enables shoe manufacturers to offer the 
advantages of s-t-r-e-t-c-h in part leather footwear 
at negligible cost. 










ALFRED VAMOS isthe inventor of Stretchable Shoes 
and a specialist in all types of shoe fabrics made with 


THE MIRACLE YARN 


THAT MAKES THINGS FiT 
* United States Rubber Company 

















The wavy area is 
“Pleatex,” made with 
Vamos-Lastex. 


Always insist that your stretchable shoe mate- 
rials be stamped “Vamos-Lastex” to protect you— 


your retailer—their customers. 





“ VAMOS 


at the 


ALLIED SHOE PRODUCTS 
& STYLE EXHIBIT 


BELMONT-PLAZA HOTEL 
Suite 1133-34 
Feb. 29-Mar. 3, 1948 








ALFRED VAMOS, INC. 
QUALITY SHOE MATERIALS 
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Raw Materials Costs 


[CONTINUED FROM PAGE 134] 


Shoe retailers as well as manufac- 
turers have the best of all possible 
jumping-off places for the job of crea- 
tive merchandising and consumer rela- 
tions which must be undertaken. Re- 
gardless of what may or may not be 
done by the industry as a whole, it is 
the individual producer or merchant 
who can capitalize certain invaluable 
assets to his own advantage. War and 
postwar experiences including short- 
ages and rationing did much to im- 
press upon the mind of the average 
consumer the importance of shoes not 
merely as a basic necessity but as an 
important adjunct of the diversified 
pursuits of modern life. A new recog- 
nition was accorded to a product which 
has long slumbered in the common 
place and had never been fully ap- 
preciated. 

The effect of this experience and 
condition is put to the test when con- 
sumers are no longer buyers of what 
is available, when choice becomes af- 
fected by a sense of style, value, price, 
utility, comfort and lasting appearance. 
And it is in this area that the position 
of the tanning industry becomes much 
more important to all branches of the 
shoe business. Tanners are not merely 
a source of material; they provide a 
basic merchandising appeal because 
leather represents the clear-cut and 
positive evidence of inherent value and 
utility which consumers want. To the 
consumer with the memory of short- 
comings and makeshifts, leather is 
rightfully accepted as the symbol of 
real value, performance, beauty and 
comfort. There is in the consumer’s 
mind also the instinctive appreciation 
that leather provides the element of 
individualty which creative merchan- 
dising must offer. 

Last year when total shoe produc- 
tion receded about 55 million pairs, the 
output of leather shoes reached a new 
high point. It would be a mistake to 
misread the handwriting on the wall, 
to forego advantages we could easily 
grasp, to take the short-sighted point 
of view of trying to sell consumers 
something they do not truly want. The 
lesson to be read from recent years is 
simple—Consumers want value. No 
real or lasting benefit can be derived 
from a course which compromises with 
the real facts for the sake of a tem- 
porary gain. This is a time for the 
shoe business and above ali for shoe 
merchandising and distribution to win 
friends and influence people. The mer- 
chandising appeal of leather can and 
should be utilized in that task. 


Ad Campaign Built 
Around Three Styles 


WAYNESVILLE, N. C.—F ull-page, four- 
color advertising is being used by 
Wellco Shoe Corporation in six con- 
sumer magazines to introduce Wellco 
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to sell comfort plus smartness 


the RIGHT STEP is... 


=>- 


Pump-16/8 covered heel. 
Block Kid, Block Patent 
Leather or Blue Kid. Also 
#3538 — Open Throat 4 
Eyelet Tie in some leoth- 
ers. AA 6/10—8 5/10— 
C 4/10-D 4/10-EE 4/10. 


$5.00* 





Sling with 2" Platform—18/8 
covered heel. Blue Kid or 
Black Potent Leather. Also 
#3653 — Open Throct, Open 
Bock Tie, Mass Perforations. in 
Black Patent Lecther, Block Kid 
or Blue Kid. 8 5/9—D 4/10 
—€ 4/10—EEE 4/10. 


$5.25" 


ave tep+ 


This nationally advertised brand—in Arch 
Supports such as these, or any other style— 
gives you everything your customers want. 
And remember, our stocks are always 
complete, our prices always “in line!” 


— Potent Tip. 12/8 or 
16/8 leather heel. Sizes 
AA 6/9 — 8 4%/9 — 
C 4/10-D 4/10-EE 4/10. 


$5.00° 


KEEP YOUR “I” ON IDEAL 


IDEAL SHOE COMPANY 


4th & ARCH STS. + PHILADELPHIA 6G, PA. 


Foamtreads’ Spring styles. 

The advertisements are being pub- 
lished in Mademoiselle, Vogue, Seven- 
teen, Charm, Calling All Girls and 
Glamour. The first advertisement ap- 
peared in Mademoiselie for February 
and Vogue, February 1 issue, March 
insertions are scheduled in Seventeen 
and Charm, with Glamour and Calling 
All Girls being used in April. 

The consumer campaign, first for 
Wellco after the company was able to 
turn from military to civilian produc- 
tion, features three different shoes— 
Ann and Toni, about $5.95, and Hedy, 
about $6.95. 


All of the shoes feature the patented 
Foamtread sole, made of foam rubber. 
They are available in a wide range of 
smart colors, also in black or white. 

In addition to the advertising cam- 
paign, Wellco is furnishing dealers with 
a complete retail promotion service, in- 
cluding radio scripts, displays, sales 
training pamphlets and newspaper ad- 
vertisements for local tie-ins. 


Specialty Store Opens Salon 


BINGHAMTON, N. Y.—Davids, a wo- 
men’s specialty store here has opened a 
new shoe salon. 
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It is like walking on air to use Ameri- 
can Felt Company platform sole felt. 
The better shoes use it—that’s one rea- 
son they are better. This special felt is 
firm but elastic, bends without crack- 
ing, responds to the natural action of 
the foot, and quickly moulds itself like 
a matrix, for complete comfort. Being 
all wool, the felt is excellent insulation 
against summer-hot and winter-cold 
pavements. 

Factories like this felt, too. It cuts 
with a clean edge without chipping, is 
easily skived, and is available in all 
thicknesses. It is uniform; you can 
count on a roll of platform sole felt 





from American Felt Company being | 
the same in quality and thickness from | 
side to side and end to end. 


Write for full information on this | 


and other felts for shoe manufacturers. 
| 


American Felt 


GENERAL OFFICES: GLENVILLE, CONNECTICUT 
Engineering and Research Laboratories: Glenville, 
Conn. © PLANTS: Glenville, Conn.; Franklin, Mass.; 
Newburgh, N. Y.; Detroit, Mich. ¢ SALES OFFICES: 
New York, Boston, Chicago, Detroit, Cleveland, 
Rochester, Philadelphia, St. Lovis, Atlanta, Dallas, 
San Francisco, Los Angeles, Portland, Seattle 








New Store’s Design 
Departs from Tradition 
[CONTINUED FROM PAGE 84] 


rectangular one about 3 ft. in length. 
All are the same height, perhaps 18 in. 

The entire front, about 15 ft. along 
Lexington Avenue, is solid glass, the 
only vertical line in which, except at 
the edges, is made by the solid glass 
door at the right as one faces the store. 
In the store interior the floor adjacent 
to the window has been raised about 
8 in. to form a dais, covered by the 
same carpet as the main selling floor, 
and the main display unit on which is 
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a refectory-type table, also of lami- 
nated plywood of the same yellowish 
color as the interior trim. Shoes are 
displayed on this table as well as on the 
floor of the dais. At every point along 
this front a clear view of the store in- 
terior can be had. 

Displays on the solid wall along the 
Fifty-sixth Street side are taken care 
of in two long, narrow shadow boxes. 

Partners in this new store are 
P. Shackman Friend and Louis Gen- 
sior, both graduates of the A. S. Beck 
Co. organization, the former having 
been associated with Beck stores for 17 
years; the latter for 20. 

The location was decided on after a 


Tingley-Reliance Ad Page 169. 


prolonged search for a site which 
promised both transient and permanent 
trade—the former because of the 
store’s proximity to many East Side 
hotels, the latter because it is in almost 
the geographical center of a high-class 
apartment house district. 

Only women’s shoes are carried— 
dress, street and walking—at prices 
ranging from $9.95 to $22.95. 


Washington Newsreel 
[CONTINUED FROM PAGE 52] 


The following information will be 
sought: type of establishment; type of 
ownership; volume of business; number 
of employees and amount of payroll; 
and type of merchandise handled. 

The reason this area was selected is 
that it is considered representative— 
ie., has a good, medium-size city 
(Charlotte), a number of what are gen- 
erally known as small towns, and 
finally, includes a large segment of 
rural population. 


Letters to the Editor 


[CONTINUED FROM PAGE 116] 


“Triple deckers” don’t make for a 
full week’s production for our highly 
skilled workers, either, and they, toc, 
like a full week’s pay check. And killing 
the two-tone sport shoes before we have 
even created a replacement for that 
extra pair sale just looks “nuts” to me. 

In other words, where is the men’s 
shoe business going from here? That, 
men’s shoe manufacturers of America, 
is your problem. ‘ 

Walter C. Roose, Sales Manager 
Marion Shoe Division, 
Daly Bros. Shoe Company. 

Editor’s Note: Some comments 

relative to types of shoes mentioned 


in the above communication from Mr. 
Koose wii be found iw the article, 


“Combination for That Extra Sale,” 
which appears elsewhere in this issue. 
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Shoes in the News 


PLAY shoes combining sturdiness, comfort and high style 
are rapidly becoming a part of every fashion-conscious 
woman’s shoe wardrobe. Shoes of the type shown here are 





. Sa 
£ oe 
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Left to right: Two-eyelet tie with open toe and heel, comes 

in solid colors only. “Criss-Cross,” with open toe and heel 

has high-riding elasticized vamp straps to insure proper fit. 

Comes in a variety of colors. “Wing-tie” ankle strap ties to 

give the effect of rabbit’s ears. Comes in a variety of colors. 
All shoes in gabardine; I. B. Kleinert’s “Sportimers.” 


perfectly suited for wear with leisure costumes, casual or 
beach ensembles, as well as for a trip to market. Because 
these shoes come in a variety of gay colors, they can be 
teamed or contrasted to the ensemble color. 


* . > 


REALIZING that many girls, too young to be fitted without 
danger in shoes made over women’s lasts. nevertheless need 


sizes above 3. the Yankee Shoemakers have added a 3% 


Ghillie oxford made over a 

continuation of the conven- 

tional misses’ last, with 

medium straight inside line, 

full round toe, wide ball. 
Little Yankee. 





to 7 size run known as “Big Misses.” “These shoes,” says 
an executive of the company, “are genuine Goodyear welt 
construction, have left and right fitting quarters, broad 
heel base for proper balance and snug-fitting heels for 
proper support. They are correctly made for the growing 
child with the larger foot, yet they are styled like big 
sister’s shoes.” a 
SoFTER, more feminine shoes are in demand by style 
minded women for wear with the daintier silhouette, more 





Light feeling is stressed in 
this opened-up asymmetric 
strap sandal with a i 

platform and a high heel. 














important than ever in Spring and Summer ready-to-wear 
styles. Women find that by accenting their favorite costumes 
[TURN TO PACE 140, PLEASE] 
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A510 SHOE FITTING STOOL 

















| S$trong 1* chrome steel tubing. Rubber 
covered footrest. Seat upholstered in 
Masiand Duran or Textileather 
Tolex. Available in a host 

| Of colors to match A301 chair 


A301 SPRING CHAIR 


1” seamless steel tubing 
frame welded into one 
continuous piece. Highest 
quality chrome plating, 
9” oval back rest, no-sag 
\ Spring cushion seat. 
Upholstered in smart 
shades of Masland Duran 
and Textileather Tolex. 


TUPS 
AORRECT-WAd.. | 


IN SHOE STORE SEATING 
AND SALES EQUIPMENT! 





AORRECT-WAd J ' 


j 
FEN IN THE rygut 


DISPLAYS 











Display your shoes in plastic Universal Shoe Forms. Non- 
flammable .. . in 3-toe style with closed top. Available 
in neutral flesh color or deep pink. Ready for immediate 
delivery. All three heights... $2.85 per pair in 36 pair 
case lots; $3.00 per pair packed six pair to“a carton. 


SEE YOUR KORRECT-WAY DISTRIBUTOR! 
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A FINE NAME 
A FINE LINE 
A FINE PROPCSITION 





Adelia, a sound line for basic arch ty 
Adelia patterns move faster and the Adelia 
plan brings new stock into your store promptly. 
More sales and more satisfied customers to- 
day! Write or wire your requirements. Cato- 
log on request. 


Get the habit of a weekly size-up order with | 








STRONG ALL KID LINE 












LONG RUN OF SIZES AND WIDTHS 





ALL IN-STOCK 


Biack Kid § Eyelet Lace 
Oxford. 7/8 Heel, EEE 



















MONROE BROTHERS & COMPANY 
835 NORTH 19TH STREET 
PHILADELPHIA 30, PA. 
ESTABLISHED 1817 















WINDOWS THAT SELL SHOES! 


Sparkling-clear, Plexiglas shoe display sets 
produce more sales. 





Set illustrated 25 pieces complete 
Satisfaction Guaranteed 
Order by number Set K-12 


Write for catalog “MODERN DESIGN ON DISPLAY” 
Representatives in Principal Cities 


ROGER KENT COMPANY... ALestics 


aid > | we : * . i yuk i vill 











Shoes in the News 


[CONTINUED FROM PAGE 139] 


with attractive styles on low or high-heeled shoes, they can 
vary their costumes for occasion use. Either of the styles 





Low heel wedge with ankle 
strap has a dainty throat line. 
Both patterns come in pastel 
shades. Twenty-Ones by 
Barrett Shoe Co. 














illustrated are indicative of the trend toward the use of 
straps to give a light feeling to many shoe patterns. 

* * * 
BECAUSE today’s fashions reveal less leg, light airy shoes. 
pretty on the foot, lend added charm to the new costumes. 


“Rainbow,” layer-cake plat- 
form pump, illustrates the 
neat trick of using layer-cake 
levels of color to accentuate 


the platform. Palter de Liso. 





Graceful platform shoes designed to make a woman seem 
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and feel taller, continue to be favored by the majority of 
women. The added protection from hot pavements, good 
fit, coolness of platform shoes make them ideal for warm 


weather wear. 
* * * 


WirH snowstorms and blizzards making record history, 
women are choosing protective rubber footwear, designed 


Feminine feeling is  ex- 
pressed in this velveteen 
boot with fur trim, designed 
to fit over platform soled 
shoes. By Tyer Rubber Co. 





to give warmth and comfort. Boots, of the type shown here, 
especially suited to battling snow drifts, are attractive 
assets to Winter shoe wardrobes. 


* = * 


THE trend to soft gatherings in ready-to-wear styles is 
repeated in many casual shoe patterns. The soft-soled 
moccasin is a fashion-must for playtime wear with casual 

[TURN TO PAGE 146, PLEASE] 
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How to look 
your “Sunday Best” 


seven days a week! 


wma. ul 





A smart, good-looking store front and an attractive interior can cure many a sick 
business. And an already healthy one can be made even more robust. This shoe store 
in Yonkers, New York, shows how Pittsburgh Glass and Pittco Store Front Metal were 
utilized to give the right kind of “dress” for the maximum sales- and profit-pull. 
Architects: W. P. Katz Co. 


“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 


PAINTS + GLASS + CHEMICALS - 





HE “appearance factor” in retail selling 

cannot be over-emphasized. It is a 
proven fact that the store with the greatest 
“eye-appeal”’—inside and out—is the one that 
consistently attracts the most customers. . . 
makes the most sales . . . shows the largest 
profit. 

Make sure that your store looks its 
“Sunday Best”... every day in the week. Re- 
model with Pittsburgh Glass and Pittco Store 
Front Metal. These products are unexcelled 
for store modernization. They have helped 
to give smart, modern appeal and attraction- 
power to countless businesses. 

Why not consult an architect now? You 
will thus assure yourself a well-planned, eco- 
nomical design. And, if you prefer, you can 
arrange for convenient terms through the 
Pittsburgh Time Payment Plan. In the mean- 
time, fill in and return the coupon below for 
a free copy of our interesting booklet, show- 
ing how “Pittsburgh” modernization has 
benefited scores of merchants all over the 
country. 


——— NN ° 
| 
| Pittsburgh Plate Glass Company 

2047-8 Grant Building, Pittsburgh 19, Pa. 

Without obligation on my part, please send me a razz ! 
| copy of your booklet on store modernization. | 
eM Bccccecocesesccensssescosscesueseensssacsesessas 
| | 
© IE, cccccnancusntinenensadmemiiiiniaiats | 
| — Oe Glebe. cccccesce | 


BRUSHES + PLASTICS 


PITTSBURG: H P Lae GLtasa COMPANY 
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...ever been in his shoes 7 








Most buyers have—at one time or another. Slow deliveries, 
incomplete shipments, similar shoes instead of identical 
shoes sent on re-orders. 





ADVERTISED 


AMERICAN MEDICA 
ASSOCIATION 





More and more shoe buyers are switching to Happy-Go- 
Lucky Infants’ and Children’s shoes to eliminate these 
problems and to get these extra advantages: 


Finer quality shoes, beautifully styled 
and expertly made. 


National advertising to help yow sell 
Happy-Go-Lucky’s. 


Large in stock department— prompt 
delivery —allows you to carry a small 
inventory. 


Fine Quality 
Infants’ and Children’s Shoes 


ED WHITE JUNIOR SHOE CO. 


3203-07 CHIPPEWA 
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ST. LOUIS 18, MO. 





Guild Advance Fall Openings 
to be Held Week of April 19 


New YorK—The Advance Fall Open- 
ings of The Guild of Better Shoe Manu- 
facturers will be held the week of 
April 19th, it was announced by Irv- 
ing E. Grossmann, president of the 
Guild. This is a scheduled opening in 
the Guild’s five-showings-yearly pro- 
gram. 

This showing of footwear for July, 
August and September delivery will 
feature early Fall styles in street, dress, 
formal and indoor types. Back-to-school 
shoes will be included as will shoes for 
coordination with ready-to-wear and 
accessories. 

“The footwear being purchased dur- 
ing these Advance Fall Showings is 
for an important merchandising period 
when shoe merchants must have new 
shoes to answer the needs and the 
wants of the American women. This 
early timing is vitally significant and 
must not be postponed for a later date 
if stores wish to pick up the extra 
regular-price business made possible by 
the advance season selling of new shoe 
styles to go with apparel. Such inter- 
lude or mid-season promotion and sell- 
ing contributes greatly to the total net 
profits of the high-grade shoe business,” 
stated Mr. Grossmann. 


ANOTHER FAST SELLER! 
D* Scholls LGPAD 


Amatingly Effective 

Relief For Callouses, 

Pains, Cramps, Ten- 

derness, Burning at 
Bo’l of Foot 


leop: Over Forepart 
Of The Foot! 


Gives A Feeling Of 
Walking On Air! 


Flesh Color, Washable! 


Weighs But A Fraction 
Of An Ounce! 


Worn invisibly In All 
Styles of Shoes 


Big Velue at $1.00 
A Pair Retail 








7 out of 10 of your customers are vic- 
tims of Metatarsal Arch Weakness that 
Dr. Scholl’s Lu PAD relieves almost 
like magic. Nationally advertised. It’s 
one of the newest, fastest-selling foot 
reliefs on the market today! Order a 
supply at once. Wholesale, $8.00 doz. 
Write for our catalog. It’s crammed 
with ideas on how to make Foot Relief 
pay big dividends! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago + 62 W. 14 St., New York 
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Parents know that RAW-CORD* 





soles and heels wear longer. 


*%We will gladly furnish a list of | 
shoe manufacturers using this 
Gro-Cord sole and heel design. 


Trade Marks Reg. U.S. Pat. Of., G-C Co. 


They know it from actual experience with 
their youngsters. A million of them are 
reminded of it monthly through Parents’ 
Magazine. They prefer Gro-Cord's exclusive 
Multi-Angle-Cord construction to any other, 
for it means longer wear, safety in any 
weather. This sole has extra sales appeal in 
the patented kicker-toe*. You'll get ready 
acceptance when you show this sole and heel. 
National advertising has helped pave the 
way. So has the satisfaction enjoyed in mil- 
lions of pairs by Boy Scouts in United States 
and Canada. 


GRO-CORD RUBBER CO., LIMA, OHIO 


¢ EASIER TO SELL WITH 


eer Sg 


age 








valuable franchise 
for a few 
alert dealers! 


There's a market for LOTUS English footwear 
everywhere. Our files bulge with unsolicited 
letters from Dubuque, Texarkana, Santa Bar- 
bara, Minnecpolis and hundreds of other big 
and little cities . . . from such remote countries 
as Venezuela, China, Algeria and Alaska. All 
praise the style, comfort and durability of world 
farnous LOTUS shoes . . . and all inquire for 
the nearest LOTUS dealer. 

This interest offers an opportunity . . . there 
ore LOTUS franchises available in some cities. 
Inquiries are invited. 

Advertising for the world famous LOTUS 
Veldtschoen waterproof shoe regularly appears 
in such publications as Esquire, the New Yorker, 
Town & Country and the Journal of the Ameri- 
can Medical Association. Expanded advertis- 
ing for 1948 will increase the value of the 


LOTUS franchise. 


Write, wire or phone for franchise information. 


LOTUS SHOES, INC. 


621 Sixth Avenue 
New York I!, N. Y. 














LOTUS VELDTSCHOEN 
Guaranteed Waterproof 








Leather Tanner Uses Bomber for Business 


- 


wate 
Albert Trostel & Sons Company of Milwaukee recently purchased as wor sur- 
plus a B-25 North American medium bomber. Albert Trastel, Jr., and other com- 
pany executives use it for business trips. Mr. Trostel flew to California recently 
and was back in Milwaukee within two days. 
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Tanners to Display 
Fall Leathers 


[CONTINUED FROM PAGE 93] 


Malis Leather Company 

Harry Mann Leather Company, Inc. 
Marcus, Forscher & Company 
McNeely & Price Company 
Monarch Leather Company 

Murray Leather Company 


R. Neumann & Company 
Northwestern Leather Company 


The Ohio Leather Company 


Paris Tanning Company 
Pfister & Vogel Tanning Co. 


Fred Rueping Leather Company 


Seton Leather Company 

Sigma Leather Manufacturing Corporation 
S. W. Simon Leather Company, Inc. 
Surpass Leather Company 


Tan-Art Company, Inc. 
Albert Trostel & Sons Company 


R. J. Widen Company 
Winslow Bros. & Smith Company 


Richard Young Company 


Ziegel, Eismon & Company 


Company Formed to Do 
Export-Import Business 


PHILADELPHIA — L. J. Loper, who 
started in the leather industry in 1917 
and has built up a wide acquaintance- 
ship in the trade, has organized his 
own company, the Inter-Trading Co., 
Inc., and plans to do an export-import 
business dealing in goatskins, leather 
and tanning materials. 

Mr. Loper received his early business 
training under Laird H. Simons, Sr., 
who headed the William Amer Com- 
pany of this city. He later became vice 
president and, from 1928 to 1932, was 
the company’s European export mana- 
ger. More recently he has been buyer 
of raw stock and factory supplies for 
Dungan Hood & Company. 


*witltl NOT Tire 
THE FEET ~ 


Tingley-Reliance 
Ad Page 169. 
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ros alike that a child’s shoe is not necessarily better because it is hig 

in price. The policy of charging “what the traffic will bear” has no coniinidlag) 
place in juvenile shoe selling, which must be a service, as well as ameans of 
livelihood. ” 


FLEET-AIR retailers are earning an enviable reputation for selling.| 
at a fair price. They are able to do so because FLEET-AIR is deliveris ng u 
lenged value at prices that permit them to hold the line. yet their, 
essential mark-ap. Concentration on FLEET-AIR for all their juvenile needs, 
and FLEET-AIR’S In-Stock department adds to the efficiency of their opera- 
tion. That is why so many retailers are turning to this branded line, FLEET-AIR 
NORMAL ARCH SHOES, Fine Goodyear Welts by Eby of Ephrata: ~~ 












ox 


Ubaiucrsal FORM Sor. 


77 SUMMER St., Boston, Mass. 








Manufacturing and Markets 


[CONTINUED FROM PAGE 130] 


In all sections of the industry there is much concern 
about maintaining orders at a pace comparable to last 
year’s. Producers speak of reports from their salesmen 
that they find it necessary to do a better selling job to get 
orders this year to date, than last. Moreover, these pro- 
ducers report that their salesmen are finding much more 
evidence this year of representatives of competing houses 
making an effort to get business away from them. 

Despite the near-capacity production for the market, a 
number of firms have at various times in recent weeks been 
operating their cutting rooms on a part-time basis. With- 
out question, sources close to the industry report, a num- 
ber of houses need new business. 

Meanwhile, manufacturers are continuing to use caution 
in their purchase of leathers, in hope that the market may 


move lower. 
New York 


WHILE shoe manufacturers in Greater New York are rea- 
sonably busy and well along with their Spring runs, some 
factories report being slowed down in at least a part of 
their production by inability to get new lasts over which 
to make shoes with closed toes and heels. 

Sales managers report an increase in the demand for flats 
of many types and are beginning to receive orders, fur- 
thermore, for shoes with medium heels which have not been 
in the high style picture for many seasons. White leather 
has been added to the colors being cut in many factories. 


There have been more buyers in the market recently 
than for some time and manufacturers have been encour- 
aged by the size and number of orders placed. The period 
of shopping around, they feel, apparently is coming to 
an end. 


Beifus Named Buyer 


New York—William E: Beifus has been appointed buyer 
of women’s style shoes and play shoes for Karl’s Shoe 
Stores, Ltd., West Coast chain. He starts his new duties 
March 1. 


For the past 4% years Mr. Beifus has been buyer of 
women’s shoes for Lit Bros., Philadelphia. Prior to that he 
was buyer and merchandise manager of Blauner’s, Phila- 
delphia, for 14 years. 


Shoes in the News 


[CONTINUED FROM PAGE 140] 


costumes. Because of their comfort and style, women find 


“Happy-Toes,” adjustable to 
fit the foot by adjusting the 
lacing, come in soft colors. 
Made in suede and smooth 
leathers, in babies’, misses’ 
and women’s sizes. Shaffer 
Manufacturing Company. 





them especially adaptable to many types of leisure hour 
clothes such as slacks, shorts, casual cottons. 
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Here’s a neighbor of yours—a good neighbor to do 
business with. Check the mid-west location of this house 
that manufactures a complete line of really finest quality 
rubber and canvas footwear. The big LaCrosse plant 
(it’s near America’s population amd geographic centers) 
can and does give faster service and closer contact. With 
the new styling and the famous quality, it’s small wonder 
that LaCrosse service — along with the LaCrosse profit 
policy — has put this brand way up in popularity. 
(Dealers outside the scope of overnight fast freight 
from LaCrosse receive immediate service from jobbers.) 


ow" LACROSSE RUBBER MILLS COMPANY 
tACROSSE . wisconsin 


Ee (Guiyfma 


WihOs, 
9 
“4 anya? 
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available in brown kidskin. fo 

Chandler’s, a women’s clothing store pt 
on Tremont Street, has been featuring ul 
navy blue calf leather in a closed-back, 
open-toe pump and a cut-out vamp 

























ankle strap of the same material and - 
Citar Bowne | color. ne 
= * * 
Fo & 
sa 
there's a beautiful pair of : oe _ ‘ 
Flex-Step Shoes fashioned PUAS A AS pe 
from the very essence of 2 7 + 
Spring. Feature the full 1) Bj 
line for a busy, hoppy ad “a 
Easter. They‘re nationally 
advertised, smartly styled 
ond popular-priced. MINNESOTA STORES m: 
Pattern shown ... PROMOTE CLOSED TYPES ba 
Sali nes cond Minneapolis. 
(LEARANCE sales are still contin- St 
KRISCHER uing as merchants try to get rid of w 
ROGERS & broken sizes and discontinued lines. cal 
Napier’s had its traditional self-service an 
FISCHER shoe sale of quality footwear at a en: 
| single $10 price for this purpose. | 
20 N. Fourth St., Due to exceptionally cold weather, is 
Phila. 6, Pa. Ihe Spring sales have been slow, most ~ 
iamitstien Geos | stores report, although window dis- ~ 
snbibiniattttins | plays of new season’s styles are draw- 
| ing interest. Platforms continue to be = 
good because women feel that the 
longer skirts require height for grace- ean 
ful wear, although exaggerated plat- pue 
sly 
lec 
ee blu 
FOR SWEET PROFITS—PUSH be 
sea 
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Dr Scholls | - 
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° . . ” me 
“First Aid Arch Cushions 

N 

The ideal insole 

for relieving mild 

cases of Meta- 
| | tarsal Arch weak- d 

ness—callouses, 

tenderness, burn- 

| | ing sensations at 
| | ball of the foot. smug 
Made of fine grain car 

leather, gray color, 
“alta ee cacaanial with a sponge rub- mes 
ber cushion to ele- bec 
Review of the — suede and in smooth green por tow peomereen pict 
Retail Trade —e cork lift for a mild P 
Platinum is featured also in the Inner Longitudi- be | 
[CONTINUED FROM PAGE 128] Arlace store on Tremont Street at po be ~~ Sun 
Street. A wide range of pumps and $12.95. visibly, becomes ar 
sling-backs with both latticed and While new styles are being shown —_ oa Men’s reds 
cut-out vamps is displayed in green at the exclusive Newbury Street store ace we aan alw 
suede and green smooth leather, in of Joseph Antell, his Boylston Street narrow. Retail, hea 
smooth navy blue, in a rosy tan, plati- | store has been conducting a store-wide pang) -y~* ——_ P 

; : le $6. ozen. 
= patent and black. ‘eu : _ of rg _— at wet a Write for catalog today! It is “ae a 
most equally as varied is the line- rom $3.95 to $5.95 for shoes formerly with ideas on how to make Foot a 
up of early Spring styles in the Guild priced at $10.50 to $18.50. These in- Relief pay you big dividends. er 

House, where novelty patterns of four § clude moccasin loafers in brown and 

or five different types are offered in red, black smooth and suede sling- THE SCHOLL MFG. CO., Inc. Sho 
blue, both smooth and suede, in grey | backs and pumps and similar models 213 W. Schiller St., Chicago * 62 W. 14 St., New York nest 
Febr 
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forms are losing favor. The platform 
pump in new design variations is pop- 
ular. 


° 

Closed shoes, both heel and toe, 
with a tailored look are getting good 
promotion. A Spring color which is 
well liked is cocoa. John W. Thomas 
& Co. featured this in an ankle strap 
sandal with matching handbag. An- 
other ensemble of shoes and handbag 
creating much interest at Roy H. 
Bjorkman was done in alligator liz- 
ard offered in a variety of colors, rust 
brown, green or red. 


Low heels continue to be high in de- 
mand. The broad vamp strap, cross- 
band toe and moccasin types. 


* * #*# 


St. Paul. 
WITH the annual Winter Carnival 


came a demand for warm footwear 
and comfortable walking shoes, quick- 
ening sales in many stores. 


Schuneman’s, Inc. offered a selec- 
tion of alligator grain casuals in 
bright shades. Color was also featured 
in this store in high-heeled platform 
pumps in smooth calf. 


Macey’s played up bracelet strap 
sandals in black or brown leather for 
early Spring with good results. High 
style houses were showing good se- 
lection in white suede and in tan and 
blue calf for Winter resort wear to 
be worn in this section later in the 
season. 


The covered-up opera pump, walled 





toe pump and the closed d’Orsay | 


pump are finding favor to comple- 
ment the new garment styles. 


Many merchants report ordering in 


tec ge 


smaller lots but more frequently for 
careful stock centrol. This does not 
mean lowered inventories, however, 
because the many colors in the style 
picture require large variety in stock. 


Pastels and multicolors promise to 
be high in sales for late Spring and 
Summer with inquiries frequent at 
present. These added to the popular 
reds, greens, coceas, together with the 
always popular black and brown mean 
heavier stocks to supply all demands. 


Advertisement continues high for 
promotion is now necessary to keep 
stocks moving. Accent is on styles to 
conform with the new dress fashions. 
Shoes which give the effect of dainti- 
ness are high in favor. 
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BUD: Genuine Black Kid 
oxford, steel arch support, 
half rubber heel and Oak- 


bend sole. 
Width Sizes 
0-1 7 to 12 
1-2 7 to 12 
2-3 éto 12 
3-4 Sto 12 
45 Sto I2 
6-7 Sto 12 
only in Brown 
Kid. 
AL: Genuine Black Kid 
oxford, steel arch support, 
half rubber hes! and Oak- 
bend sole. 
Width 
o-1 
L 2-3 
45 
6-7 
aae 
D 0) 
D 
O = 


aliollollalo 
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Wore Selling Stock 
Leas Stock Tuvestment 


A more adequate selling stock with less stock invest- 
ment . . . a more convenient and reliable program 
to bring “fill-in” shipments more promptly . . . shoe 
values that meet and beat the toughest kind of com- 
petition . . . that's what TRADE BUILDERS now 
deliver to more than 6,000 merchants. Let us, or 
your nearest TRADE BUILDER distributor, tell you 
more about it. 














































Combination for That Extra Sale 


[CONTINUED FROM PAGE 66] 


smarter, different-looking shoes. Retailers should keep 
this fact in mind constantly. 

Here’s one possible solution to the problem and a 
suggestion which might help to draw the anticipated 
Spring buying freeze. Promote vigorously a selected 
group of heavy, reversed leather patterns for Spring 
and early Summer wear. A taste for reversed leather is 
pretty much like a taste for olives—once a man has 
given it a trial, he usually likes it. He likes the soft- 
ness of reversed leather, softness of both its texture 
and color. Unconsciously he likes the different look 
reversed leather shoes give to his feet. Many men have 
never worn them because of this different look. Some 
men resent them because they have been promoted as 
suedes, which term has an unmasculine sound. 

Reversed leather is, in fact, a masculine leather, and 
in the rugged types to which it is best suited it makes 
a truly masculine shoe. But reversed leather shoes must 
have more than masculinity to recommend them for 
promotion today. Here’s a very important point to re- 
member in the current situation: They have the ap- 
pearance of real value and look like “the goods.” They 
offer the designer, too, more possibilities for dramatic 
effects than similar weights and grades of smooth and 


grained leathers permit him. 

Promoted as rough and tough shoes, they will satisfy 
the man who is looking for wear; and wear they will, 
too. But in their long wear they will not spoil the sale 
of another pair of street shoes. 

Here are the reasons why: In the first place, reversed 
leather shoes require care, lots of care. To keep their 
appearance up to her, they must be treed and brushed 
at least weekly. When a shoe requires such special care 
it is less likely to be worn on wet days or for general 
every-day all-purpose wear. 

It is equally true that reversed leather shoes are more 
at home in the country, particularly in sturdy types. 
And, even if bought with the primary thought that they 
will be worn as an all-purpose shoe, very few men will 
actually so consider them after having seen them in 
their natural habitat. 

Thus, reversed leather shoes, in any of their bolder. 
more solid adaptations, can very well mean the “extra 
pair” you've been dreaming about for Spring. At any 
rate, they can take the place of the extremely heavy 
leather soled blucher and ghillie types which are current 
favorites and which, whether we realize it or not, are 
spoiling not making sales. 
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Miller adjustable pock flat tree 


Plant this TREE in the | 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 
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"Here's Our New EXTRA Sales Point, Harry... 


ENGLAND-WALTON 
FIBRE-SORTED SOLES!” 


The factory superintendent is right! Soles that are 
correctly matched for more even flexibility and 
wear mean customer-satisfaction that boosts retail sales 
and comes back to the manufacturer in the form of 
steady repeat orders. 


A sure way to start this profitable chain-reaction 
is with England-Walton soles. That's because 
they're FIBRE-SORTED — expertly mated for texture 
and wearing qualities . . . These photomicrographs 
tell the story: o 





—_— 





Here are three cross-sections of sole leather, seen under 


England-Wallon 
FIBRE-SORTED 
SOLES 


Cut soles and sole leather 
Pure oak bark tanned 


the microscope. Note that A and B are very similar in 
fibre-structure, but that C differs greatly from the other two. 
So, while A and B would make a well-mated pair of soles, 
AandC or BandC would be mismated. C should be matched 
to its own type of structure. 

That's where England-Walton’s trained craftsmen enter 
the picture. Through long years of experience they have 


developed the ability t ize at a glance just what soles 
veloped the ability to recognize at a glance just what so England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


belong together for longer, more even wear. In fact, fibre- 
structure is such a familiar story to these experts that they 
can tell you instantly just what part of the hide a sole came 
from. 

That's England-Walton FIBRE-SORTING! And that's why 
England-Walton quality soles mean more satisfaction — more 


value — to all who wear, sell or manufacture shoes! 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Sharp Drop in Calfskin Raw Stock Prices 





Authorities Point Out, However, That Leather Prices Are Still Higher 
Than Those Used by Manufacturers in Figuring Shoe Costs 


CHicAGO—The raw stock market on 
calfskins has registered substantial de- 
clines recently. Collector trimmed skins 
have dropped anywhere from $1.85 to 
$3.25, packer trimmed skins about $1.00, 
and all weight calfskins (Milwaukee 
take-off) 15 cents. 

What calf leather prices will be is 
hard to say, but already some tanners 
are reported to have marked calf léather 
prices down as much as 10 cents on some 
selections, and there are hints that an- 
other downward revision could be on the 
way. 

Reports received by BooT AND SHOE 
RECORDER also tell of a softening of kip 
leather side prices. One large tanner 
said prices were about 2 cents per foot 
softer than they were in late January. 
In at least one instance, the market was 
even lower. In any event, there is a 
definite tendency toward an easier kip 
side leather market. 

Based on the latest quotations, full 
grain dress elk (kip) sells from about 
65 to 78 cents and corrected dress elk 
(kip) from 54 to 68 cents. Full grain 
dress elk (extremes) bring from 60 to 
71 cents, and corrected dress elk (ex- 
tremes) sells within a range of 49 to 
57 cents. Large sides are currently 
quoted from 48 to 56 cents. Vegetable 
full grain and full grain chrome both 
move at about identical figures, some- 
where in the neighborhood of 77 to 83 
cents for desired selections. While kip 
side leather has come down in price, the 
figures on side leather extremes holds 
comparatively firm. : 

In addition to the drop in calfskin 
quotations, there was a marked decrease 
in the sole leather market on February 
5. Heavy sole bends were quoted at 78 
cents or even a cent or two less; medium 


bends at 80 to 81 cents; and light bends 
at 88 to 90 cents—all representing a two 
to three-cent reduction. Cut sole prices 
were one cent lower on women’s weights, 
ranging from 54 cents for a six-iron 
No. 1 scratch to 60 cents for an eight- 
iron fine. Finders’ bends were also re- 
duced two cents across the board for all 
grades. 


Says Decrease Not Yet Enough 


New York—Informed sources here, 
in discussing the recent price drop in 
raw calfskins, made the point that the 
decrease has a lot farther to go before 
reaching the level at which leather is 
currently being figured in shoe costs. 
The inference was that the downward 
trend apparent in Chicago during the 
week ended February 2 could not pos- 
sibly be reflected in lower shoe prices 
until a much lower level had been reach- 
ed by the raw skins from which leather 
is made. 

It was noted as encouraging, however, 
that the hide futures market, on Feb- 
ruary 2 and 3, dropped a total of two 
and one-half cents per pound and it was 
explained that this was due to sharply 
curtailed purchases on the part of tan- 
ners, many of whom have temporarily 
withdrawn from the market and who 
may be expected to continue that policy 
if possible until hide prices have reached 
a level more consistent with their ideas 
of its value. 

“The decrease in the price of calfskins 
so far evident,” said one authority, “will 
have to be multiplied by about three be- 
fore it reaches a point at which calf 
leather can be sold for a price equalling 
that at which the shoe manufacturer is 
figuring it into his shoes today. It be- 

[TURN TO PAGE 164, PLEASE] 





The following is a comparison of the price changes over the period of a week ended 


February 2: 
Packer Trimmed 
Former Price Present Price Decrease 
Sn” i teen oaks we $11.25 $10.25 $1.00 
ee  Welbsveaseéace 11.75 10.75 1.00 
Collector Trimmed 
Former Price Present Price Decrease 
es I «hn rite asad Uec cde oc ebbaee $ 5.35 $3.50 $1.85 
Se. ED av.e'04 6ss cbBCSe Ronee ci 6.55 4.50 2.05 
tS i a iat lee me eed lew, 5 7.85 5.50 2.35 
i. 265 .5bheeuthentin’ ashen ees 9.60 6.50 3.10 
9-12 pounds Wo ve vb OCU EOE COSSe es oe 11.00 7.75 3.25 
Gee eee GERD. cnccccecccsssees ses 11.25 8.50 2.75 
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Arthur Gale Secretary 
Of St Louis Association 


St. Louis, Mo.—The appointment of 
Arthur H. Gale as secretary of the 
St. Louis Shoe Manufacturers Associa- 
tion was announced recently by James 
S. Legg, president. 

Mr. Gale, who assumed his duties 
February 2, comes to the St. Louis 
organization from the staff of Creative 
Footwear, where he has been Western 
Manager for the past year. Prior to 
that he directed customer relations for 
a large shoe manufacturer in St. Louis. 





ARTHUR H. GALE 


A graduate of Kemper Military 
Academy, Boonville, Missouri, Mr. Gale 
was born in St. Louis, and now resides 
there with his wife and 15-year old 
son. He is 45 years old. 

As secretary, he will direct the exe- 
cution of the St. Louis Association’s 
expanding program and is expected to 
explore, with the 32 member firms, a 
number of additional fields of common 
interest. 


Army Opens Display Room 

New York—A new Sample Display 
Room was opened here recently at the 
New York Quartermaster Purchasing 
Office, 111 East 16th Street, as part of 
an accelerated industrial mobilization 
program of the Quartermaster Purchas- 
ing Division. 

The exhibit, the first of its kind, has 
been planned and arranged to supply 
the latest information available on 
items for current procurement. 

Among those representatives attend- 
ing the opening were L. B. Sheppard, 
of the National Shoe Manufacturers As- 
sociation, and Harold Connett of the 
Tanners Council of America. 
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~~ e The general agreement was that “the 
Canadians Urged to Improve Quality real danger lies in the early fifties, after 
exhaustion of piled-up demand. Infla- 
$$$ $_$___—_— tion and ‘shift-to-profits,’ threaten more 
Members of Shoe Manufacturers’ Association Also Advised at Annual rare. Eh cong - a 
Convention to Strive for Increased Production in Order to postponement of investment.” 
Keep Unit Costs As Low As Possible Perhaps the most important piece of 
advice to shoe manufacturers in rela- 
MONTREAL, CAN.—The surest guar- all that the traffic will bear.’ It can tion to establishing costs was given by 
antee Canadian shoe manufacturers only boomerang, curtailing consumer [TURN TO PAGE 171, PLEASE] 
have against future emergencies is to demand and thus eventually affect pro- 
strive continually to improve the quality duction. Our key principle, on the con- 
of their product, insisting on fine work- trary, is to maintain high production in 
manship and finish, J. A. Boivin, retir- order to keep down cost per unit.” Dates to Remember 
ing president, told The Shoe Manufac- On the first day of the convention two Allied Shoe Products Exhibit for Fall, 
turers’ Association of Canada at its forums were conducted, one of which Belmont-Plaza Hotel, New York City. 
recent three-day annual meeting in the had for its theme, “Trends of Today,” February 29, March |, 2, 3, 1948 
Mount Royal Hotel, Montreal. Mr. and the other, “Costs vs. Estimates.” Shoe Show, Shoe Travelers Association 
Boivin, who spoke on the second day of At the first, it was brought out that of Chicago, Morrison Hotel, Chicago, 
the convention, is vice-president and adoption of the Marshall Plan would mn. ‘ March 1, 2, 3, 1948 
general manager of Alfred Lambert, undoubtedly help increase the supply of — Shoutag of Amertosn Leathers . 
yee r Fall Tanners’ Council of Amer- = 
Inc., Montreal. dollars to Great Britain and other coun- ica, Waldorf-Astoria Hotel. New York a 
He pointed out that Canadian shoe tries. While discussions tended to show City. March 2, 3, 1948 = 
manufacturers have not only been able that the devaluation of the franc con- Michigan Monthly Shoe Show, Michigan R 
to supply the home market, but have stituted a threat to world monetary sta- Shoe Travelers Club, Hote! Statler, 
also been exporting. “During the first bility, nevertheless Dominion shoe Detroit, Mich. March 7, 8, 9, 1948 
nine months of 1947,” he said, “Can- manufacturers were not greatly dis- New England Shoe Market Week, New 
adian shoe manufacturers exported turbed over the possibility that import England Shoe & Leather Association, 
2,036,815 pairs of shoes. In October of French shoes at lower prices might Statler and Copley Plaza Hotels, and 
alone, they sold 125,594 pairs of shoes be dangerously competitive. The con- Parker House, Boston, Mass. 
to the United States, largely in the sensus was that France has not been Pork April 5, 6, 7, 8, 1948 
women’s field. outstanding in footwear exports up till 7 = a Shoe Show, Boston Shoo 
‘ , ae 4 ravelers' Association, Parker House 
In discussing the future, Mr. Boivin now, and undoubtedly her own subjects Boston, Mass April 5, 6, 7, 8, 9, 1948 
noted that the leather situation is still are in need of the greater share of the sho Manufacturer's Fall Opening, The 
confused and advised caution. “No shoes that France will produce in the — Hotel New Yorker, New York City. 
one,” he said, “has a crystal ball with immediate future, at least. April 10, 11, 12, 13, 14, 15, 1948 
which to predict hide quotations for Inflation is still a dominant problem, Shoe Show, Tri-State Shoe Travelers, 
1948. “This is the time,” Mr. Boivin the first forum revealed. The following Hotel Statler, Buffalo, N. Y. 
pointed out, “to concentrate on our shoe- were the general conclusions of the April 11, 12, 1948 
making. Shoes will always be needed. forum on “Trends of Today.” Advance Fall Openings, Guild of Better 
They are an essential article. They are “We may escape primary postwar de- Shoe Manufacturers, in Members’ 
our surest guarantee against future pression altogether, and if we have one Showrooms, New be re April 19, 1948 
emergencies.”’ Leather still accounts for it is likely to be mild, unless business Notional Shoe Fair Poe a oe tien. 
approximately 45 per cent of the cost men themselves become panicky. Gov- ens Hotels, Chicago, il. 
of making a shoe, the speaker declared. ernment is prepared to meet a mild de- _ April 26, 27, 28, 29, 1948 
“Our policy has never been to ‘take pression. Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 
TA Offi d Di Ind ‘Nena 
Semi-Annual Shoe Show, Northwestern 
WCS 1cers an Irectors n ucted National Shoe Travelers Association, 
St. Paul Hotel, St. Paul, Minn. | 
May |, 2, 3, 4, 1948 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, ¢ 
Oklahoma City, Okla. May 2, 3, 4, 1948 
Fall Shoe Show, Southeastern Shoe Trav- 
elers, Hotel Sheraton, Augusta, Ga. a 
May 2, 3, 4, 5, 1948 
Fall Shoe Show, Pennsylvania Shoe Trav- c 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. May 8, 9, 10, II, 1948 
Fall Shoe Show, Southwestern Shoe Trav- r 
elers Association, Adolphus and Bake 
Hotels, Dallas, Texas. 
May 10, 11, 12, 13, 1948 T 
Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers Club, Hotels Cc 
Pantlind and Morton, Detroit, Mich. 
Los Angeles, Cal.—At the annual dinner of the West Coast Shoe Travelers , May 16, 17, 18, 19, 1948 
Associates, held recently here, officers and directors of the organization were Second International Store Moderniza- 
elected and inducted for the year 1948. tion Show, Grand Central Palace, 
Rear row, left to right, are West Coast Shoe Travelers Associates Directors: New York City July 6, 7, 8, 9, 10, 1948 
Jack Tate, R. H. “Bob” Peek, Sid Minster, Frank Foster, Jack Evans, Emil Goldman,  SPting Shoe Show, Midwestern National Tl 
Carl Winneguth, Marshall Bee, L. E. “Jack Newcomb, Hervey Conn, Harry R. Shoe Travelers Association, Paxton 
Terhune, and Harry J. Evans. Front row, seated left to right: Dave Klinesmith, Hotel, Omaha, Nebraska. 
secretary-treasurer; Walter J. Galvin, first vice-president; James R. Thompson, November 14, 15, 16, 1948 
president; John W. May, Jr., second vice-president; Tom Malley. 
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wae ingenuity can now go to the fullest extent . . 





shoes once considered impracticable become easy to fit 
and easier to merchandise. “New looks” based on new 
adjustments, take on new usefulness. Shoes fitted with 
retain the “new look” and stay fitted. 


This is an era of new ... really new .. . sty 


and SHUGOR is your right-hand assistant, 


THOMAS TAYLOR & SONS, incorporated 
Hudson, Mass. 
Copyright 1947, Thomes Toylor & Sons inc. 
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#59 Black One-Piece Mocs. ne, 
retan, waterproof. Men's 6-12 ..... $3.35 
 # SE eee $3.25 

#742 Littleway Dark Brown Smooth 
vopers. — arch sole. Men's 6-12 $2.00 
SN Ul sohastsievedhiecs $1.90 

2704 wR Littleway White ‘Elk 
Uppers. White soles. 49 ........ 


HIGH QUALITY 








3£2400 Black Split High Shoe. Good- 
yeor sewn, 18 iron, rubber sole. 6-1! $3.00 
##3900 Biack Elk High Shoe. Good- 
year welt, double cord sole. 6-1 . $5.00 
#3400 Same as #3900 in oxford. &I!. $4.50 
#3000 Boys’ Brown Elk Moc Style. 
Goodyear welt, leather lined, Gro- 
Cord sole and heel. I-6............ $3.65 





WORK SHOES—— 











———= WOMEN’S SHOES! 


EXCELLENT FOR STAPLE STYLES 


#8100 Nurses’ White Elk Oxford. 
Goodyear welt, fancy perforated 
vamp and quarter, military heel, 
Fiex-So white sole. Excellent for the 


Ba eS Ty Oe $3.85 
eon ae Elk Loafer with buckle. 
= heel, leather sole. B width. 
RW 2 A EE $3.85 
gum Brown Calf Step In. Goodyear 
welt, M width. 49. A regular $4.00 
value to close out for 
#8023 Black a + In. Godyear 
welt, M width. $3 


J WALK RIGHT SHOES —_ 
‘ween FOR JUNIORS _ 


$9.25 


leather sole. 8/.-3 
#17 17 white T Strap, 
per pair 


aie" Ton Plain “Tes 


ote vue, Dey = 04 
sole. 


11 worst Tipped © Or 


on Brown Moccasin Toe Oxford. 
Red wubber sole. 009...........-.. $2.00 


| INFANT’S = 


8-40! Chubby Wide Ankle Moc Shoe. 
White washable elk. Hard lea. sole. 








DD. inpbdnesedpnecesedeqdaeentedaces $2.00 
#614 White Elk. Hard sole. |-4...... $1.85 
#8000 Hand-Lasted Genuine Moc. Top 

Serer ees $1.90 
#205 White Elk Moc. 2-5............. $2.00 
D-500 White Boot. 3-8................ $2.10 
D-50! Brown Boot. 3-8................. $2.10 


Ya 
6-40! Brown Piain ‘Toe High Shoe. 
Panolene sole. 8'/2-! 
6-604 White Plain Tee High Shoe. 
Te SS ee ‘eum 


Se . scititesiduwpenebacksamedad " $1.50 
ou. All Smooth High Leather Zipper 
Bootee. Hard flexible lea. soles. 
Brown, blue, red. 5-3............... $1.99 


sole, kid tip. Blue, wine............ $1.35 
#230 Dark Brown Suede. Al! leather. 
Boys’ 1-6 $1.10; Men's 6I2.......... $1.20 


411 Essex St. Salem, Mass. 


Met ne SPECIALS 
#1070 Women's Felt Everett. Lea 











SSPIEGEL'S VALUES | 


CAMP MOCCASINS ===> 














Next NESLA Show 
To Open April 5 

Boston, Mass.—Daniel J. Danahy, 
recently re-elected president of the New 
England Shoe and Leather Association, 
has announced that the next New Eng- 
land Shoe Market Week, “the first 
showing of new Fall shoes in the in- 
dustry,” will be held here April 5 to 
8 and that arrangements for this show 
are now being made by an active com- 
mittee under the chairmanship of 
Myer Saxe. 

“The showing,” said Mr. Danahy re- 
cently, “will include many hundreds 
of shoe manufacturers, wholesalers and 
companies producing shoe machinery, 
fabrics, rubber, plastics and other shoe 
supplies with sample rooms at the 
Hotel Statler, Copley Plaza Hotel and 
the Parker House. While New England 
Shoe Market Week has developed into 
Boston’s largest commercial convention, 
adequate accommodations are assured 
all exhibitors and visiting buyers.” 

The committee on arrangements, in 
addition to Chairman Saxe, is composed 
of Robert H. Adams, Stuart H. Arm- 
strong, A. W. Berkowitz, Murray Bern- 
stein, A. S. Burg, Mercer E. Curtis, 
William Doyle, George A. Dempsey, 
Kolman Fleisher, Edward Goldman, 
Robert Goldstein, Harold Gould, C. 
Henry Jacobs, Saul L. Katz, Paul 
Kieven, Joseph Koss, N. P. Liberty, 
N. P. Lyons, E. J. McCarthy, James 
J. Molloy, Arthur Rubin, Joseph Rubin, 
Jack Sandler, Simon Shain, Frank S. 
Shapiro, S. L. Slosberg, William Solar, 
H. C. Stillman, Benjamin Stone, Ben 
Weiner. Manager of the show, as in 
past years, will be Maxwell Field, 
NESLA executive vice-president. 


See Baby Louis Heel 


Sweeping Teen-Age Market 


St. Louis, Mo.—St. Louis junior-shoe 
stylists see a rising importance for the 
Baby Louis heel in junior fashions. 

This opinion was confirmed recently 
in a statement by the St. Louis Shoe 
Manufacturers’ Association president, 
James S. Legg, who said, “the 14/8 
heel, modeled after the higher Louis 
answers the needs of those wearers of 
junior modes who have been brought 
up in an age of flats and are not yet 
ready for the high pitch or the 21/8 
and higher heel.” 

The Baby Louis, stylists point out, 
is cut with the same graceful curve of 
its elder, and modeled with the same 
slenderness, making it a logical short- 
cut to the sophisticated grace required 
for the junior “New Look.” Spring 
sales figures for both the Baby Louis 
and the higher Louis as well as con- 
sumer reports, stylists here say, indi- 
cate a sweep for the “low heel shoe 
with a high heel grace.” 

“All of this is simply an attempt to 
give our young customers the look of 


the new “fashions, without sacrificing 
the comfort and freedom that today’s 
teen-ager demands,” one stylist ex- 
pale 


Wohl Takes Over 
Basement Shoe Operation 


St. Louis, Mo.—The operation of the 
basement women’s and children’s shoe 
departments in Mabley and Carew, Cin- 
cinnati, was taken over by Wohl Shoe 
Company recently. 

The basement shoe department has 
been redecorated and refurnished. It 
comprises eighty-five chairs. 

John Katz who managed the pre- 
vious basement department in Mabley 
and Carew is being retained by Wohl 
Shoe Company as manager of their op- 
eration. 


Leases Building 
To Expand Store 


LINCOLN, NEB.—Weiss & Neuman 
Shoe Company, which operates the 
Barker’s Shoe stores, has secured a 17- 
year lease on the property at 1107 “O” 
St., which it now occupies, and at 112 
South Eleventh St., now voccupied by 
a loan company, with provisions for re- 
modeling and considerable expansion of 
the existing shoe store. 





70% 


OF YOUR CUSTOMERS HAVE 


ATHLETES FOOT 





| Take advantage of these golden op- 
portunities for extra profits at the fit- 
ting stool, by suggesting to every cus- 
tomer afflicted with common and 
dangerous Athlete’s Foot. 


D‘ Scholls 


SOLVEX 


This wonderfully effective preparation 
relieves intensive itching; kills fungi 
it contacts; helps prevent infection. 
| Available in Liquid, Ointment and 

Powder form. Retail, 60¢; wholesale, 
| $4.80 dozen. Send for complete catalog. 


THE SCHOLL MFG. CO., Inc. 
213 West Schiller St., Chicage 10, I. 
62 West 14th St., New York 11, N. ¥. 
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LONDON and BIRMINGHAM 


BRITISH INDUSTRIES FAIR 





ON May 3rd 1948, when the British 
Industries Fair opens, buyers from all 
over the world will have an opportunity 
of inspecting the products of 3,000 United 
Kingdom manufacturers. 

This annual event is the world’s larg- 
est national trade Fair. Such is its size 
and importance that you are urged to 
come yourself. You are assured of per- 
sonal contact with actual manufacturers 


1948 


MAY 3-14 


or sole selling agents and you will find 
exhibits carefully grouped by trades so 
that comparisons may be made quickly. 
Above all you will see new achievements, 
new methods of manufacture and new 
ideas all executed with superb crafts- 
manship. 

This is your only opportunity in 1948 
to review within a few days the achieve- 
ments of 87 United Kingdom industries. 


_— 


~~ mee alhlUrhlC UCU CUCU ~~ TRA RS © 


For information and assistance you should apply to the nearest British Embassy, Legation or Consulate. 





ceaniaiedieania 
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Buffalo Retailers 
Elect Officers 


BuFFALo, N. Y.—The Greater Buffalo 
Retail Shoe Dealers Association held 
its annual dinner and installation of 
officers on Monday evening, January 
26th, the concluding day of the Tri- 
State Travelers’ Spring Show, at the 
Stage Door Restaurant, with some 200 
members and guests present. 

Master of Ceremonies was George 
W. Cooke, former president of the as- 
sociation and now chairman of the 
board of directors. Mr. Cooke acted, 
also, as installing officer for the newly 
elected officers and directors, who are: 
president, Michael Santercole; vice- 
president, Edwin Lauck; secretary, 
Oliver F. LaReau; treasurer, Benja- 
min Etkin. 

Besides Mr. Cooke, the board of di- 
rectors are, in Buffalo: Charles W. 
Reis, George L. Seifert, Joseph J. 
Kirchhoff, Herman Meyer, Fred Man- 
ning, Clarence Lanish, Sidney Wil- 
liams, Benjamin Thome and Robert 
Smith; in Western New York: Claude 
Kebbler, Lancaster; Frank Measer, 
Williamsville; Ray Emerling, Ham- 
burg; William Lattimer, Hamburg; 
Donald Kenney, Lockport; Francis A. 


White, Niagara Falls; Joseph Gure- 
witch, North Tonawanda; Adolph 
Jasinski, North Tonawanda; Allen 
Brown, Springville. 

After the installation Mr. Cooke 
introduced Willard Lewis, retiring 


president, who spoke briefly; and a tele- 
gram of congratulations was read from 
Fred Erion. 


New Twist on Circus Motif in 
Children’s Shoe Department 





Houston, Texas—Pert of the $2,500,- 
000 expansion program, now nearing 
completion in "The Fashion,” in Hous- 
ton, the children's shoe department on 
the sixth floor is both exciting to chil- 
dren and pleasant and comfortable for 
parents. The circus motif has been 
carried to a new conclusion by creating 
cages for the shoe models in place of 
the shadow box. The small white 
placard, seen on the bars in the photo, 
says: “Do not feed the animals.” 
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Sicorphor 


X-RAY 


SHOE FITTER 


Gives You 
a Choice of 
2 Handsome 
Models... 


ee eS 


\ 
\ 
\ 


Special Finishes Available 


Either model of the Simplex X-Ray 
Shoe Fitter can be finished to match 
any decorative scheme at slight extra 
cost. Ask your Simplex X-Ray Rep- 
resentative, or write .. . 


3533 NORTH PALMER STREET 





\ 


ye Bhish 
X-RAY’ 


SHOE FITTER Yc. 






The DE LUXE 


. is distinguished by 
certain special features 
and a costly, hand-rubbed, 
walnut finish ... repre- 
sents the finest in modern 
cabinet making. Smartly 
styled in smooth flowing 
lines, it is equally at home 
in ultra-modern or tradi- 
tional store interiors. 


The STANDARD 


. embodies all of the 
basic performance, operat- 
ing and safety features 
found in the DeLuxe. Sim- 
pler in line, more conser- 
vatively styled, and reg- 
ularly finished in walnut, 
it harmonizes beautifully 
with most store interiors. 





MILWAUKEE 1, WISCONSIN 











JUDGED Best of Class 


at every showing 











When the Winner is picked, it is always 
sponsored by the J. M. Connell Shoe Co. 
whether it’s English Riding Boots — strap- 
ped or side-gored jodhpurs—or “Sea 
Boots”—Connell Shoe products take the 
Blue Ribbon and medal for all honors. 


ALL styles available in brown and black. 








J. M. CONNELL'S Medalist Boors- 


J. M. Connell Shoe Co., South Braintree, Mass. 








Postur-Line Shoes, a shoe store which was started during crated from the ‘teen-age department by the curving wall 
the war and recently moved into a modern, remodeled at left, the department is a child's and parent's delight. 
location (see BOOT AND SHOE RECORDER, December 15, For the very young, fitting is done on the drum-chairs 
page 130) in Cedarhurst, Long Island, N. Y., has given its which rest on a stock-cabinet. Further fitting tests are 
children and ‘teen-age customers a high style setting made on the ramp at the rear. Note the play section, on 
where they can be waited upon and fitted. which shines a germicidal lamp, at the right rear. The 

The photograph on the left shows the striking facade, oe woe Se ee for childrea with emberressing 
—— Coahhenain tn Heo ange la the middie with Nathan Katz, who directs the Postur-Line operation, 

oor, No e attention-getting was for ten years the assistant buyer and head fitter ia 
displays in each of the windows. the children's shoe department of Macy's, in New York, 


On the right, the children's department is shown. Sep- and for three years buyer at Mandel Brothers, Chicago. 
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NSRA “Fashion and Footwear” 
Appears After Five Years 


New York—tThe eleventh edition of 
“Fashion and Footwear” for Spring 
and Summer 1948, recently issued by 
the National Shoe Retailers Associa- 
tion, is a noteworthy achievement even 
when compared with the finely executed 
previous editions of this book. After 
an interval of five years, this invalu- 
able and authoritative guide to costume 
color coordination, returns to the in- 
dustry with an even wider coverage 
and a keener perception of color and 
fashion values. 

To quote from the introduction by 
L. E. Langston, executive vice-presi- 
dent of the Association, “‘Fashion and 
Footwear’ is compiled in collaboration 
with the best known authorities on 
women’s fashions, representative shoe 
retailers, manufacturers and tanners. 
With this book the retail clerk will be 
able to offer intelligent suggestions and 
advice to his customers . .. not only 
about colors, but also about the types 
of leather, shoes and hosiery that co- 
ordinate with each type of costume. 
‘Fashion and Footwear’ is intended 
mainly for use by retail clerks.” And 
he adds emphatically, “It is of no par- 
ticular value on the Manager’s desk.” 

Divided into six sections, this book 
devotes four pages to Spring and Re- 
sort, four to Town and Country, four 
to Spring Tailored, four to Spring 
Town, one page to Spring Cocktail and 
two to Spring Evening. The dominant 
color theme of each page is stated at 
the top with three leather swatches for 
shoes and bags directly beneath. 

In addition to ready-to-wear fabrics 
and colors and shoe and bag leather 
surfaces and colors, each page includes 
a sketch illustrating some important 
new ready-to-wear style trend and 
swatches showing hat, glove, hosiery 
and make up colors carefully coordi- 
nated with costume, shoe and bag colors. 
Unusual discrimination and style judg- 
ment went into the selection of colors 
for all the coordination groups result- 
ing in combinations both pleasing and 
striking. 


Design Ski Boots 
For Olympic Team 


Boston, Mass.—Two ski boots, de- 
signed for members of the United 
States Olympic ski team by Max 
Mayer, head of the ski boot division 
of Sandler of Boston, were shown for 
the first time at the National Sporting 
Goods Association Convention in New 
York City, February 1 to 6, it was re- 
vealed here. Structural and design 
patents for the boots have been applied 
for by Sandler. 

One of the specially designed ski 
boots is for Downhill and Jumping, the 
other for Cross Country Racing. The 
skiing competition is held at St. Moritz, 
Switzerland. 


February 15, 1948 














“We were robbed last night. 
before. Yesterday we marked all shoes down 30%. 





















































Lucky it wasn't the night 





Children. 


138 WEST 25TH STREET 





Shoe retailers have never found it necessary to mark 
down "FULTON SANDALS"—America's Outstand- 
ing Line of Leather Sandals for Men, Women and 


FOOTWEAR DIVISION 
FULTON LEATHER GOODS CO. 





« NEW YORK, N. Y. 





Siudents Show Shoe Designs 





St. Lowis, Mo.—Selected by a com- 
mittee of leading St. Lowis shoe stylists, 
27 shoe designs by students in the 
school of shoe design at Washington 
University were presented at the canual 
Skinner Show, January 22, at the Hotel 
Chase, in St. Lowis. 

In the photo above, Gloria Wortman 
models a pair of classic opera pumps 
designed by Martha Glass, Washington 
University senior. 

Footwear shown at the exhibition 
was produced by member firms of the 
St. Lowis Manufacturers Association. 


Shoe Repair Man 
Purchases Shoe Shop 


HERINGTON, Kan. — The Just-Rite 
Shoe Shop, which has been operated by 
D. D. Richardson for the past twenty- 
one years, was purchased recently by 
Norman Dorrough, an experienced shoe 
repair man who has been employed in 
a shoe factory in Conway, Ark., the 
past four years. Mr. Dorrough is a 
brother of Gene Dorrough who has 
cperated the shup the past year for Mr. 
Richardson. 
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FEATURE AweWace 
= TOES = 





Sizes 8% to 12 
Sizes 12% to 3 





WASHINGTON, D. C.—Footwear out- 
put during November was 19 per cent 
less than October production and 7 per 
cent under November, 1946, according 
to the Bureau of the Census, Depart- 
ment of Commerce. The number of 
pairs manufactured totaled 38 million 
in November, 47 million in October, 
and 41 million in November, 1946. 

Shipments of 39 million pairs of 
shoes and slippers in November were 
valued at $142 million, an average 
price per pair shipped of $3.65. October 
shipments totaling 48 million pairs 
were valued at $174 million and No- 
vember, 1946, shipments of 42 million 
pairs were valued at $149 million. The 


Get your share of the profits that follow the pa- 
rade of little feet in “Twinkle Toes”! Feature the 
shoes that are Commended by Parents Magazine. 


Twinkle Toes in many different and popular styles 
for boys and girls—made of the finest leathers. 


MANUFACTURING WHOLESALERS OF SHOES AND SLIPPERS 


Corner of Church St. « New York «+ 122-124 Duane St. 
Established 1879 © Phones: WOrth 2-5425-5447 


November Shoe Output Off Seven Per Cent 











In Welts 


to retail about 


$6 


in the present month. Housewear slip- 
pers and athletic shoes showed, respec- 
tively, 18 per cent and 29 per cent 
production declines, in comparison with 
the October output. In comparison with 
November, 1946, housewear slipper 
production in the present month was 
down 13 per cent and athletic shoe out- 
put declined 11 per cent. 

Comparative producticn figures for 
November and October, 1947, and No- 
vember, 1946, and the per cent of 
change are shown in the following 
summary: 


THE BIGGEST LITTLE SHOES 
N Txt NATION 












Onniien Shoe a 
Sharply Down 


MONTREAL, CANADA.—Production of 
leather footwear in Canada showed a 
further decline in November, the 
month’s total amounting to 2,736,735 
pairs, a decrease of 23.3 per cent from 
November 1946, and a decline of 4.5 per 
cent from October, the Dominion Bu- 
reau of Statistics reports. During the 
eleven months ending November, 33,- 
025,672 pairs were produced, a decrease 
of 17.7 per cent from the 1946 output 
of 40,110,871 pairs. 


Percent of Change, 


November 1947 
Compared With 


Production 


average price per pair shipped in Oc- 
(thousand pairs) 


tober was $3.65 and in November, 1946, 
it was $3.53. 





Kind of Footwear but 


Nov. 1946 October | November 


Nov. 1947 | October 1947 





The reduced output in November, in (preliminary) (revised) (revised) 1947 1946 
comparison with the October produc- —---—— ———$ “4 : — 
tion, was reflected in all kinds of foot- Shoes and slippers, Total 37 , 879 46 765 140,752 —19.0 — 7.0 
wear. Women’s dress and work shoes, - aaa elt Seat a ae . : 
sandals and playshoes produced in No- Shoes, sandals, and playshoes 32.479 40,098 4.5 —19.0 — 5.9 
vember totaled 15 million pairs, 21 per Men's... : 8, 187 10,350 8,470 —20.9 — 3.3 

Youths’ and boys 1,526 | 1,815 1,625 -16.0 |; — 6.2 
cent less than the October output of 19 Women's 15.267 19/242 17,599 —20.7 | -13.3 
milli irs. Vv ‘ ‘ Misses’ . 2.355 | 2,763 | 2,052 -14.8 14.8 

tillion pairs. In November, 1946, these Children’s 2'183 | 2'514 1,906 -13.2 | 14.5 
kinds of footwear produced for women Infants’ 1,632 | 1,894 | 1,804 -13.8° | — 9.5 
totaled approximately 18 million pairs. Babies’. . oe | 1,520 | 1,065 | —13.5 26.1 
Men’s shoe production of 8 million Slippers for housewear.... 4,873 | 5,936 | 5,606 | —17.9 ~13.1 
pairs in November was 21 per cent un- Athletic, a1 2) 8 ier | a 
der the October output of 10 million te a 2 et eI, ae ee “4 SPS are 
pairs. In November, 1946, the output Dinus ign (—) denctes desrense. 


of men’s shoes was slightly higher than ' Includes 196,000 pairs of shoes made on Government contract. 


162 Boot and Shoe Recorder 














C. M. Selby Retires 
From Volk Bros. 


DALLAS, TEXAS—The man who sold 
enough shoes at Volk Bros. “to stretch 
across Texas and a little beyond,” C. M. 
Selby, retired February 1 following 44 
years of continuous service with the 
store. 

Mr. Selby, now vice-president of the 
firm, was honored by the firm at a 
banquet at the Dallas Athletic Club 
January 23 at which time he was pre- 
sented with an inscribed gold watch by 
the store’s president, Harold Volk. 





In paying tribute to the head of the | 


shoe department, Mr. Volk said Mr. 
Selby was largely responsible for the 
national recognition given Volk Bros. 
as the largest independent shoe retailer 
in the Southwest. 

Mr. Selby, who has been a director 
of the National Shoe Retailers’ Associa- 
tion, will continue to function in an 
advisory capacity to the firm, he said. 


Infants’ Shoe Section 


Opened At Marshall Field 


Cuicaco, ILL.—Infant’s shoes have a | 


special and exclusive section all their 
own in the recently opened Baby Shoe 
Section of Marshall Field & Co. 
Known as the Baby Bootery, the new 
separate section was opened in Janu- 


ary as part of the regular fourth floor | 


Here’s What Your Customers 
Need For REAL Relief from 





You don’t have to be told when cus- 
tomers have bunions or enlarged joints. 
You can see them! That’s your cue to re- 
commend Dr. Scholl’s Bunion Reducer. 
This nationally advertised soft rubber pro- 
tective appliance relieves pain by lifting 
shoe pressure from the sensitive spot. Re- 
tails at 75¢ each. Wholesale $6.00 doz. 
Order a supply today! THE SCHOLL MFG. 


CO., inc., Chicage 10, lll., New York 11, N. Y. 


D‘ Scholls 


BUNION REDUCER 
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Children’s Shoes Department. Spe- 
cially designed accommodations include 
smal] seats for the babies next to large 
ones for the parents. This division now 
has its own show cases, arranged with 
toy and infant accessory backgrounds. 

Stock, which is being considerably ex- 
panded includes sizes from 2 to 6 and 
6% to 8. There are novelties in slip- 
pers and shoes such as tiny red strap 
models and saddle oxfords. 





Promoted to Market Supervisor 
of Associated Merchandising 


New York.—Sidney Garmize has 


The Shoe Of The BABY Determines 
The FOOT Of The ADULT 


been promoted to Divisional Market 
Supervisor of Main Store Fashion 
Accessories of the Associated Merchan- 
dising Corporation, under the direction 
of J. W. Zirkel, divisional merchan- 
dise manager, it was announced. Mr. 
Garmize will continue in his present 
position of Basement Market Represen- 
tative of women’s handbags, umbrellas 
and gloves, until a successor has been 
chosen. 

Under the new organizational set-up, 
the men’s, boys’ and children’s shoe and 
the women’s and children’s hosiery rep- 
resentatives will report directly to Mr. 
Zirkel. 
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Sharp Drop Noted 
In Calfskin Prices 


[CONTINUED FROM PAGE 153] 


gins to seem, however, that shoes and 
leathers are beginning to catch up with 
the hide market.” 


Estimates Show Domestic Hide, 
Skin Supply Unaffected By ERP 


The Marshall Pian, or European Re- 
covery Program, will have very little 
effect upon domestic supplies of hides 
and skins if the tentative measures are 
adopted as now proposed, it was re- 
cently pointed out in the National Hide 
Association’s Bulletin. 

A memorandum, sent by the State 
Department to Congress, roughly esti- 
mates a total of $157,000,000 worth of 
skins, hides and leather which would 
be required to supply the demands of 
the European countries under the ERP. 
This amount is insignificant when com- 
pared with the $12,959,000,000 to be 
spent for commodities under the plan. 

The Bulletin notes that informed 
Washington sources assert that none of 
the indicated requirements will come 
out of the domestic inventory of the 
United States and that the dollar total 
tentatively reached is only 40 per cent 
of normal European purchases of hides, 
skins and leather. 
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According to the memorandum 
(which was made under pressure from 
Congress and constitutes almost pure 
approximation, as its authors noted) 
needs are almost wholly for skins and 
hides. As listed, France asks for im- 
ports of skins, hides and leather valued 
at $87,000,000; Austria, $1,000,000 of 
skins and hides; Italy, $15,000,000 of 
skins and hides; Netherlands, $13,000,- 
000 of hides and skins; Bizonia (the 
German territory occupied by Britain 
and the U. S.), $9,000,000. Values were 
based upon prices as of July 1, 1947. 

The hide, skins and leather section 
of the memorandum was made by State 
Department officials in association with 
Julius Schnitzer, chief of the Textile 
and Leather Division, Department of 
Commerce. 


Heads New England Operations 
For Ad Agency 


Boston, Mass.—J. T. Chirurg, presi- 
dent of the James Thomas Chirurg Co., 
Boston and New York advertising agen- 
cy, has announced the appointment of 
E. Gordon Lane as general manager, 
in complete charge of the agency’s New 
England operations, effective January 2, 
1948 

Mr. Lane, a native of Boston, was 
formerly president cf a consulting ad- 
vertising firm in Montreal, Canada, 


later becoming New England Repre- 
sentative of Esquire Magazine. He 
joined the Boston office of the Chirurg 
Company in 1942 as account manager, 
was appointed a vice-president in 1945 
and shortly thereafter was elected to 
the board of directors. 


H. C. Godman Declares 
Dividend 


Co_tuMBus, O.—Directors of the H. 
C. Godman Company, shoe manufac- 
turers, Columbus, have declared a 15 
cents a share dividend on the new 
common $1 par capital stock, payable 
Feb. 2 to shareholders of record Jan. 
20; and quarterly dividend of 1% per 
cent, or 37 and one-half cents a share, 
on the preferred 6 per cent cumulative 
$25 par capital stock payable March 1 
to holders of record February 20. 


Opens Fourth Store in 
Northern New York 


NIAGARA FALLs, N. Y.—Diane Niag- 
ara Shoe Stores, here, will open its 
fourth store, in Batavia, during the 
last week in April. This will be a 
family type store, featuring footwear 
for men, women and children. 
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If it’s your store’s future, you 
not only need attractively priced 
merchandise; you also need your 
community’s good will, plus the 
assurance that your community will 
have a reservoir of savings, to insure 
continuous sales. 


If it’s an individual's future, he 
needs funds to buy tomorrow’s ne- 
cessities and a reserve to meet finan- 
cial emergencies. 


If it’s the country’s future, we all 
need a government and a nation of 
people with the money to operate 
efficiently. 


YOU CAN HELP wrap up all 
these futures securely —by promot- 


ing -sales of U.S. Savings Bonds. 
Devote a generous portion of your 
advertising schedule to Bonds. In- 
clude in your copy an explanation 
of the “Bond-a-Month” plan (see 
details in box). If you prefer to uti- 
lize the official Treasury ads for this 
purpose, mats are available through 
your newspaper or your State Di- 
rector of the Treasury Department's 
Savings Bonds Division. He can also 
help you build up your Payroll Sav- 
ings Plan—the plan that gives em- 
ployees a feeling of extra security 
and thus enables them to be happier 
and more efficient in their work. 
Every $3 put into Savings Bonds pays 
$4 at maturity. 












THE 


“Bond-a-Month” 
PLAN 


For self-employed people and 
others to whom the advantages 
of the Payroll Savings Plan are 
not available, the Treasury De- 
partment and the banks of Amer- 
ica have established facilities for 
systematic Bond buying through 
monthly transfer of funds from 
checking accounts. 

Use some of your advertising 
space to tell your community 
about this new opportunity to 
invest in the future! 











The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council, 
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does the job. Now finished with 
CRINOLINE backing, making 
them easy to handle. 


PINCH PADS 
Soft felt cushion, 100% wool, for relieving 
pinching vamp and throat. May be cut 
and shaped to relieve pinching in any 
part of shoe. Marvelous new adhesive 
backing! 


No. 310 $1.45 per Doz. Prs. 
(Also available with Give Backing) 

















FOOT APPLIANCE 


-PAmMYFY 


OMAHAR 


‘2 Scott Leaders 


With new type white adhesive that looks nice and really 





TONGUE PADS 
Soft, white wool felt. Fits on underneath 
side of the tongue, 
fortable cushion between foot and shoe. 
New wonderfully improved adhesive beck- 
ing makes Scott's the outstanding leader! 


No. 309 Ladies’ $1.50 Doz. Prs. 


Men's $1.55 Doz. Prs. 
Ask about No. 308 finest wool felt.) 


SOLO EXCLUSIVELY 
THEOUGH SHOE STORES 
SHOE OF PaetTmEenTS 
AMD FOOT SPECIALISTS 


NEBRASKA 


~ 


providing a com- 











AVISTON, ILL. 


HUBER SLIPPER CO. 


From the tops of their soft, plia- 
ble uppers, to the bottom of the 
hard leather soles, Huber Slippers 
are a good investment in lasting 


comfort. All leather and finely 
crafted ... for countless hours of 


deepest relaxation. 





BREESE, ILL. 





Raw Material Prospects as ExpertsSee Them 





Indications Point to Gradual Return to More Normal Conditions, 
Though Political and Economic Factors Abroad Still 
Influence Hide and Skin Supply Situation 


New York—Nothing which has hap- 
pened since the subject of raw ma- 
terials was discussed at the annual 
meeting of the Tanners Council in Chi- 
cago last December would seem to af- 
fect the soundness of the conclusions 
expressed at that time by the govern- 
ment and trade experts trying to probe 
into the future hide and skin supply. 
Recent developments may emphasize the 
short-term uncertainties and confusion, 
but shoe manufacturers and retailers 
who look further ahead will give 
thoughtful consideration to the apprais- 
als formulated by recognized authori- 
ties. 

It is generally expected that the 
domestic supply of cattlehides and calf- 
skins will be somewhat lower in 1948 
than during the preceding year. This 
decline is placed at approximately 10 
per cent but a reassuring offset is sug- 
gested by the probability that cattle- 
hide exports from the United States 
will also be reduced. If the abnormal 
outflow of cattle hides and calfskins 
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from the United States in 1947 were 
eliminated, the net remaining domestic 
supply would be only slightly less fav- 
orable this year. Prospects for the im- 
portation of hides will be clarified in 
coming months but a growing body of 
opinion holds that shipments to the 
United States will increase. This view 
is based on the gradual! return of trade 
normalcy, the worldwide demand for 
dollars and signs that European re- 
quirements have passed the acute stage. 

Analysis of the calfskin outlook 
parallels the future of cattlehide sup- 
plies. Comparatively little change is 
looked for in domestic resources. How- 
ever, the United States, which normally 
imported several million skins annually, 
has not been able to acquire foreign 
supplies to any significant extent in 
the past two years. A reversal in this 
condition should produce improvement 
in calf tanners’ raw material resources. 
Here, too, it is felt that elimination of 
trade restrictions and the need for dol- 
lar credits will gradually effect some 


semblance of normalcy. Tanners are 
particularly anxious to acquire greater 
supplies abroad of the lightweight skins 
which were cut off from the United 
States by the war and postwar events. 

In examining the estimates of goat 
and kid imports for 1948, it appears 
that a return to the prewar average is 
generally expected. Should these esti- 
mates be realized almost 40 million 
goat and kid skins will reach the United 
States, a further increase from 1947 
when substantial progress had already 
been made. Tanners of goat and kid 
skins are aware of the political and 
economic disturbances in some parts 
of the world which may interfere with 
the flow of supply. Nevertheless, the 
upward trend of imports will probably 
continue and will enable tanners to 
operate at the highest level in several 
years. 

Whether or not supplies are adequate 
in any year does not depend alone on 
the comparative quantities of hides and 
skins available to the U. S. tanning in- 
dustry. It is also determined by the 
trend of demand, the rate of shoe pro- 
duction and retail sales. In general, 
the most competent observers believe 
that 1948 will be a year of reasonably 
good supplies. Temporary shortages 
may be witnessed of desired materials, 
but in the aggregate the tanning in- 
dustry should be able to continue filling 
its customers’ requirements. 
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Buying Indicative of Current 
Trends at Tri-State Show 


BuFFALo, N. Y.—The Tri-State Trav- 
elers, of which Harry Levinson is the 
president, held its Spring show January 
25-26, on the third floor of Hotel Stat- 
ler, Buffalo, N. Y. All rooms on the 
floor were filled by exhibitors and the 
attendance of buyers was good. 

Price was one of the most discussed 
subjects and among both manufactur- 
ers and jobbers at the show the feeling 
was that the peak may have been 
reached, although some were a little 
less optimistic. The same might be said 
of price resistance—some found little 
among buyers if the quality was right, 
but in some lines there was a very 
definite objection yet to present prices. 
Exhibitors agreed, however, that most 
retailers’ inventories today are based 
on a dollar rather than a merchandise 
volume. 

Manufacturers again have in-stock 
departments, which means a_ wider 
range in colors, styles and materials 
from which to choose. This was quite 
evident in the larger displays of many 
exhibitors. Another thing noticed at 
this particular show was that the buy- 
ers who attended were serious about 
the matter and really in the market for 
merchandise. The “lookers,” who so 
often come to these shows, were few. 
This meant more business even with a 
lesser actual attendance. 

Also mentioned was the absence of 
most of the “war babies.” These were 
various lines of shoes put on the mar- 
ket during the war years and now dis- 
continued for different reasons. Lines 
exhibited for the most part were stand- 
ard, good quality, nationally known 
types, which buyers were eager to 
order. Nationally recognized and ad- 
vertised merchandise finds more and 
more favor among local retailers. 

Several exhibitors reported unex- 
pected sales from buyers who bought 
what they thought was enough merchan- 
dise at the last show and came in again 
at this one. More sales than had been 
anticipated and a closer inspection of 
their stocks had shown that some lines 
were not complete. With a greater 
market from which to now choose, it 
was possible for these dealers to build 
up their stocks with any sizes, colors or 
styles to complete these lines. 


It was also noted that there was a 
greater number of manufacturers at- 
tending this show. 

Among women’s shoes shown by sev- 
eral leading companies, reds and greens 
were the main colors for Spring and 
Summer. Suedes were still good, com- 
ing in the reds and greens and also in 
gray and black and the new Balenciaga 
shade. Patent leathers were good and, 
of course, whites for Summer wear. 
Sandal and sling types were popular, 
while casuals remained a favorite in 
white, red and green. Wedgies and 
platform types of all heights and colors 
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Packed in attractive 
Gerda boxes. Sam- 
ples on request. 


\ 
ss" 
\ 


NN > NN 
\ \) 
>. 


Xa ed 


\) 


ec ‘ 
\ 
N 


“ 
‘ 


WAN! 


\s 
» 


A SD 
De ik 
“SS 
“SN 


SS sh kt 


\ + 
Ye A 










were also in strong demand. There was 
a more definite trend to the high heels 
among the strictly novelty and smart 
dress shoes. 

Men’s shoes featured the usual 
smooth leathers, with brown predomi- 
nating, and many suedes. Heavy, 
brogue types, some with brass eyelet 
trim, were not in demand among any 
but the boys’ shoes. Crepe soles are 
still experiencing a warm welcome 
after their war-time absence, and the 
quality of this kind of merchandise is 
reported as steadily improving. 


SLULLLET LG 


A CARIBBEAN ACCENT 


Here's the “extra pair" specialty 
Irresistible, gay, they'll “walk out ot the first breath of spring. Woven 
raffia in brilliant colors and gorgeous white, opened up to the maxi- 
mum for cool comfort ... just what you'd expect from Gerda, the 
House of Hits, where ‘prices are down and volume is up.” 
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680i—Plain Vamp 
Multi-light, multi-dork, 
red, white, green, yel- 
low, brown, black. 
Sizes: 4-9, M. Width. 


$1.85 
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Among the children’s shoes, prices 
were reported as remaining satisfac- 
torily steady. The styles most in de- 
mand were the ankle strap types in red, 
blue and white and combining colors. 

Rubber footwear moved well among 
the lighter lines and women’s zipper 
gaiters were much in demand. Men’s 
heavy footwear received scant attention 
from retailers at this time, both among 
rubber types and heavy work shoes, the 
latter being too high priced to appeal 
to local buyers. 
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CALLS FOR 


CAVALIER 
CAVA Wax 


(Liquid wax in brown, 


mahogany, neutral, or black) 


CAVALIER 


LEATHER SOAP | 






These two well liked shoe preserva- 
tives will be especially popular 
throughout the Spring season. Cus- 
tomers want, now, to take better care 










of their shoes. 
Order Cava Wax and Leather Soap from 


your favorite wholesaler today. 


THE CAVALIER COMPANY 


BALTIMORE 30, MD. 





B. F. Amonette Promoted 
By Craddock-Terry 


LYNCHBURG, VA—John W. James, 
vice-president in charge of sales of the 
Craddock-Terry Shoe Corporation, an- 
nounces the retirement of Robert E. 
Craddock as manager of the company’s 
Metropolitan Division, and the appoint- 
ment of Benjamin F. Amonette to the 
position of Metropolitan sales manager. 


Mr. Craddock, whose retirement is 
due to poor health, had been active in 
the affairs of the company for 38 years, 
starting in the cutting room of one of 
the company’s plants and working his 
way up through various other depart- 


ments, including sales. In 1923 he be- 
came sales manager of the then Crad- 
dock-Terry Company. Later, in 1929, 


ihe outlined the Natural Bridge terri- 


tory and handled it until a sales 
manager was appointed. He then be- 
came sales manager of the Miracle- 
Tread Division, which he helped organ- 
ize, and graduated from that position 
to the managership of the Metropolitan 
Division. 

Mr. Amonette began work for Crad- 
dock-Terry as a bed laster early in 
1919, later being transferred to the 
stock department in the jobbing house. 
Later he became an assistant to the 
late A. P. Craddock, with whom he 
traveled widely, gaining sales experi- 


Diamond Jubilee Display Shows 
“New Look” through the Years 





A three-tiered anniversary cake, sur- 
rounded dramatically by a collection of 
ancient shoes which depicts the evols- 
tion of style in footwear, symbolized the 
founding of Sholem's-in-Champaiga, in a 

commemorative window display. 


CHAMPAIGN, ILL.—A birthday cake 
four feet high surrounded by a collec- 
tion of antique shoes was one of the 
window display features of Sholem’s- 
in-Champaign during the recent cele- 
bration of the Diamond Jubilee com- 
memorating the founding of the firm 
in 1872. 

Accompanying the huge cake in 
front of a scarlet red transparent vel- 
vet drape and silver cloth, was a dis- 
play of shoes demonstrating the “new 
look” in 1872 and the transition of 
footwear styles during the past 75 
years. 

A complete family-type shoe store, 
the firm caters to University of Illinois 
student trade as well as the richest 
farm belt in the middle west. A large 
portion of the business is built on cor- 
rective fitting and arch-type shoes for 
men, women and children. 





Health Spot Shoe Store 


In Larger Quarters 

RockrorD, Int. — The Health Spot 
Shoe Shop, 114 West State street, will 
move to 209 South Main street, in the 
Illinois Hotel building, in February. 

The building, which provides a sub- 
stantial increase in floor area, is being 
completely remodeled and modernized, 
including a new front. A feature of 
the new location will be a special 
section for fitting children. 








ence. Subsequently he was made assis- 
tant head and then head of the mail 
order department and, when World 
War II broke out, was placed in charge 
of the rationing department in the sales 
division, a position which gave him 
general supervision over all orders 
booked by the various sales divisions. 
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Nebraska Buyers Expecting 
Good Spring Sales 


LINCOLN, NEB.—Most shoe buyers in 
Lincoln and Omaha, Neb., expect 
Spring sales volume to be up to last 
year in both women’s and men’s lines, 
despite higher prices, but they believe 
that it will take more salesmanship 
and merchandising. Orders placed up 
to late January represented last year’s 
dollar-volume figures for even the most 
pessimistic stores, while increases of 
10 to 20 per cent are not uncommon. 

E. P. “Jim” Britt of Kansas City, a 
shoe sales representative who covers 
Nebraska and adjacent territory, re- 
ported that all indications are for a 
first-quarter business equal to 1947, 
and that consumer resistance to prices 
would be no more noticeable than a 
year ago in women’s shoes, at least. He 
also noted that instead of plain white 
shoes this year, the trend will be to 
whites trimmed in colors. 

James A. Shane, buyer for Wells & 
Frost, Inc., of Lincoln, said his firm 
would have all its Spring merchandise 
orders placed by mid-February with 
dollar volume expected to be about 
even with last year. He is still build- 
ing up stocks in children’s shoes, how- 
ever. He reported that people will pay 
$6.95 for a pair of shoes for a school 
girl without argument, but try to get 
something around $4 for the school boy. 
They point out that the boy will have 
the shoes worn out in a couple of 
months, anyway. Biggest consumer re- 
sistance to price is being encountered 
in boys’ footwear, and Wells & Frost 
is maintaining a lower markup on these 
than on any other lines. 

Dan Haney, co-proprietor of the shoe 
store bearing his name and who has 
been in the shoe business in Lincoln for 
over 40 years, said that he is not as 
afraid of consumer price resistance 
now as he was early last December. 
Good quality men’s and women’s shoes 
will sell this year, he believes, and he 
is stocking a little heavier in dollar 
volume than a year ago. A wider se- 
lection in styles and colors is being as- 
sembled this year, and Mr. Haney ex- 
plained that if the shoe retailer is 
going to remain in business, he must 
have the stocks to work with. If a 
break in prices should come, it will just 
be up to the retailer to take it, he 
added. 


Tom Crawford, buyer for both men’s 
and women’s shoes at Magee’s, Lincoln, 
reported that he stocked early in two- 
tone, ventilated shoes for men, both in 
conservative and young men’s styles, 
and he looks for a better Summer shoe 
business than a year ago because of 
the better selection and more complete 
stocks available. The business outlook 
is good, he thinks, and he expects dol- 
lar volume in women’s lines to be up 
to last year, while men’s will be ahead, 
due to the fact he is getting more of 
wanted styles. Mr. Crawford is pro- 
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A Profitable 
Line Te Retail 


on first sight. 





CLOGS 
and 
SANDALS 
for MEN 


MOLDED IN 
ONE PIECE 


CLOGS tan... $1.75 
black $1.50 per pair 
SANDALS tan ..$2.00 
black $1.75 per pair 


DESIGNED TO SELL THE MAN 
WHO “Won't Wear Rubbers” 


© The customer who habitually wears rubbers will buy SNUG-FITS 


® But you will really appreciate SNUG-FIT clogs and sandals when 
the Sale Is Hard To Make. Let the customer feel their live rubber 
composition, their snug comfortable fit, their weight so light he 
can’t tell they are on his feet. For the final clincher in these days 
of high prices, tell him how a new method of manufacture enables 
you to sell them at their exceptionally low price. 


You have made that extra sale that means extra profits and, what's 


Established 1896 








more, you know he will be back for SNUG-FITS again. 


Remember you need only stock THREE SIZES to cover the 
popular range of men’s shoes. 


ORDER A STOCK FROM YOUR SNUC-FIT DISTRIBUTOR TODAY. 


TINGLEY-RELIANCE RUBBER CORPORATION 


RAHWAY, NEW JERSEY 





moting beige in women’s shoes early. 
In men’s lines, early promotion has 
been on black and brown Scotch grains. 

Miller & Paine of Lincoln is promot- 
ing a “multi-color” women’s shoe at 
$12.95 in a combination of brown russet 
and tan; a medium-heel suede, with 
sling back, open toe and higher snug 
fit, for Spring, 1948, in choice of bright 
red or bright green, piped in contrast- 
ing color, at $10.95. A large window 
display was given over to Spring foot- 
wear styles recently, featuring brown 
and black calf as well as suedes in high 
colors. A $6.95 buckle moccasin in red, 
green and beige, was shown in the 


third-floor sport shoes section, empha- 
sizing new styling on the long-time fa- 
vorite moccasin. 

Cocoa suede touched with gold in 
closed, high-heel style, has been a fea- 
tured number at Ben Simon & Sons at 
$9.95. The same style was shown in 
black, blue calfskin and black patent. 
Gold & Company has been advertising 
a black calfskin sling pump with plat- 
form soles at $14.95. Navy calfskin 
also is being shown. 

Nebraska Clothing Company in 
Omaha chose for its first Spring pro- 
motion, two open toe-and-heel slings at 
$7.95 to $11.95. 
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IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 
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A DURABLE TEAM 


... and an essential combination is this non-tipping 
shoe mirror and heavy duty stool by Darling. 
‘ S-16— Highest quality in Materials and Construc- 
tion have been used in this 12” x 18” vertical mirror. 
Two finishes, Chrome $12.75, Silvertone $11.46. 
$-18 — Sturdiness, Durability and Streamlined 
Beauty are qualities of this fitting stool constructed 
of %”" chrome tubing. Padded Leatherette seat. Brown, 
Black, Blue or Red. Height 14”, length 24”, $15.75. 





Write your Darling Displays Distributor or visit our Display Rooms. New York, 
47 W 34th St., Chicago, 222 W. Adams St., Los Angeles Office, 3114 W. 75th St 


c 





L.A. DARLING co. 
Bronson, Wich. 








Safety Shoe Made 
With Style Features 


A new type of safety shoe, which 
combines style features of a dress shoe 
and construction characteristics of a 
safey shoe, was recently introduced by 
the Lehigh Safety Shoe Company, of 
Allentown, Pa. The shoe was manu- 
factured to “solve the problem of get- 
ting men to invest in an ‘extra’ pair 
of shoes for safety on the job.” 

The shoe is a bal brogue with medal- 
lion tip, and is constructed with heavy 
outer-sole, oak mid-sole, half-rubber 
heel with leather base, Goodyear welt 
and a patented steel box toe. Accord- 
ing to the company, it is the first shoe 
of its kind to be offered to the indus- 


try. 


Introduce New Model of 
Attachable Golf Spike Device 


A new model of the adjustable, 
spike device made by the ParCleat 
Company, Washington, D. C., for golf 
shoes was recently put on the market. 
The new model has a double slot which 
clamps onto the sole of the shoe, giving 
the user a wider range for fitting, and 
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New 


What’s 


is now made of aluminum which re- 
duced the weight from five ounces to 
one and one-half ounces. The aluminum 
construction, according to the company, 
makes the device rust-proof and more 
flexible. 








Goodyear Develops New Heel 


Something new has been aded to the 
regular line of Goodyear Tire & Rub- 
ber Company’s shoe products. The new 
product is a heel which combines the 
company’s high grade rubber and Neo- 
lite. 

Manufactured in Goodyear’s Wind- 
sor, Vt., plant, the heel is described as 
being made of rubber, with an insert 
of Neolite compound. Non-skid and 
long wear are the features attributed 
to the new product. 





Distributes Dealer Aid Kit 


ROcHESTER, N. Y.—A dozen or so 
aids for the dealer are included in the 
kit which is now being distributed to 
its accounts by the Vaisey-Bristol Shoe 
Company, manufacturers of infant’s 
shoes here. 

Enclosed by an attractive pink and 


blue folder, the material for sales pro- 
motion includes an authorized decal, 
“stork club” card, reminder card, gift 
certificate, mailing enclosure, window 
ideas, interior ideas, “how to use” sheet. 

An open letter to the dealer, printed 
on the folder, advises in part: “We’ve 
packed this kit chock-full of ‘Sound- 
American Dollars’ for you . .. Every 
idea, mailing piece and suggestion is 
pre-tested, . all you have to do is 
use them. . - 





Rayon Suede Now 
Commercially Produced 


Troy, N. Y.—A new electrically pro- 
duced rayon suede for use in shoes and 
handbags is now being commercially 
manufactured by the Behr-Manning 
Corporation here. 

Said to rival genuine suede in many 
respects, the new synthetic material is 
made by an electrostatic process in 
which tiny lengths of rayon fiber, cut 
by a recently developed micronic device, 
are passed through a magnetic field that 
hurls them upward on to an adhesive 
coated backing cloth in densities of 350,- 
000 to 400,000 per square inch. 
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Canadians Urged to 
Improve Quality 
[CONTINUED FROM PAGE 154} 


M. C. Reg. Kidner, vice-president and 
general manager of The Savage Shoe 
Company, Ltd., Preston, Ont., who told 
the gathering that when a retailer buys 
100 pairs of shoes, he makes every effort 
to sell that many, but that shoe manu- 
facturers often fail to take into con- 
sideration the element of waste in 
leather. ““If shoe manufacturers are to 
properly appraise costs, they must mark 
up footwear on the basis of their total 
leather purchases,” Mr. Kidner said. 

The following officers were named for 
the ensuing year: President, L. Paul 
Duchaine, Ludger Duchaine, Inc., Que- 
bec, Que.; first vice-president, Eric M. 
Sabiston, Perth Shoe Co., Ltd., Perth, 
Ont.; second vice-president, G. G. 
Hodges, George G. Hodges, Ltd., Mon- 
treal, Que.; executive vice-president, 
Frank Millington, Montreal; secretary, 
Lionel Theoret, Montreal. 

New directors, in addition te the offi- 
cers, include: Homer Dufresne, presi- 
dent of Dufresne Shoes, St. Pie; J. F. 
Bowler, vice-president of Murray-Selby 
Shoes, Ltd., London, Ont.; Lucien Bou- 
gie, president of Lucien Bougie, Inc., 
Montreal; H. H. Gibaut, president of 
John Ritchie Co., Ltds of Quebec; Law- 
rence M. Savage, president Savage 
Shoe Co., Ltd., Preston, Ont.; W. H. 
Brimblecombe, president of Blachford 
Shoes, Ltd., Toronto; and J. W. Reid, 
vice-president of Hartt Boot and Shoe, 
Ltd., Fredericton, N. B. 

Benjamin Higgins, professor of eco- 
nomics at McGill University, Montreal, 
and economic consultant for the Depart- 
ment of Reconstruction in Canada, told 
the shoemen he felt that a great depres- 
sion in the 1950’s could be as much 
greater than that of the 1930’s as the 
Second World War was greater than 
the First World War. 


“Our whole existence depends on the 
flow of trade to and from our shores,” 
Dr. R. C. Wallace, principal and vice- 
chancellor of Queen’s University, de- 
clared at the annual banquet of the 
Association, Jan. 27. “So we work for 
peace. Others know that we have no 
other motive than to work for those 
things that will make peace more secure. 
We have an influence which is much 
greater than Canada’s population, reck- 
oned in numbers, would warrant. And 
that influence is all the greater in that 
we live in the North American conti- 
nent. But there is a further link the 
value of which we are only now begin- 
ning to appreciate. We belong not 
only to North America, but are part of 
the American Continent. The Latin 
races that live in the republics south of 
the U. S. are becoming in a real sense 
our neighbors. And the point of con- 
tact with these countries, which will 
mean so much to Canada in trade as 
the years go past, is the French Can- 
adian people of Canada. They are of 
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CHILD LIFE Orthopedic Feotures such os 
. . « "Thoroughly Tested Orthopedic Lasts 
*Orthopedically Designed and Coordinat- 
ed Patterns. “Matched Left and Right Quar- 
ter Patterns. *Solid leather Long Inside 
Counters. *left and Right Specially De- 
signed Spring Steel Shanks. *Wedged 
Thomas Heels. “Top Quality Leathers ond 
Materials. “Skilled Croftsmonship .. . 
moke CHILD LIFE SHOES bonofide ortho- 
pedic footwear. 





SHOE MANUFACTURING CO 
MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 





the Latin tradition and culture, as 
South Americans are. They understand 
each other. When that third link of 
Canada with the outside world is 
strengthened, as it will as the years go 
by, then Canada will be strong indeed.” 

“The sale of brown or colored shoes 
in Canada is three to one over black,” 
according to W. J. Ranahan, sales mana- 
ger of Hartt Boot & Shoe Co., Ltd., 
Fredericton, N. B. “Light weight 
brogues are coming back again, and 
there is a tendency toward the lighter 
shades of tan and to customizing foot- 
wear. We in the Dominion should make 
the same effort to sel] that extra pair of 


shoes that they do in the United States. 
Try to promote the idea that it is to the 
Canadian consumer’s benefit to blend 
footwear with the rest of his attire. 
Altogether too little has been done in 
Canada to educate men to the benefits 
of harmonizing their dress, particularly 
their shoes. It costs no more actually 
for a man to own three pairs of shoes 
than it does one, for he can only wear 
one pair at a time—and when he is 
not wearing the others they are not 
wearing out. Stress the fact that shoe 
costs have not risen to such an extent as 
other commodities, for that is definitely 

[TURN TO NEXT PAGE, PLEASE] 
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Ample A 


Canadians Urged to 
Improve Quality 
[CONTINUED FROM PAGE 171] 


so. Help the men build up their shoe 
wardrobes and you’ll help increase sales. 
Brogues are still popular in the Domin- 
ion. Loafers are tending toward a 
dressier trend, and are about to be fea- 
tured in Canada in two-tone effects. 
Among other types will be loafers in 
black suede and patent leather. They 
are no longer simply a casual beach 
shoe. The moceasin continues at its 
peak, and is now considered a staple 
shoe.” 


By Helping Insure Customers One 


Of The Things They Want MOST 
To Enjoy When They Buy Shoes— 


HAPPY FEET! 


VERY foot-sensitive customer read- 

ily responds to the power of sug- 
gestion. So, every time you fit shoes, 
suggest Dr. Scholl’s FOOT POWDER. 
This grand relief, sprin- 
kled on the feet and in 
shoes and stockings, 
eases new or tight shoes 
almost like magic—re- 
lieves tender, hot, per- 
spiring and odorous feet 
at once. Order a supply 
now! Retail, 35¢; whole- 
sale, $2.80 dozen. Send 
for our big catalog. It’s 
crammed with ideas on 
how to make Foot Re- 
lief pay big dividends. 


Send 
for 


“ C ' | 
: an today! 
THE SCHOLL MFG. CO.., Inc. 


213-W. Schiller St., Chicago * 62 W. 14th St., New York 








if a 
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No. 521 PASTIME PUZZLES 








HEADQUARTERS Since 190! for 

Good-Will Creating Toys, Novel- f 

ties, Souvenirs, Birthday Gift Spe- THE eden INDUSTRIES, Inc. 
cialties, Premiums and Give-Aways. 39 West 19th St., N. Y. 11 


What the Tanners Will Show 


[CONTINUED FROM PAGE 132] 


Large, Extremes, Kips 
Smooth Sides 
Mackinac 
Tamarac Extremes 
Tamarac Kips 
Above in Black & Colors 
Pac Leather Sides 
Chrome Heavy Weight 
Extremes and Kips 
Tartan & Essex Grains 
Kitchener (retan) 
Snoboot (waterproof) 
Workshoe Elk 
Slipper Sootan 
Red, Burgundy, Blue, Brown 
Lining Splits 


OHIO LEATHER COMPANY 
INC. 


Women’s Colors 
Cafe Brown No. 532 
Burnt Mocha Ne. 588 
Gypsy Brown No. 515 
Green Pepper No. 523 
Cherry Red No. 521 
Continental Green No. 512 
Men’s Colors 
Manhattan Brown No. 88 
American Burgundy No. 17 
Brandy Tan No. 68 
Copperwood No. 19 
Western Saddle No. 74 
Urban Brown No. 15 


PARIS LEATHER COMPANY 


Lordco Elk Leather & Smooth Sides 
Full Grain Kips & Extremes 
Corrected Grain Kips & Extremes 
All popular colors 

Russet Luggage & Strap Leather 
Print Leathers 


PFISTER & VOGEL TANNING CO. 


Playshu 

Pevee Extremes 
Pevee Sides 

Ski Grain 
Chrome Waterproof 
Pfisterski 
Nimrod 

Diana 

Wiscona 

Elk 

Econo 

Zenith 


Juvenile 


FRED RUEPING LEATHER CO.., 
INC. 

Kin Kin 

Kankakee 

Mohawk 

Hiawatha 

Rue Buck 


Tomahawk 
(In Standard Colors) 


SETON LEATHER COMPANY 


Patent Leather 


Café Brown 

Gypsy Brown 

Admiral Blue 

Fiesta Wine 

Cherry Red 

Continental Green 
Town Brown 

White Zephyr Buck sides and kips 


Duderoo and Durona sides 


Brown 


Red 


SIGMA LEATHER MFG. CORP. 


All types Gold Leather 
Gold Kid, Cabrettas, Sheep & Skivers 
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S. W. SIMON LEATHER CO., INC. 


Suede Kid 

Black, Brown, White 
Black and Brown Glazed Kid 
Siipper Kid 
Lining Kid 


SURPASS LEATHER CO. 


Glazed Kid 

Black and Brown 
Suede and Crushed Finish 
White Crushed Kid 
Linings 

Green, Pink, Pastels 

Gray, Beige 


TAN-ART CO., INC. 
Suede Kid 
White 
Black 


New Brown 


Admiral Blue 


ALBERT TROSTEL & SONS 


COMPANY 
Blizzard 
Tow n Brow n 
Zebu 


Black, Army Russet 
Vegetable Antiquity 

Oxblood, Cordovan, Brown, Natural 
W apiti 

Red, Green, Brown, White 
Tuxedo 

Brown, Black, Tan 
California 

Pastel Shades 
Atasco Calf 

Brown 
Antiquity Cal/ 

Brown 
Nubian Cal} 
Pochette Calf 

Brown, Black 


R. J. WIDEN COMPANY 


Dudemoc for Bags 
Standard Fall Shades 

Wallet Leather in Sides 

Luggage Leather 

Some Shoe Leather 


WINSLOW BROS. & SMITH CO. 


Full Chrome Tanned in all popular 
colors 

Vegetable Tanned in all popular 
colors 

Shearling, Chrome & Bark Tan 
Garment Leather 

Grain & Suede finishes 

Fancy Leather 
Smooth & Embossed both coarse 

and fine figures 


RICHARD YOUNG COMPANY 


Glazed Black Kangaroo 
Glazed Texas Tan Kangaroo 
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White Suede Kangaroo 

White Jack Buckskins 

White China Buckskins 

In men’s & women’s weights 

Rychrosuede 

Smooth Cape Lambskins 

Crushed Cape Lambskins 

Saddle Aniline & Calf Finish 
Lambskins 

For women’s shoe uppers and 
handbags 

Rychrome Lambskin Linings 

Vegetable Lambskin Linings 

All in new Fall colors 


ZIEGEL, EISMAN & CO. 


Glazed Kangaroo 
Black & Colors 
Black Satin Finish 
Dull Yellow Back Kangaroo 
In men’s and women’s weights 





Bomar Shoe Company 
Opens Spartanburg Store 


SPARTANBURG, S. C.—The Bomar 
Shoe Company, a new enterprise in 
Spartanburg, held its formal opening 
Monday, November 10. 
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Starring: Exotic genuine reptiles in an unprecedented array of colors 
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New Haven Shoe Retailers 
Adopt Five-Day Week 


New HAveN, Conn. — After one 
year of watching from the sidelines, 
New Haven’s independent retailers of 
both men’s and women’s shoes have de- 
cided taht they will accept the five-day 
shopping week which was proposed a 
year ago, and put into operation as a 
test by New Haven’s department and 
furniture stores. 


When the plan was first proposed in 
January of 1947, retailers failed to 
agree on its merit and although many 
did adopt a five-day week during the 
summer months, they were skeptical 
of its value until this fall. 

Thursday night shopping possibilities 
became very noticeable in the late fall 
and early winter as heavy crowds bent 
on Christmas shopping early toured de- 
partment stores and several shoe stores 
which stayed open as a test of Thurs- 
day night possibilities reported that 
the hours of from 6 to 9 P. M. on 
Thursdays were very profitable. As 
Thursday night shopping became more 
popular, Monday business dropped and 
shoe retailers, called together by the 
local Chamber of Commerce for the 
purpose of adopting or rejecting a five- 
day shopping week, voted to put it into 
effect. A total of 22 shoe stores in 
mid-town agreed to undertake the 
Monday closing and late Thursday 
opening. Those shoe stores bordering 
Yale University and serving a pre- 
ponderance of students, declined to take 
part, and will continue to maintain a 
regular six-day week. 

Cooperative ads are being used to 
acquaint the citizenry of the change in 
shopping days. 
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Novel Men’s Shoe Display 
Proves Effective 


MILWAUKEE, WISC.—A simple way of 
making a colorful table display back- 
ground was found by Ed Younggren, 
newly transferred manager in charge 
of the shoe department at the J. C. 
Penney store at 400 W. Wisconsin Ave- 
nue, here. 

He had two round stands on which 
to show his work shoes and dress shoes, 
and thinking that he could make use of 
more color to boost the sales, he 
thought over several types of base cov- 
ers. Then as he passed the blanket 
department on the same floor he noticed 
how brightly-hued many of them were. 
This gave him the idea of throwing a 
brightly-patterned blanket over these 
display bases and placing the shoes on 
them. 

“This was a simple idea,” said Mr. 
Younggren, “but I was pleased with 
the results. The brilliant background 
against which the black and brown 
footwear were laid received attention 
from people coming down the steps 
quite a distance away. It was the con- 
trast that proved effective. Once they 
neared the table and examined the mer- 
chandise the sale was half-made.” 





Opens New Shoe Department 


In Kansas 


McPHERSON, KaN.—A new women’s 
shoe department will be opened at 
Stanley’s Store here sometime during 
February, it was announced January 
23. The new department will be op- 
erated by L. B. Hobart of Winfield, 
Kan., who owns several shoe stores in 
this area, and will be managed by Bill 
Miller, of Arkansas City, Kan. 


Worth 2-3436 


The balcony of the store has already 
been extensively remodeled for the 
shoe shop, and when other work is fin- 
ished, the new shoe store will be 
opened. 

This department will handle several 
nationally known shoe lines in both 
high-priced and popular classes, it was 
announced. 


New Shoe Store Being 
Built in Utica 

Utica, N. Y. — Whitney’s, Utica’s 
newest shoe store, has been opened at 
137 Genesee Street. This is a tem- 
porary location while a new store is 
under construction two doors away at 
141 Genesee Street. 

Simon Arlen is manager of the store 
and Ed Reynolds is in charge of the 
orthopedic department. Both men have 
had many years experience in the shoe 
trade in Utica. 


American Brotherhood Week, 


February 22-29 


American Brotherhood Week, a week 
set aside for a special effort in attain- 
ing “justice, amity, understanding and 
cooperation among Protestants, Cath- 


olics and Jews,” will be held Febru-, 


ary 22-29, this year, it has been an- 
nounced by the National Conference of 
Christians & Jews, Inc., sponsor of the 
program. 

President Truman has again accept- 
ed the Honorary Chairmanship for 
American Brotherhood Week, it was 
noted, and The Honorable Robert P. 
Patterson, former Secretary of War, 
has accepted the position of General 
Chairman. 
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AT LAST! THE NEWS YOU'VE BEEN WAITING FOR FROM ALTSCHUL! 


With the acquisition of additional space and new 
equipment, prompt shipment from our reestab- 
lished IN-STOCK DEPT. is now a reality. 
Saddles; orthopedics in boots and oxfords; all 
whites; brown dress oxfords plus the entire array 
of basic staples for tots to teens is your assurance 
of getting the right shoes promptly. 
Prepare for the biggest Easter business in years. 
Get our NEW illustrated IN-STOCK folder just 
off the press. It’s yours for the asking! 

TAKE ADVANTAGE OF THIS TIMELY SERVICE! 


JULIUS 


Atticus 


ALTSCHUL, 
117-125 GRATTAN ST., BROOKLYN 6, N. Y. 
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Change Display Hours for 
Shoe Manufacturers Show 


Boston, Mass.—The hours of the 
Shoe Manufacturers Fall Opening, to 
be held April 11-15 at the Hotel New 
Yorker, in New York City, have been 
set from 9 A. M. to 6 P. M., according 
to Eugene A. Richardson, managing 
director. Display rooms will be closed 
and locked at all other times, unless 
special appointments have been made. 

The new regulation of display hours 
is the result of requests by both exhib- 
itors and buyers, Mr. Richardson said. 

It is reported that the entire exhibit 
space of 600 rooms have been reserved 
and current totals of reservations by 
buyers indicate one of the largest at- 
tendances the show has had in recent 
years. 





Donates Gifts to First 
Born Baby in °48 


MANCHESTER, N. H.—The G. W. 
Dodge Shoe Company store was one of 
the business establishments which con- 
tributed gifts to the first baby born in 
this city in 1948 in a contest spon- 
sored by leading merchants and the 
local daily newspapers. 





Care of Children’s Feet 
Emphasized by Podiatrist 


BINGHAMTON, N. Y.—From 80 to 90 
per cent of all children are born “weak- 
footed,” Dr. Charles Turchin, of New 
York, told the Southern Tier Podiatry 
Society at a one-day meeting in the 
Arlington Hotel. 

“*Weak foot’ is not a disease or sick- 
ness,” said Dr. Turchin, “but sets the 
stage for and is an underlying factor 
in many cases of adult foot problems 
and specific diseases.” 

Dr. Benjamin C. Mullens, Bingham- 
ton, was elected president of the so- 
city. Other officers chosen were: vice- 
president, Dr. Charles Brown, Ithaca; 
and secretary-treasurer, Dr. Irving 
Marks, Elmira. 
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Mother of Eight Becomes “Queen for a Day” 





Cleveland, O.—The mother of eight children, Mrs. Catherine Gareau, of this 
city, recently became the winner of the “Queen For A Day" radio program, spoa- 
sored by the Queen Quality Shoe Company, and was granted her wish for a muck 
deserved vacation trip, a winter skiing holiday in Montreal, Canada, with her 


husbend. 


Mrs. Gareaw {second from left) is shown with guests at a dinner in her honor 
in the Terrace Room of the Statler Hotel in Cleveland. Left to right are: Mrs. C. 
R. Drummond, wife of the host; Mrs. Gareau; Vincent Coupe, shoe buyer for William 
Taylor & Son & Company; Mrs. Coupe; Joseph Knox, manager and buyer for 
Proctor Shoe Store, Warren, O.; Charies Drummond, the host and Queen Quality 
Shoe Company representative; and Mrs. Knox. 





“Face Powder” Hosiery 
Colors Introduced 


New York — Six Face Powder 
Colors in sheer 15 denier nylon stock- 
ings were introduced here recently by 
the Gotham Hosiery Company. The six 
shades, pink, blue, green, yellow, 
mauve and rachel were matched to 
face powders to complement the light 
grounds of Summer prints and soft 
evening tints. 

Eight new dark tones presented for 
wear with Spring suits were: Half- 
tone, Waffle, Amberlight, Mocha, 
Boulevard, Blue Haze, Clove and Fan- 
tasy. 

Mr. Roy E. Tilles, president of 
Gotham Hosiery Company, opened the 
showing and presented Miss Eleanor 
Lambert as commentator. 


Complete Remodeling 
And Expansion 


OMAHA, Nes.—The new Goldstein- 
Chapman store, 16th and Farnam St., 
has completed a major remodeling and 
expansion project which was started 
21 months ago and which includes a 
new high-style shoe salon on third floor. 
The women’s specialty store was not 
closed for even one day during the 21 
months that workmen virtually built a 
new building, according to Abe Gold- 
stein, president. 

The project cost more than $750,000 
and increased floor space from 35,000 to 
70,000 square feet, Mr. Goldstein re- 
ported. All floors are carpeted, with 
a different shade-on each of the four 
floors. Wiring, fixtures and display 
cases are new and the building is com- 
pletely air conditioned. 
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143 DUANE STREET 


ROMAN SANDALS || 


A dressy shoe with the ‘‘New Look"’ 
for little ones. Three and four straps 
for ankle support; made of one-piece 
quarter with stitching around strap 
. « »« leather soles, 
heels and jJeather counters. In stock for immediate delivery. 


SURREY FOOTWEAR, Inc. 


NEW YORK 13, N. Y. 






*o smoot” 
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lounges, offices, 


leather wedge our complete line 














About Shoe People 





Sol Solomon has been appointed the 
Southeastern representative of Mono- 
gram Footwear, Inc., of St. Louis, Mo. 
Mr. Solomon, after returning from ser- 
vice in the Army, was associated with 
Joy Shoemakers until that firm’s recent 
liquidation. He succeeds Milton Shu- 
pack, who has resigned. 


+ + a 


Paul Turner has been named per- 
sonnel manager of the Carrollton, Ga., 
plant of the General Shoe Corporation 
to succeed Ben A. Muse, who has been 
mamed personnel manager at _ the 
Huntsville, Ala., plant of the company. 
Turner came to Carrollton from the 
company’s Danville, Ky., plant, where 
he was personnel manager. 

. * . 


Recognizing the hard work and suc- 
cessful efforts of both Harry Rhea and 
C. A. Sheppard, James Sewell, presi- 
dent of Burns Cuboid Company, re- 
cently named them as co-directors of 
sales for the firm’s Eastern territory. 
Both men, however, will still handle 
their respective territories which they 
had as district managers, but as direc- 
tors of sales they will be available to 
assist other district managers. 

* + * 


Louis J. Homer, previously in the 
shoe repair business_in the Central 
Building, San Bernardino, Calif., has 
opened a retail family shoe store at 424 
Highland Ave. in the same city. 

o * - 


George W. Hogan, who has been a 
shoe salesman for many years in South- 
ern California, has opened a junior shoe 
and apparel shop at 440 Highland Ave., 
San Bernardino. 

* > 


Anthgny Folino, jlocal retail shoe 
merchant, will go to Italy this month 
to visit his parents and family, whom 
he has not seen since coming to this 
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Carmel 
Folino, his wife, will operate the busi- 
ness during his absence. 

= * ” 


country 23 years ago. Mrs. 


Claude Whittle has been named man- 
ager of the shoe department at Hart- 
ley’s, Miami. He succeeds R. L. Baker, 
deceased. Mr. Whittle is a shoeman 
with considerable experience and takes 
over the new post with a well-defined 
policy of what this area needs. For 
the past ten years he has been with 
Burdine’s in their shoe department. 

* * * 


P. E. Dorsey, buyer of better shoes 
for Burdine’s, Miami, is in New York 
on a buying trip. He will be gone for 
several weeks. 

“* ” a. 

R. M. Ashwander, active in the retail 
shoe business for more than 25 years, 
has opened the Tots ’N Teens children 
shoe store in Garland, Texas, a suburb 
of Dallas. Mr. Ashwander was for- 
merly associated with Neiman-Marcus 
in Dallas. 

* = - 

Morris Kaminsky was recently ap- 
pointed manager of Scott’s Shoe Store 
in Alexandria, Va. Mr. Kaminsky was 
formerly assistant manager of Scott’s 
Georgetown, Washington, D. C., store. 

>: * >: 

William H. Burger, after having re- 
cently returned from a trip which cov- 
ered the shoe centers of the United 
States and Canada, is enjoying a much- 
needed vacation. 

It is expected that Mr. Burger will 
be present at the United Last Style 
Studio during the Allied Exhibit Feb- 
ruary 29-March 4, 1948. 

: = * 

William Onkes, who has been a 
salesman in the Brown-McDonald store, 
Clay Center, Kansas, was transferred 
recently to the company’s store in 
Beloit, Kansas, where he will be as- 
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sistant manager. The Brown-McDonald 
store handles shoes. 
> * * 

Rudolph Seibel, who has been em- 
ployed in a Hutchinson, Kansas, bank 
for several years, recently purchased 
the Ellis Shoe Store here from his 
brother, Henry Seibel, who plans to re- 
tire from business. 

7 * * 

At a dinner tendered by executives 
and associates of Wise Shoe Stores, 
Inc., recently at Gramercy Park Hotel, 
New York, Harry Cohen was presented 
with a solid gold watch and other gifts 
on the completion of twenty-five years 
with the Wise firm. 

Simultaneously, Lawrence A. Schoen, 
vice-president, announced the appoint- 
ment of Mr. Cohen to the newly cre- 
ated position of Individual Store Mer- 
chandise Promoter. 

7 * = 

Joe Barrett, well-known Greenville, 
Texas, shoe salesman, has been ap- 
pointed manager of the shoe depart- 
mem of the Carl Coats Men’s Store 
here. Mr. Barrett has been in the shoe 
business for twenty years, working 
formerly in Salt Lake City as well as 
other Texas cities. 

. > . 

New manager of the Shirey Shoe 
Shop is Ralph Townes. The firm is lo- 
cated at 2719 Lee Street, Greenville, 
Texas. 

” * * 

Leon Doyle, assistant buyer in the 
men’s shoe department of the J. L. 
Hudson basement store, Detroit, was 
named the “Personality of the Month” 
in a sketch in the official house organ 
of the store, the “Hudsonian.” 

. . 7 

John Wochholz of the children’s shoe 
department at J. L. Hudson Company, 
Detroit, was recently married to Betty 
Lou Bruse. . 

* > > 

John R. Thompson has joined the 
sales organization of Roberts, Johnson 
& Rand, it was announced recently. 
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John Fortener of the children’s shoe 
department at the J. L. Hudson Com- 
pany, Detroit, was recently married to 
Jean Rolfe. 


* . * 


Frank A. Huetter, representative of 
the Conrad Shoe Company in the 
Michigan territory for many years, 
and Mrs. Huetter celebrated their gol- 
den wedding anniversary recently. 
Mr. Huetter, now 73 years of age, was 
for several terms president of the 
Michigan Shoe Travelers Club, and is 
the dean of the travelers’ field in the 
Detroit area. 

The anniversary celebration included 
a, breakfast and reception at the Whit- 
tier Hotel, and was highlighted. by a 
special mass in church celebrated by 
their son, Father Norbert J. Huetter. 


. 7 > 


S. G. McKoy will open early in March 
a leased shoe department, carrying 
women’s and children’s shoes in Stern’s 
Department store in Waukesha, Wis. 
This will be the store’s first shoe depart- 
ment. Mr. McKoy recently remodeled 
his shoe department in Zahn’s Depart- 
ment store in Racine, Wis. He also 
operates the shoe department in Bor- 
den’s of Kenosha as well as a shoe store 
in that city. 


Bud Davis has recently moved his 
Mary Jane Shoe Store from 9030 Com- 
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mercial Ave., to 418 S. Central Park 
Ave., Chicago. 
. 

Harry Silver, men’s shoe buyer for 
O’Connor & Goldberg, Chicago, has 
been a recent vacationer to Palm 
Springs, California. 

M 7 . > 

Walter Smith, president of J. P. Smith 
Shoe Co., Chicago, escaped a share of 
Chicago’s frigid weather by departing 
to Palm Beach, Florida. Another fugi- 
tive from the Windy City’s frigid blasts 
was Ep. Streeter, well-known represen- 
tative of E. P. Reed & Co., also in 
Florida. 

> > = 

Philip Ginsburg of Wolock & Bauer, 
Chicago, has recently sold the Queen 
Quality Store at 70 E. Madison Street, 
to Henriette Hoagland and Robert Chap- 
man. It will continue to be operated as 
an exclusive Queen Quality Store. 

- > - 


C. E. “Ted” Perry recently acquired 
the leased shoe department in the Her- 
tel & Barnett Department Store in 
Pasadena, Cal. Mr. Perry is also owner 
of the Quality Boot Shop in Long Beach, 
Cal., which he will continue to operate. 
He specializes in anatomical] foot fitting 
and personalized service. 

> 7 > 


William R. Stacey, at one time a 
partner in the Thayer-Osborne Shoe 
Company, in Farmington, N. H., has be- 


come a hospital patient in Concord, fol- 
lowing a long decline in health. 


. . * 


Michael Pigott, chairman of the board 
for Manfield and Sons, Ltd., North 
Hampton, England, who make and dis- 
tribute shoes under the brand name of 
the Selby Shoe Company, was recently 
a visitor to the Selby plants in Ports- 
mouth, O. Manfield & Sons, pioneers in 
bringing American-width fitting shoes 
to the British Empire, distribute 
through their own chain of more than 
80 retail outlets. 

> > 7 


Howard W. Hahnel, has been appoint- 
ed assistant to the buyer and merchan- 
dise manager of Collier’s, new retail 
shoe store in Cincinnati, Ohio, operated 
by a subsidiary of the Dan Cohen Com- 
pany, shoe retail chain. Collier’s estab- 
lishment is to open shortly in the new 
Terrace Plaza Hotel development. Mr. 
Hahnel has been with Mabley & Carew 
Company, Cincinnati department store, 
for 16 years and for past four years 
has been assistant to buyer and mer- 
chandise manager in the shoe depart- 


ment. 
7 > 


Leon Richman has been appointed 
controller of Miles Shoes Incorporated, 
it was announced recently. Mr. Rich- 
man has been associated with the com- 
pany in the capacity of assistant con- 
troller since March, 1946. 
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Trade Literature 


Papers On Modern Manage- 
ment Problems Published 


“Modern Management Practices 
and Problems,” number 139 and the 
most recent in the General Management 
series published by the American Man- 
agement Association, New York City, 
is composed of seven short lectures by 
leading executives in as many different 
fields of industry, with appended ques- 
tions and answers on the topic under 
discussion, 

The papers, presented at the General 
Management Conference of the Ameri- 
can Management Association, held at 
the Hotel Waldorf-Astoria, June 11, 
12, 1947, are: “Changing Aspects of 
the Personnel Function in Manage- 
ment,” by Guy B. Arthur, Jr.; “Pro- 
duction Problems and Policies,” by L. 
Clayton Hill; “Office Organization and 
Personnel Trends,” by I. O. Royse; 
“New Aspects of Distribution,” by 
A. A. Stambaugh; “Financial Policy in 
Relation to Changing Economic and 
Social Condition,” by Jules I. Bogen; 
“Changes Influencing Insurance Buy- 
ing,” by I: M. Carpenter; “Package De- 
velopment and Merchandising,” by E. 
A. Throckmorton. 





Fortune Features 
Edison Brothers 


New York—The February issue of 
Fortune magazine features an article 
on the five Edison brothers and their 
retail shoe chain which is the largest 
in the United States. Sales for 1947 
were expected to reach $59 million. 

The article noted that the name Edi- 
son Brothers is virtually unknown to 
the public because it operates under 
six different names: Chandler Boot 
Shops (highest price lines), Baker’s 
Shoe Stores (medium prices), Burt’s 
(lowest), and Leed’s, on the West 
Coast, Cole’s, in Cleveland, and a Rode’s 
store in Rochester. 


178 


Visual Front Booklet 
Shows Promotion Aids 


ToLepo, OHI0.— Architectural] sug- 
gestions for more effectively promoting 
shoe store merchandise and services 
are described and illustrated in a new 
booklet being made available by the 
Libbey-Owens-Ford Glass Company. 

The visual front, a style of design 
which eliminates all barriers of vision 
between the interior of the store and 
the potential customer outside, is 
adapted in the booklet to varying types 
of store locations and frontages and 
applied to a number of specific mer- 
chandising problems. 





William Amer Distributes 
Impressive Booklet 


A remarkably attractive and impres- 
sive institutional brochure is being dis- 
tributed by the William Amer Com- 
pany, of Philadelphia, kid tanners, es- 
tablished in 1832. Photographs in blue 
tint of the factory operations of the 
firm run on the left hand pages across 
from the text (also printed in blue, 
enclosed by a red border, on white 
paper). 

The booklet tells of the long history 
of the Amer Company, from which the 
present policies, economic and ethical, 
evolved, and describes in general terms 
the plans for further development, in 
a future “when normal conditions of 
business will return. . . . Competition, 
as always, will grow keener, quality 
and workmanship will be more impor- 
tant, and, above all, value will again 
be a vital factor. For that day, we are 
now preparing.” 

Officers of the William Amer Com- 
pany are William C. Hunneman, Jr., 
president; Laird H. Simons, Jr., Harry 
J. Kohout, E. N. Simons, John Gross, 
vice-presidents; A. Crocker Hart, sec- 
retary & treasurer. 


N.Y.U. Professor Writes Book 


On Fashion Business 


New YorK—‘“Fashion Fundamen- 
tals” by Bernice G. Chambers, pub- 
lished recently by Prentice-Hall, Inc., 
has been designed, according to the 
preface, “to answer the questions of 
men and women who are engaged in 
or who hope to enter the field of fash- 
ion and to aid others who are interested 
in knowing more about the subject.” 
As Assistant Professor at the School 
of Retailing of New York University, 
with many years of experience in the 
fashion field, Miss Chambers is well- 
qualified to deal, with professional thor- 
oughness, with the many facets of this 
widespread industry. 

In four hundred and eighty-one pages 
of text and seventeen chapters, she 
covers such general topics as “Fashion 
as a Social Force,” Opportunities in 
the Fashion World” and “How the 
Fashion World Works.” A chapter on 
“Paris and the Parisian Couture” and 
another on “Fashion in England” fol- 
low and then the major part of the 
book is devoted to American designers 
and manufacturers of dresses, coats, 
suits, furs, millinery, shoes, jewelry, 
bags and gloves. Following an exten- 
sive treatment of each of these topics 
are chapters on “Buying Fashion Mer- 
chandise,” “Styling and Fashion Co- 
ordination,” “Fashion Shows” and “Ad- 
vertising and Sales Promotion.” An ap- 
pendix tells the story of Paris dress- 
making during the German occupation 
and the first peacetime collections. 
With ample illustrations, a bibliogra- 
phy and index, “Fashion Fundamen- 
tals” offer a comprehensive and prac- 
tical text book to students of this 
variegated field. If one criticism might 
be offered by this reviewer, it would be 
that the ready-to-wear market is given 
four times the amount of space allotted 
to shoes and accessories. The book costs 
$6.35. 
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IMPORTANT! 


Due to the unprecedented demand for LION 
SANDALS and SCUFFS, we have been 
forced to hold off setting up our INSTOCK 
DEPARTMENT for the present. 
hoped to have this department in full opera- 
tion by this time, for the convenience of our 
present and potential customers. 
time being, deliveries on new orders will have 
to be held up until April. 


We are very pleased with the reception 
LION SANDALS have received from retail- 
ers throughout the country and sincerely 
hope that in the very near future our produc- 
tion can be increased to the point where we 
can handle all orders promptly and efficiently. 
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Develops Orthopedic Shoe 
Store Out of Repair Business 


DetroiItr—A modern store devoted to 
orthopedic specialization, the Old’s 
Foot Health Shop was recently opened 
at 16511 Woodward Avenue in the is- 
land suburb of Highland Park by Emil 
Olds, as the result of a steady develop- 
ment of ideas and experience in this 
special field. The store, with its neat 
arrany of fitting rooms, is unusual! in 
design and attractive in appearance, as 
numerous shoe travelers who have al- 
ready called on the store have unani- 
mously commented. 

Mr. Olds started in the shoe field in 
Detroit eighteen years ago, and was 
with various chain and independent 
stores for four years, when he estab- 
lished a shoe repair shop of his own in 
Highland Park, on Ford Avenue. This 
was gradually expanded as he added a 
small line of shoes. The store was grad- 
ually remodeled and modernized, until 
a few months ago, when he decided to 
devote his entire business to orthopedic 
fitting. 

A location in the RKO Uptown The- 
atre Building, at the center of the up- 
per shopping district of the community, 
was selected. Traffic, both pedestrian 
and vehicular, is heavy at this point, 
and it is right on the main highway— 
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Woodward Avenue. The store is open 
three nights a week because of the un- 
usual shopping concentration here. 

The front of this 32 x 50 foot store 
is plain, with shallow windows showing 
a dignified professional atmosphere that 
matches the interior arrangements. A 
center doorway leads to a roomy store, 
with a row of fitting rooms—four of 
them—-down the right side. Service 
desk, extensive display case, and large 
files for a record of every transaction 
are along the left side. 

The store is predominantly finished 
in natural wood, with medium brown 
trim. Partitions are seven foot in 
height. The upper wall is in light ap- 
ple green, with white ceiling, and 
lighted from suspended fluorescent fix- 
tures. Across the rear of the store are 
three other waiting or fitting rooms, 
used by a chiropodist. 

All stock in the store is concealed. 
Olds carries a number of different lines 
of shoes to give his customers « variety 
of selection. 

Each fitting room is equipped with 
two contrasting straight-backed chairs. 
fitting stool, service table, and smokers’ 
stand. 


John Erwin Boldrick 


San Dteco, Cat.—John Erwin Bold- 
rick, outstanding shoe retailer for 


many decades, passed away here on 
January 6th. He was semi-retired at 
the time of his death. 

With his two brothers, Thomas and 
George, he shared the ownership of 
three stores, Boldrick’s, 1140 Seventh 
Avenue, Thomas Erwin, 407 “C” Street, 
and Boldrick’s Men’s Store, 419 “C” 
Street. 


Gypsies Boil Old Masters’ 
Paintings for Canvas Shoes 


BupDAPEsST.— The newspaper “Uj 
Hirek” (according to a UP dispatch) 
said recently that gypsy thieves had 
taken five old master paintings from an 
uninhabited castle at Bodogkovaralja, 
boiled them in water and used the can- 
vas as uppers for home-made shoes. 

The report said remnants of a paint- 
ing by Velasquez were discovered later 
in a gypsy hut, and four Titians disap- 
peared completely as footwear. 





Sale Draws Overflow Crowd 


BINGHAMTON, N. Y.—A modest-sized 
advertisement of Parlor City Shoe Com- 
pany’s midwinter shoe sale drew such 
a crowd of bargain seekers that the 
management found it necessary to close 
the doors at 11 a. m. to aid in handling 
customers. 
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| Starts Baby Shoe Business 
| In Home 


Eriz, Pa.—Mrs. Marianne Nenhr Par- 
dini decided 18 months ago that she 
would makes shoes for her two-month- 
old son, Brian. So she “hand-tailored” 
a pair for him. Now she turns out 100 
pair a day. 

“It was hot weather at the time,” 
the 30-year-old manufacturer-mother 
recalls, “and Brian’s shoes seemed un- 
comfortable. 

“So I found an old piece of felt in 
the attic, drew a pattern and cut and 
made a pair of sandals. The first pair 
set the policy that has guided the mak- 
ing of all the rest—the idea of making 
a baby shoe that will stay on.” 

Marianne’s friends liked the styling 
of the home-made shoes and partic- 
ularly the idea that they stayed on. 
Their requests for shoes for their own 
children, the satisfaction of those re- 
quests, and the resultant enthusiasm 
started Marianne in business. 


“My initial investment amounted to 
$27,” she disclosed, “which covered rib- 
bons, thread, felt and a few odds and 
end=. I interested a few girl friends in 
the business and we made up a few 
pairs, entirely by hand.” 

The Tots N’ Teens Shop, 908 Peach 
Street, was the first customer. That 
was back in July, 1946. The shoes 
clicked with Erie mothers. 


In addition, however, the shoes are 
now sold in the Boston Store and Trask, 
Prescott and Richardson here; Gim- 
bels, in New York City; and May Com- 
pany, the Rosenbloom Company, and 
the William Tayor Company in Cleve- 
land; the Golden Rule Children’s Shop 
in Buffalo; the J. N. Adams Conipany 
in Niagara Falls, N. Y., to mention 
some of the larger stores. 

Now precision tooled cutting dies 
have replaced the “pinking shears” 
used in the infant days of the busi- 
ness, which has boosted the production 
to 100 pairs per day. Marianne and 
four girls each produce 20 pairs daily. 

In the Spring, “Marianne Infants’ 
Wear” will expand, moving from the 
Pardini home at 145 E. 30th St. to 
separate manufacturing quarters. 





Expansion Brings Shoe Salon 
Into Exclusive Specialty Shop 


DETROIT.—A new leased shoe depart- 
ment has just been opened in Irving’s, 
exclusive women’s wear shop which re- 


| cently moved into their own building 


on Grand Circus Park, after some 20 


| years on Washington Boulevard. The 


DEPT. 


OSMIC CHEMICAL CO. 
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store never had a shoe department be- 
fore, but recently moved into a three- 
story building of their own, at 47 East 
Adams Avenue, and established the 
front of the second floor as a shoe 
salon. The building itself, exception- 
ally. well known to feminine Detroit as 
the home of the Women’s Exchange for 


many years, is designed in an English 
style based on a half-timbered con- 
struction, although a completely dif- 
ferent modernistic first floor facade has 
been installed with a marquee. 

Lessee of the department is Harry C. 
Smith, who was for eighteen years with 
R. H. Fyfe & Company, half a block 
away, as buyer and floor manager of 
the fourth (orthopedic) and third 
(style) floors successively. 

The new department is reached by an 
automatic elevator inside the store 
proper. It is about 30 by 40 feet in 
size, with all concealed stock. Stock- 
room is at one side and a small office 
at the other. Both, like the main sales- 
room, look out upon the park through 
windows given an old English effect by 
the use of small diagonal panes. The 
modern tone of the store, however, is 
established by the use of drapes of 
gray background, with a chartreuse and 
blue design. This particular feature is 
so well thought of in designing circles 
that it is currently being featured in 
an architectural magazine also. 

The salesroom is broken up by a large 
square column which has full-height 
mirrors on all four sides. The far side 
is finished in light walnut panelling, 
while the near side and front are 
plastered in a chartreuse color. The 
rear opens into the lingerie department. 

Carpeting is a light rose-beige. Ceil- 
ing is low, and cut into by three yard- 
square coves with convex sides for in- 
direct lighting. The room is given an 
informal appearance by the use of 
lounge chairs with light finish wood- 
work and light-blue broadloom up- 
holstery. There are several scattered 
display tables, easily moved to allow 
varying display uses. Three rectangu- 
lar shadow boxes are set in the far 
wall, each with a mirror ingeniously 
angled at the rear. 

The department specializes in high 
style shoes. Price range at present is 
$19.95 to $75.00. 


Expand Children’s 
Department Store 


MONTGOMERY, ALA.—Bronson’s, in- 
fant’s and children’s wear store here, 
has announced plans for an expansion 
of its merchandising scope in a new lo- 
cation at 25 S. Court Street, where a 
new building will be completed about 
Feb. 1, 1948. 

Enlarging to a full department store 
for children, the firm, in its new loca- 
tion, will feature a children’s shoe de- 
partment, according to A. I. Rappo- 
port, shoe buyer. 





Jacob J. Kinnaman 


WARREN, 0.—Jacob J. Kinnaman, 60, 
retired Warren, O., shoe store operator, 
died here recently. He was a former 
partner in the Kinnaman and Neal 
Shoe Store in Warren. His widow and 
two sisters survive. 
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Financial Statements 


American Hide and Leather 
Declares Dividend 


Bosto®, MAss.—At a meeting of the 
board of directors of American Hide 
and Leather Company on January 29, 
a quarterly dividend of 75 cents per 
share for the period ending March 31, 
1948, on the outstanding shares of 6 
per cent cumulative preferred stock of 
the company was declared, payable 
March 12 to holders of record of said 
stock February 26, 1948. 

The company reported an operating 
profit of $548,620.85 for the six months 
ended December 31, 1947. This com- 
pares with a profit for the six months 
ended December 31, 1946, of $725,360.93. 


Ohio Leather Officers 
Re-elected; Profits Increased 


YouncsTown, O.—All officers and di- 
rectors of the Ohio Leather Co., in 
nearby Girard, have been re-elected. 
President Frederick H. Becker told 
shareholders the company had a com- 
paratively good year in 1947, with a 
net profit of $1,069,601, as compared 
with $364,903 the previous year. Com- 
pany’s fiscal year ended Oct. 31. 


NATIONALLY ADVERTISED 


D‘' Scholls 
FOOT-EAZER 


LARGEST-SELLING ARCH | 
SUPPORT IN THE WORLD! | 
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For Tired, Aching Feet, Foot and Leg Pains 


Cash in on the greatest name in Foot 
Relief in the world by featuring Dr. 
Scholl’s Foot-Eazer! You’ll have better 
satisfied customers. Retail, $5.00 pair. 
Wholesale, $33.00 dozen. Send for our 
big catalog. It’s full of fast-selling Dr. 
Scholl’s medies, Appliances and 
Arch Supports—and ideas how to 
make Foot Relief pay you big divi- 
dends. Act now! 


THE SCHOLL MFG. CO., inc 


213 West Schiller St., Chicago 10, Ill. | 
62 West 14th St., New York 11, N. Y. 
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Officers renamed, besides Becker, 
are: Ralph H. Ewe, vice-president in 
charge of operations; Philip H. Schaff, 
vice-president and treasurer; T. J. 
Dillon, secretary and assistant treas- 
urer; A. A. Snyder, assistant secre- 
tary; P. N. Knauff, auditor and assist- 
ant treasurer; and David W. Grainger, 
assistant auditor and cashier. 

Directors re-elected are: Mr. Becker, 
Mr. Ewe, Lloyd Booth, W. H. Foster, 
O. F. Gayton, Bertram Lustig, Mr. 
Schaff, Charles F. Smith, R. C. Steese, 
W. W. Thornton, and Paul Wick. 





Chain Declares 
Quarterly Dividend 


ATLANTA, Ga—Directors of Miles 
Shoes, Inc., here, have declared the 
regular quarterly dividend of 20 cents 
a share and a year-end dividend of 45 
cents, both payable January 31. This 
makes a total dividend for the fiscal 
year ending January 31 of $1.25. 





Declare Extra Dividend 


BINGHAMTON, N. Y.—An extra divi- 
dend of $405,000 was voted by the 
board of directors of Endicott Johnson 
Corp. to holders of E J common stock. 

The extra dividend, according to an- 
nouncement by the company, amounted 
to 50 cents a share. It will go to the 
holders of 810,000 shares of E J com- 
mon stock, George W. Johnson, E J 
president, explained. The stock has a 
$25 par value. 

The 50-cent dividend is in addition to 
regular dividend of 40 cents a share 
voted. Total payments to holders of 
common stock, therefore, will be $729,- 
000. 

Mr. Johnson said the extra dividend 
was the first declared by the board in 
“several years.” “Our earnings in re- 
cent years have not permitted the board 
to declare extra dividends,” he said. 





Brown Raises Calfskin Shoe 
Prices Eight Per Cent 


St Louis, Mo.—Following up a pre- 
vious announcement in which it made 
known that firm prices would replace 
an open price policy for shoes delivered 
during January and Febraury a spokes- 
man at the Brown Shoe Company re- 
cently confirmed a report that their 
new wholesale prices on calfskin shoes 
for delivery during the first two months 
of 1948 would be about eight per cent 
higher. 

The informant at Brown Shoe Co. 
stated, however, that the firm was not 
able to predict price levels after Feb- 
ruary, which would be based on the 
raw materials market. 











We make 


JUSTIN BOOTS 


so good 
they walk right out 
of your srore! 


JUSTINS are the boots most 
folks want, because they are real 
western boots... favorites of 
cowhands and cattle kings for 
sixty-eight years. You can make 
more profits with genuine JUS- 
TIN BOOTS because they attract 
the kind of customers who appre- 
ciate fine quality and will pay to 
get what they want. We will ap- 
preciate your inquiry. 


The Justin Boys 


A fast-moving profit-maker 
—— The Justin 


$14.50 


30 days 







Made in U.S.A. 
Design Patent 
No. 129261 


Favorite of avia- 
tors for 10 years. 
Popular for all kinds of sportswear. 
Brown or black calf. Full calf lined, 
crimped vamps, fine fit and feel of fa- 
mous Justin Boots. 


H.J.JUSTINE SONS 


INC 


Box 548, Fort Worth 1, Texas 
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HAPPY EASTER WINDOWS 


¢ with colorful new cards 
¢ with bright new price tickets 


WINDOW CARDS 


In Yellow & Fachsia 
As illustrated 


five other texts 
to choose from 


$1 ea. 3 for $2.25 


Price Tickets 


In matching colors 
and other Spring 


30c dz. $3.00 gr. o 


102 prices in-stock 


CARD HOLDERS 
Natural wood finish 


$2.10 ea. 


WRITE TODAY for Spring circular 
and Sample Tickets 


BOOT & SHOE RECORDER 
MERCHANT’S SERVICE DEPT. 


209 S. STATE ST. 
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Million Dollar Department 
Store Planned in Providence 


PROVIDENCE, R. I.—A large shoe de- 
partment will be one of the features 
of the new Consumer Distribution Cor- 
poration which is being established in 
this city. ‘It is being backed by the 
Rhode Island Cooperative, Inc., formed 
as a project of the Rhode Island Credit 
Union League. 

The Consumer Distribution Corpora- 
tion is planning, stocking and outfitting 
a new million dollar store for the 
project. It is a non-profit corporation 
founded by Edward A. Filene. 

The building now in process of con- 
struction will have three floors, cost- 
ing about $475,000., and is expected 
to be opened to the public next Fall. 
It will have a total floor space of 48,000 
square feet and is expected to do an 
annual volume of between $1,500,000 
and $2,000,000. 

In addition to footwear for the fam- 
ily, the cooperative will have a large 
food department, and electrical appli- 
ances, clothing and wearing apparel, 
house furnishings, furniture, and other 
items. 





Leases New Location 
For Spring Occupancy 
Syracuse, N. Y.—The Salina Sample 
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Shoe Store, owned and operated by 
Myron Lipsy, for 17 years in the shoe 
business on the South Side, known as 
the “Brighton Section,” has leased a 
new corner store at 2801-2807 S. Salina 
Street. 

A new front is being erected and a 
complete remodeling job is now going 
on, and will be ready for occupancy in 
the early spring. The store will have 
about 1500 square feet and basement. 





Hecht Feature Children’s 
Shoe Promotion 

WASHINGTON, D. C.—The Hecht Co., 
Washington, D. C., and Silver Springs, 
Md., used full page newspaper ads, 
direct mail, and special radio broadcast 
for a recent children’s shoe promotion, 
featuring Lee Myers, director of re- 
search for O’Donnell Shoe Company. 

Stressing foot health protective fea- 
tures and scientific design, the promo- 
tion urged mothers to bring their 
children in for a personal posture check 
and shoe fitting by Mr. Myers. 

Commenting on the success of the 
promotion, Jack Osborne, of Hecht’s 
Children’s Shoe Department, said, “The 
response was terrific .. .” 





Family Shoe Store Opened 

ATASCADERO, CAL.—J. L. Burkhardt 
has opened the Family Shoe Store on 
Traffic Way, here. 


Plan Opening 
Waco, Texas, Unit 


Waco, Texas—Opening of a Waco 
unit of the Austin Shoe Stores is 
planned for September at 709 Austin 
Avenue, it has been announced by firm 
officials. Noah Appleton, veteran shoe 
man here, will be manager. 

White marble walls and spacious 
glass-backed display windows will front 
the remodeled building. Hercolite doors, 
set at a new angle in construction, form 
the entrance. Indirect lighting accents 
the two levels of the ceiling while 


fluorescent lighting illuminates the 
sales area. 
Leases Building For 
First Southern Store 
ATLANTA, GA. — The Wise Shoe 


Stores, of New York City, New York, 
has leased a three-story building at 
16-18 North Broad Street, N.W., At- 
lanta, and will open a women’s shoe 
store after the lease of the present 
tenant expires. 

The Wise Shoe Stores, which op- 
erates in large cities throughout the 
East, has never before had a store in 
the South. 
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NOTICE 


_ is 40 Lule difference behwoon SUCCESS and failure 


IF THE TOES DON'T STICK 


IF THE SHANKS DON'T STICK 


IF THE SHOES SQUEAK 


These conditions can be remedied by the use of 


ANCORBOND INSOLE BINDING 


AVAILABLE IN ANY ery 
Sold exclusively 


* BATHARS H. MOORE, JR., INC. 


for better adhesion. 


° MADE ESPECIALLY FOR CEMENT-PROCESS SHOES 


Stoneham 80, Mass. 
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John J. Hurley 


BROCKTON, Mass.—John J. Hurley, 
who retired from the presidency of the 
Hurley Shoe Company of Rockland, 
Mass., some time in the early 1920's, 
died at his home, 338 West Elm Street, 
this city, on January 28. He was 79 
years old. 

Mr. Hurley entered the shoe business 
on the South Shore at the age of 20 
and traveled through the Mid-West as 
a salesman for many years until 1900 
when his father and brothers bought 
the old Rockland Shoe Company and 
changed its name. He then became 
associated with the Hurley Shoe Co., 
successor of the Rockland Shoe Co., 
and, shortly before the first World War, 
became its president. 

Known throughout the South Shore 
district as a generous contributor to 
welfare projects of many kinds, Mr. 
Hurley was a member of the Commer- 
cial Club of Brockton; Seville Council, 
Knights of Columbus; the Order of 
Alhambra of Boston; the Brockton 
Lodge of Elks; and the St. Thomas 
Court, M.C.O.F. He was also a direc- 
tor of the Brockton National Bank and 
the Thorny Lea Golf Club. 





A. V. Ettelbrick 


Casey, ItuL.—August V. Ettelbrick, 
who for many years was associated 
with his father, the late Nicholas Ettel- 
brick, Sr., and family in the shoe manu- 
facturing business with factories in 
Casey, Greenup and Robinson, died 
January 24 at St. John’s hospital 
where he had been a patient since Jan. 
10. 

He attended the SS. Peter & Paul’s 
school here. After moving to St. Louis 
he was graduated from St. Louis Uni- 
versity in 1925 and was admitted to the 
bar in that year. His father, Nicholas 
Ettelbrick, Sr., died suddenly last No- 
vember. 
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Surviving are his widow, Kathryn J.; 
a daughter, Kathryn Regina, and a son, 
Robert, all of Casey; three brothers, 
Rev. Rena Joseph Ettelbrick, Washing- 
ton, D. C.; Rev. Albert Ettelbrick, of St. 
Patrick’s church at Decatur, and Nich- 
olas F. Ettelbrick, Jr., Greenup, and 
two sisters, Mrs. Ernest R. Hiltebrand, 
Springfield, and Mrs. Marie Willen- 
borg, Greenup. 





Lawrence J. Niehoff 


CINCINNATI, O.—Lawrence J. Nie- 
hoff, 51, for the past 25 years a sales- 
man and executive of the Krippendorf- 
Dittmann Company, manufacturers of 
women’s shoes, died of a heart ailment 
at his home here on January 26. 

A Marine veteran of the first World 
War and a member of the Ohio Shoe 
Travelers Association, Mr. Niehoff both 
in business and social capacities gained 
the respect and friendship of a wide 
circle of acquaintances. As a salesman 
for the Krippendorf-Dittmann Com- 
pany, he covered for many years the 
territory which includes Ohio, Pennsyl- 
vania and part of New York. 

In notifying the sales personnel of 
Krippendorf-Dittmann of Mr. Niehoff’s 
death, the firm said, in part, “Law- 
rence in every way was a grand char- 
acter, with exemplary habits, had the 
unswerving confidence of all his cus- 
tomers, and the finest admiration from 
his business associates with whom he 
was in daily contact for so many 
years.” 

He leaves his widow, Mrs. Marie 
Glaser Niehoff; a daughter, Mrs. Rich- 
ard Grote; two sons, Gregory L. and 
Ralph; three sisters, Mrs. J. E. Mc- 
Cafferty, Mrs. John McClure and Mrs. 
Joseph Gels; and three brothers, Ed- 
ward, Gregory R. and Theodore. 





Ella Ziebel Troy 
New YorK.—Ella Ziebel Troy, 51, 


wife of Seymour Troy, president of 
Setroy, Inc., and Bench Maid, Ltd., shoe 
manufacturing firms in New York, died 
recently at her home, 1 University 
Place, after a long illness. 

The day after Mrs. Troy’s death, the 
two factories, the leased departments 
operated by Setroy, Inc., in New York, 
Beverly Hills, and the Seymour Troy 
salon in Washington, D. C., were closed. 

Mrs. Troy is survived by her wid- 
ower, a daughter, Louise, two brothers 
and a sister. 





A. F. Hoeflich 


BALTIMORE, Mp.—For the past 54 
years associated with P. H. Volk & 
Company, here, A. F. Hoeflich died Jan- 
uary 15 after an illness of several 
months. He was buried from his resi- 
dence at 3210 Montabello Terrace. 

Mr. Hoeflich was a sales representa- 
tive of P. H. Volk & Company in the 
State of Virginia and the territory ad- 
joining the main line of the B & O 
Railroad for 44 years, gaining a wide 
acquaintance and host of friends. For 
the past ten years he was in the home 
salesrooms of P. H. Volk. 





George W. Miller 

RocHester, N. Y.—George W. Mil- 
ler, Sr., who formerly operated the 
Miller Last Works, died January 28 at 
the age of 84. His father, the late 
John Miller, established the company 
in 1876. George Miller bought the 
business in 1890 and operated it until 
five years ago when he retired and dis- 
continued the firm which was located 
at 14 Commercial St. 

Mr. Miller was an inventor of shoe 
manufacturing machinery and held 
patents on various styles of shoes. His 
firm specialized in women’s and child- 
ren’s shoes. He was a member of sev- 
eral shoe manufacturers’ associations. 
Two daughters and a son survive. 
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REPLACE YOUR 
WORN ALUMINUM 
FILTER TREAD !! 


This is an important part of your 
X-Ray machine cnd must be re- 
placed when worn. 
Cost is low... 
you can install it yourself 
Correct replacement tubes in 
stock for all models. 


Type B-2 Special Screens 
M. B. ADRIAN & SONS 


2507 S. Howell Avenue 
Milwaukee 7, Wisconsin 

















Children’s Shoe Store Sells Quality 





The personnel of the Lasky shoe store, in St. Louis, discusses fitting problems 
and makes arrangements for the day's activities, before opening up in the morning. 
With customers that range from the very young to ‘teen-agers, the store carries 
merchandise to cover a wide variety of needs; e.g., note the accessory section. 


St. Louis, Mo.—One of the most suc- 
cessful children’s shoe stores in the St. 
Louis area is that operated by the 
Lasky Bros. at 6633 Delmar Blvd., Uni- 
versity City. Located in the wealthy 
suburb for the past 14 years and in its 
present modern surroundings for the 
past three, Charles Lasky, president of 
the firm, attributes its continued suc- 
cess to an emphasis on quality rather 
than price. 

“Despite the fact that many parents, 
regardless of their income bracket, 
think that children’s shoes should be 
cheap,” he explains, “we have found 
that it paid us to play up quality and 
play down price.” This policy has been 
adhered to since the store was founded. 
Prices are never mentioned in news- 
paper ads and shoes displayed in the 
window are never marked with a price 
tag. 

By leaving the price tag off the shoe, 
Mr. Lasky believes, you not only are 
helping to make the name of your 
store synonymous with the word “qual- 
ity” but by the absence of a price tag 
you are creating an additional! lure in 
the mind of the potential customer 
which is likely to stimulate her desire 
to come into the store to ask the price— 
and, very likely, purchase the shoe. 


Another reason for playing down 
price in the merchandising of children’s 
shoes, observes Mr. Lasky, is that the 
degree of price resistance which has 
been evidenced in women’s shoes since 
the end of the war has not been noted 
in children’s shoes. 


The only exceptions to the complete 
absence of price marks in promoting 
shoes in the store came in the pre-war 
years when Lasky Bros. mentioned 
price in twice yearly reductions of 10 
per cent which were advertised by di- 
rect mail. “And even then,” Mr. Lasky 
pointed out, “our direct mail pieces, for 


the most part, went to our regular cus- 
tomers as a means to help clear our 
stocks, rather than to promote new 
business.” 

While the size of the store’s sales 
volume and number of juvenile cus- 
tomers during the late afternoon rush 
period—its stockroom capacity is ap- 
proximately 3500 pairs—might give 
the impression of a cut-rate op- 
eration to a casual observer, a glance 
at the inventory would quickly dispel 
any such notion. 

Building a volume children’s busi- 
ness with quality as the essential draw- 
ing power has not been a fast process, 
Mr. Lasky observes. Fourteen years 
ago, when the firm launched its opera- 
tion traffic was small and dollar volume 
was low. The firm had to educate its 
customers to the advantages of pur- 
chasing from Lasky Bros. A part of 
this educational program was making 
the parent aware of the store’s consci- 
entiousness in obtaining a proper fit and 
its comprehensive record system of foot 
sizes for every juvenile customer. 

In addition to experienced salesmen, 
Lasky Bros. also uses an X-ray ma- 
chine. 

A separate card for each juvenile’s 
foot size is maintained and following 
every trip into the store the card is 
brought up to date to record the new 
size of the growing foot. This card file, 
Mr. Lasky points out, is the exclusive 
duty of a girl who devotes all of her 
time to the task. In most instances, he 
says, each card is changed every three 
months. 

The reputation for accurate records 
and competence in obtaining correct fit 
have circulated among neighborhood 
orthopedic physicians as well as par- 
ents of juveniles, with the result that 
recommendations from the latter also 
have helped in building a sizable vol- 
ume on corrective shoes. 
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Still another result has been a siz- 
able mail-order business from parents 
of children who have moved away 
from St. Louis, who continue to buy 
their shoes from Lasky Bros. 

Just selling the parent, however, is 
not enough in making a success of a 
children’s shoe store, Mr. Lasky says. 
“You have to please the child, -too; 
make him happy while he is in the 
store and build up his desire to return.” 
Lasky Bros. accomplishes this in a 
variety of ways. 

In the first place, children do not 
suffer for lack of attention in the store. 
They are treated like kings and have 
the ‘run of the spacious salesroom 
which seats 35 with an assortment of 
comfortable chairs and settees gradu- 
ated in size to accommodate children 
of various ages up to adults. 

To keep the children contented while 
they are waiting for a fitting the store 
employs illuminated shadow boxes 
around the walls which are changed 
every four months. Circus life, de- 
picted in cardboard cut-outs, the 
Mother Goose tales or some similar 
juvenile appealing subject usually is 
featured. 

Because of the store’s easy accessi- 
bility on heavily trafficked Delmar 
Blvd., which is a main artery from 
deep in St. Louis County into down- 
town St. Louis, much of the business 
comes from other parts of the city as 
well as the immediate vicinity. 

Despite the emphasis on quality and 
repeat customers most of the store’s 
business is cash. As an accommodation 
to mothers of the juvenile clientele 
ladies’ stockings and accessories are 
also carried, and to insure smart buy- 
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ing a special buyer of the firm, Miss 
El Fric, is sent to market four times a 
year. 

Charles Lasky, president of the firm, 
has spent most of his life in the shoe 
business; part of it as a traveling 
shoe salesman and later in the shoe de- 
partment of Stix, Baer & Fuller, a St. 
Louis department store. His brother, 
Dan Lasky, secretary-treasurer, for- 
merly was associated with Swope Shoe 
Co., St. Louis. The other officer in the 
firm is Larry New, vice-president. 


John W. Wood 


AUBURN, Me.—John W. Wood, presi- 
dent of the Wood & Smith Shoe Com- 
pany which he organized in 1919, died 
on January 29 at his home in this city 
following a long illness. He was 71 
years old. . 

Mr. Wood, who was born in Malton, 
Ontario, moved to Freeport, Me., when 
a boy and, after graduating from the 
Freeport high school, became associated 
with A. W. Shaw & Company, of that 
town. In 1912, he joined the sales 
staff of the Stetson-Abbott Shoe Com- 
pany, and five years later he became 
president and general manager of the 
Norway Shoe Company, of Norway, 
Me., from which position he resigned 
to form his own company. 

He had been vice-president of the 
Portland Morris Plan Bank, was one of 
the founders of the Lewiston, Me., bank 
and a director of the Manufacturers’ 
Nationa] Bank, also of Lewiston. Mr. 
Wood also was active in various Ma- 
sonic orders. 





Harry G. MacDonald 


Fort WAYNE, IND.—Harry G. Mac- 
Donald, a well-known shoe man in the 
Middle West, died January 21, after an 
operation in a Fort Wayne hospital. 
He had been ill for nearly two years. 

Born near Saginaw, Michigan, Mr. 
MacDonald learned the shoe business 
at R. H. Fyfe & Company, in Detroit. 
After several years as shoe buyer for 
the Dayton Company, Minneapolis, he 
operated the shoe department-in Kil- 
patrick’s department store, Omaha, Ne- 
braska, for five years. More recently 
he had been in carge of shoe depart- 
ments of Edward Minas, Hammond, 
Ind., and Wolfe & Dessauer, of Fort 
Wayne. 





E. H. Massar 


LitTLe Rock, ARK.—E. H. Massar, 
60, general manager of the Rose Slip- 
per Shop, Inc., died recently. 

Mr. Massar was born here in 1887. 
He started working for Kempner’s Shoe 
Store as bundle wrapper at the age 
of 13 and was in continuous service 
until 1926, at which time he became 
affiliated with the Rose Slipper Shop as 
secretary and general merchandise 
manager. 

A bachelor, Mr. Massar is survived 
by one uncle. 
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leother soles. . . grein 
leother innersoles 
ploin toe, 5-eyelet bluchert 
Picin white cortons; sizes 
6 to 12, tot #6161. 
Immediote delivery. 


Order Now! Today 
PILOT SHOE CO. 


31 Hopkins Ploce + Baltimore 1, Md. 
‘ Honest - mode Since 1899"" 














MEN'S SHOES 


~~ 





WL COuGiss FEnot CO. SROCKTON 5. mass 





| West Const OGces, 40! 402 Hass Bidg. Low Angeles 14. Ce 








New York Ofbces, 108-510 Marbridge Bidg.. New York |. NY 








Mealy 


ee ee 


JOBS 


lie ee idl i ail 








QUALITY SHOES 


SINCE 1932 


We sell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation's lead- 
ing monvufacturers. 
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1215 Washington Ave. 
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BROWN KID ROMEOS 
Leather quarter back, leather Insole, heavy 
leather soles, brown rubber heel. 
SIZE INS—Dally or Weekly 















PER DOZ. Delivery” 
FRhinestone Creations 


751 N. 39th St., Phila. 4, Pa. 








Annual Dollar Sale 
Draws Heavy Response 


CHEYENNE, Wyo.—The annual “two- 
for-one” shoe sale staged as a January 
clearance promotion by The Bootery, 
1609 Capitol Avenue, drew the greatest 
response in its history this year, the 
management reported. 

Customers are permitted to select 
from the entire stock of fall and winter 
shoes during the sale, including dress 
shoes, sport shoes, pumps, sandals, 
platforms and wedgies. Purchase of one 
pair of shoes at the regular price en- 
titles the patron to her choice of an 
additional pair for $1. 


E-J Plans Over Thousand 
Homes for Employees 


ENpicott, N. Y.—Endicott Johnson 
Corp. will construct at least 1050 homes 
for its employes over a five-year period, 
it was announced by Charles F. John- 
son, Jr., vice-president and general 
manager. Total cost of the building 
operation ts expected to exceed $5,000,- 
000. 

Mr. Johnson said that 1050 applica- 
tions for homes are now on file and 
that about 100 homes will be built in 
Johnson City and 100 in Endicott each 
year. Twenty-six have already been 
completed. The homes are sold to em- 
ployes at cost and financed at 3 per cent 
interest. 


Joins O’Sullivan Rubber 


WINCHESTER, VA. — V. R. Childress 
has been appointed manager of Indus- 











trial Plastics Sales of O’Sullivan Rub- 
ber Corporation. 

Mr. Childress was formerly with the 
B. F. Goodrich Chemical Company in 
the Geon Polyvinyl Materials Sales De- 
partment before joining O’Sullivan. 





Says Nearly Five Per Cent 
Of St. Louis Output Exported 


St. Louis, Mo.—Two to five per cent 
of the total volume of shoe output by 
St. Louis shoe manufacturers goes into 
foreign trade, according to a recent 
survey made by Oscar C. Orman, sec- 
retary of the St. Louis Shoe Manufac- 
turers’ Associations. 

In an article in St. Louis Commerce, 
publication of the St. Louis Chamber 
of Commerce, Mr. Orman explained 
that for 40 years shoes have been ship- 
ped from St. Louis to foreign markets, 
with the trend being started in 1907 
by International Shoe Company and 
followed in 1915 by Brown Shoe Com- 
pany. 

Mr. Orman’s article stated: “Of all 
the 31 companies queried, 28 are pres- 
ently engaged in exportation, and 13 
firms can claim 10 to 15 years of suc- 
cessful foreign business.” 


Remodeling Store 


BiLoxi, Miss.—A remodeling pro- 
gram is under way at the Smart Shoe 
Store here. The interior is being re- 
finished and a new plate glass front is 
being installed. The shoe store is owned 
by M. Ed Rosenblum, with Mrs. Beulah 
Dubois, manager. 





Shoes Enter Metropolitan Art Museum 


New York—Shoe styles from the second and fourth decades of this century 


made up the footwear collection which was recently presented to the Metropolitan 
Museum of Art by Irving E. Grossmann, president of the Guild of Better Shoe 
Manufacturers. Mr. Grossmann is shown with Horace H. F. Jayne (right), vice- 
director of the Metropolitan Art Museum. The shoes will be placed in the shoe 
room of the Costume Institute's study storage. 
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Neus of the Salesmtt and Syypoliers 


Cc. R. Gamble Elected Pres- 


ident of Brown Shoe Co. 


St. Louis, Mo.—Clarke R. Gamble, 
54, has been elected president of the 
Brown Shoe Co. He joined the firm in 





CLARKE R. GAMBLE 


1919 following his return from the 
Army of World War I, where he served 
as a First Lieutenant of Infantry with 
the Second Division. 

John A. Bush, president of Brown 
Shoe Co. since 1915, has been elevated 
to the board chairmanship, a position 
which has been vacant since the death 
of the firm’s founder, George Warren 
Brown, in 1921. 

Mr. Gamble started his career with 
Brown in the advertising department 
and then moved over to sales promotion 
and later advanced to the position of 
sales manager of the western division. 
He was elected to the directorate in 
1936 and the following year became 
vice-president in charge of sales. He 
has been a member of the company’s 
executive committee for the past 10 
years. 

Mr. Gamble is married and the father 
of two daughters. An active church 
and club member he belongs to the 
Centenary Methodist Church, the Belle- 
rive Country Club, Racquet and Uni- 
versity Club. 

With the announcement of Mr. 
Gamble’s promotion the directors of 
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Brown also made known the election of 
Eugene R. McCarthy, vice-president in 
charge of manufacturing and finance, 
to the vice-chairmanship of the board 
of directors. 





Rand and Monnig New Vice- 
Presidents of International 


St. Louis, Mo.—Henry H. Rand and 
Robert O. Monnig were elected vice- 
presidents of the International Shoe 
Company’s annual meeting of stock- 
holders and directors recently. Mr. Mon- 
nig was also re-elected comptroller, and 
both men retained their positions of di- 
rectors, along with 18 other directors 
who were re-elected. 

The membership of the board of di- 
rectors was reduced from 25 to 20 by 
the retirement of four members under 
the company’s plan for retirement at 
the age of 65, and the death of a fifth 
member. P. B. Jamison retired as vice- 
president but remains on the board of 
directors. 

Mr. Rand, a son of Frank C. Rand, 
chairman of the board, came with the 
company in 1929 after graduating from 
Vanderbilt University. He has been 
with International continuously since 
that time, serving in various depart- 


ments. He became a director in 1945. 

Mr. Monnig, with the exception of 
a short time after his service with the 
Navy during the first World War, has 
been with the company since 1914. He 
was made comptroller in 1939 and a 
director in 1940. 


Named Vice-President of 
Irving Drew Corporation 


New York.—Nathan J. Levy has 
been made a vice-president of the Irv- 
ing Drew Corporation, Lancaster, O., 
after more than 25 years service as 
Eastern sales representative. Mr. Levy 
is also a director and stockholder in 
Dr. Hiss Shoes, Inc., and president of 
the Air-o-Pedic Shoe Shop, Inc., in 
Newark, N. J. 

Mr. Levy is well-known in the shoe 
industry throughout the East. He be- 
gan his career in 1907 as a stock boy 
for Milton J. Meyer & Company, of 
Reade Street, and then was, succes- 
sively, an assistant buyer for a shoe 
retailer, assistant buyer and sales 
manager for a wholesale shoe firm, and 
a Brooklyn shoe manufacturer. He 
joined the Irving Drew Corporation in 
1920. 





1948 Officers of NESLA Elected 





Officers for 1948 elected at a recent meeting of the New England Shoe and 
Leather Association, in Boston, are (left to right): Treasurer—A. W. Berkowitz, 
Bourque Shoe Company, Raymond, N. H.; vice-president—Frank $. Shapiro, Con- 
solidated National Shoe Corp., Boston; president—Daniel J. Danahy, The Joha 
Foote Shoe Co., Brockton; vice-president—Paul O. MacBride, Milford Shoe Com- 
pany, Milford; executive vice-president and secretary—Maxwell Field. 

The third vice-president of the Association not included in this pictere is J. 
Franklin McElwain, J. F. McElwain Company, Nashea, N. H. 


is7 








Appointed Eastern 
Sales Representative 


New York.—Henry Abrams has been 
appointed sales representative in the 
Eastern territory for the Mel Preston 
Shoe Corporation, Brooklyn, it was 
made known here by Preston Beyer, 
president. 

Mr. Abrams was a captain in the Air 
Corps in the United States Army and 
formerly was connected with DePinna 
and Dunhill. Mr. Abrams’ temporary 
office will be in the Marbridge Building. 





Named Controller 
Of Brown Company 


BERLIN, N. H.—Howard G. Brush of 
Grosse Point, Mich, former vice-presi- 
dent and treasurer of Motor Products 
Corporation, Detroit, Mich, has been 
elected Controller of Brown Company, 
and of its Canadian _ subsidiary, 
Brown Corporation, manufacturers of 
paper and pulp and allied products. 





Assumes New Position 
Dungan, Hood & Co. 


PHILADELPHIA, PA.—Dungan, Hood & 
Co., Inc., of 240 West Susquehanna 
Avenue, Philadelphia, announce that 
William H. Edmunds, Jr., has been 
placed in charge of purchasing both 
raw stock and factory supplies. 

Mr. Edmunds, who has been with 
Dungan, Hood & Co. for 25 years in 
their manufacturing department, takes 
the place of L. J. Loper who has sev- 
ered his connection with the company 
in expectation of establishing his own 
import-export business. 





Dunn & McCarthy 
Elects Officers 


AUBURN, N. Y.—At a recent meet- 
ing of the board of directors of Dunn 
& McCarthy, Inc., women’s shoe manu- 
facturers, W. M. Emerson was elected 
president of the company. 

Other officers elected were: J. T. Gor- 
man, vice-president and general sales 
manager; T. S. Tallman, treasurer; 
D. A. Embury, secretary; C. F. Bar- 
nett, assistant treasurer; and Mr. Tall- 
man, assistant treasurer. 





Opens Office with New Line 


Boston, Mass.—Morris W. Smith, 
creator of the Paulan line of shoe 
specialties, has entered the shoe field 
with a line of Goodyear welt and sport 
shoes for the volume trade, featuring 
saddle oxfords, nurses’ oxfords and 
loafers. 

He has opened a new office at 166 
Lincoln street where he will continue 
with the Paulan line and create new 
shoe ornaments featuring metal and 
rhinestone buckles for side ornament. 


Finds U. S. Shoes Popular 
On South American Tour 


Making long jumps by plane and 
shorter ones by train and even bus, 
Joseph Kaplan, president of the Colo- 
nial Tanning Company, recently com- 
pleted a seven-week tour of South 





JOSEPH KAPLAN 


America during which he took the first 
steps leading to the establishment of 
new sources of raw material and new 
outlets for the leathers manufactured 
by the company which he heads. Ac- 
companied by his wife, he covered the 
Argentine, Brazil, Uruguay, Peru and 
Chile. 

All of these countries, he said, have 
vast but largely undeveloped resources 
and, except in a few sections, have a 
job of industrialization to do which 
presents American capital with a real 
opportunity for investment when politi- 
cal conditions become stabilized. 

While the manufacture of footwear 
has increased greatly in some of these 
countries, Mr. Kaplan found that the 
people like and want shoes made in this 
country. South American quality 
standards, he commented, are some- 
what lower than those of the United 
States. The same is true of the leather 
manufactured there. 


Elected Controller of 


Brown Company 


BERLIN, N. H.—The Brown Company, 
manufacturer of shoe innersoles and 
many paper and pulp products, has an- 
nounced the election of Howard G. 
Brush of Grosse Point, Mich., former 
vice-president and treasurer of the 
Motor Products Corp. in Detroit, as 
controller of the local company and its 
Canadian subsidiary, Brown Corp. 

An expert in accounting and finance 
for the past 20 years, Mr. Brush, be- 
fore joining Motor Products Corp. in 
1942, had been connected with Ernst 


& Ernst and Price, Waterhouse & Co.. 


He is a graduate of the Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania. 


Appointed Women’s Shoe 


Buyer for Melville 


New YorK — Andrew G. McGill of 
Worcester, Mass., has been appointed 
women’s shoe buyer of Melville Shoe 
Corporation, according to an announce- 
ment made recently from the company’s 
New York headquarters. He replaces 
Maurice Wit, who has resigned. 

Mr. McGill has been in the shoe busi- 
ness for 34 years, with the exception 
of two and one-half years in military 
service’ during the First World War. 
He has been with Melville since Sep- 
tember 27, 1927, when he was engaged 
as manager of its Thom McAn shoe 
store in Burlington, Vt. Several months 
after that he was made a field repre- 
sentative, a sales specialist who sup- 
plemented the regular district super- 
visors in merchandising women’s shoes, 
at that time a new phase of the McAn 
operation. 

In January, 1932, Mr. McGill was 
promoted to assistant buyer and dis- 
tributor of women’s shoes. His premo- 
tion to buyer became effective Febru- 
ary 2, and he will continue to have 
his office at the company’s warehouse 
in Worcester. 


Haverhill Company 
Being Reorganized 

HAVERHILL, Mass. — G. J. Toscano, 
treasurer of Edward Roberts, Inc., local 
manufacturers of the “Robbins” line 
of casuals, announces the liquidation 
of this firm and the incorporation of 
the business under a new name—Robb- 
Way, Inc. President and general mana- 
ger of the new firm, as of the old, will 
be Edward W. Roberts. The same line 
will continue to be made at the same 
address, 67 Washington Street, this 
city. 

Other executives of the old firm who 
will carry on with the new company 
are Ernie Cooksey who will continue 
to travel the same territories; and Mr. 
Toscano. New York city offices main- 
tained by the old firm in the Empire 
State and Marbridge buildings will be 
closed. 


Sandler Purchases 


Tenth Factory 


Boston, Mass.—Jack Sandler, presi- 
dent of Sandler of Boston, has an- 
nounced the purchase of the Landa 
Shoe Manufacturing company, in con- 
junction with Louis Horowitz. 

The Landa firm, making slip-lasted 
shoes, is located in Webster, Massa- 
chusetts and will be under the super- 
vision of Mr. Horowitz. Styling, sales 
and merchandising will be handled by 
Sandler of Boston. 

This new addition follows the recent 
acquisition of the Beacon Hill Shoe 
Corp. and makes the tenth factory in 
the Sandler manufacturing set-up. 
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Announces Candidacy for 
Republican Committeeman 


Sr. Louis, Mo.—Howard V. Stephens 
of the Johnson, Stephens and Shinkle 
Shoe Company here announced recently 
his candidacy for Republican National 
Committeeman from Missouri. 


Appointed to 4-A 


Research Post 


Boston, Mass.—Richard L. Edsall, 
vice-president in charge of research of 
the James Thomas Chirurg Company, 
Boston and New York advertising 
agency, has been appointed to the Na- 
tional Committee on Research of the 
American Association of Advertising 
Agencies, effective April 1, 1948. 

Mr. Edsall is a graduate of Harvard 
University, Class of 1926. He joined 
the Chirurg agency in 1935 and shortly 
thereafter was appointed research di- 
rector. In 1944 he became a vice-presi- 
dent. He is a former National Member- 
ship Chairman of the American Mar- 
keting Association and has also been 
Secretary and Member of the Board 
of the Association’s New England 
Chapter. 


Knipe Bros. Salesmen 
Now Cover Country 


Warp HILL, Mass.—Morris Oberfield, 
in charge of sales for Knipe Bros., Inc., 
announces that with eight new sales 
representatives appointed during the 
last year his company now has active 
sales representation in every section of 
the United States. The complete line- 
up is: 

New England—Crawford Ferguson 
and Grover B. Todd; East Central— 
Nat Berg, Charles N. Oberfield, I. F. 
Oberfield and Sam M. Slosberg; South- 
east—J. B- Walker and W. L. Knipe, 
Jr.; North Central—B. K. Hubbard, 
Robert Sahlfeld, B. R. Taylor and Al 
E. Piper; South Central—James Duval 
and Sol Berry; Southeast and Pacifice— 
Ray D. Bowen and Ray G. Allen. 

Ward Hill advertising will appear in 
national publications every month for 
the balance of 1948 and an elaborate 
program of dealer helps has been 
worked out. 


Preston E. Goodrich 


CHESTER, N. H.—Preston E. Good- 
rich, 71, former shoe manufacturing 
executive, died recently at his home 
after a brief illness. 





Continues Selling While On Vacation 





Here is F. J. Rueping (left) as he recently filled owt an order for the signature 
of A. La Force (right), of the Western Boot Company, Tucson, Arizona, where 
Mr. Rueping is spending his Winter vacation. 


Fonp Du Lac, Wis.—F. J. Rueping, 
chairman of the board of the Fred 
Rueping Leather Company of this city 
is enjoying a Winter vacation in Tuc- 
son, Arizona, where, despite the fact 
that business is supposed to have been 
relegated to the background for the 
time being, he recently took time out 
to call on the Western Boot Company 
of that Southwestern city and write 
an order for Rueping leather to be used 


February 15, 1948 


in the manufacture of cowboy boots. 

Mr. Rueping recently completed his 
59th year with the Rueping firm. He 
joined the company November 1, 1888, 
served as president from 1912 to 1943, 
and became chairman of the board of 
directors November 1, 1943, when C. F. 
Van Pelt was made president. He is 
very much intérested in the business 
and plays an active part in guiding 
its course. 
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| @ GOODYEAR WELT e 
SADDLE OXFORDS 





3.35 Net 
In Stock 
Net 30 Doys 






| * Genuine Leather Innersoles 
* Selected White Elk 

* White Rubber Soles 

* A to C. Sizes 4 to 9 


#205 Black Seddie and Backstey 
#213 Brown Seddie and Backstoy 
Minimum order 18 pair 


MORRIS W. SMITH 


166 Lincoln S#. Boston 11, Mess. 
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|| @ GOODYEAR WELT @ 
WHITE NURSES OXFORD 


3.75 Net 
P In Stock 

- Net 30 Days 

* Selected White Ek 

* Flexible Construction 

* AA to C. Sizes 4 to 9 

* Duflex Napline Soles 
12/8 White Ivory Heel 
Minimum order 18 Pair 


MORRIS W. SMITH 


166 Lincoln St. Boston 11, Mass. 

















Joins Staff of R. D. Northrop 


Boston, Mass.—Lewis E. Kingman 
has joined the staff of R. D. Northrop 
Company, advertising agency here, as 
an account executive. Mr. Kingman 
brings to the firm a wealth of experi- 
ence as advertising manager and pub- 
lishers representative. 
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Met's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 














GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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SENSATIONAL 


White Dry Shoe Cleaner 





Retail 


Cost, $1.85 Dz. — $21.00 Gr. 
ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY | 


S & M CHEMICAL CO., Inc. 


2900 S. Michigan Ave., Chicago, Ill. 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 

ICAGO 4 


209 So. STATE ST. CH 
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Personnel Notes 





George Kerr, sales manager of the 
Goodyear Tire & Rubber Company’s 
shoe products division, has assumed the 
direction of sales to the shoe manufac- 


GEORGE 
KERR 





turing trade, a position formerly held 
by Albert Kayser who passed away in 
December. 

Mr. Kerr will work in association 
with Charles Marks, manager of sales 
to the jobber trade. Until this time, 
Mr. Kerr’s experience has been largely 
with the shoe repair aspects of the shoe 
industry. It remains undecided whether 
he will permanently add the new duties 
to those of sales manager. 

* . 7 

John R. Thompson has joined the 
sales organization of Roberts, Johnson 
& Rand, it was announced recently. 


JOHN R. 
THOMPSON 





Mr. Thompson will cover the New 
England states, handling the entire line 
of nationally advertised brands. He 
will work out of the New England 
office, 111 Lincoln Street, Boston, Mass. 

Mr. Thompson has been associated 
with Lane Bros Company of Boston for 
the past sixteen years, and is well 
known to the New England trade. 

* + * 

Acrobat Shoe Company, division of 
General Shoe Corporation, Nashville, 
Tennessee, has announced the appoint- 
ment of Edward H. Yaeger as its repre- 


EDWARD H. 
YAEGER 





sentative in Kansas, Western Missouri 
and Eastern Oklahoma. 

Mr. Yaeger brings a wide background 
of children’s shoe experience with him 
as he assumes his new duties. He was 
formerly vice-president of Wolf-Yaeger 
Shoe Company of Pilot Grove, Missouri, 
manufacturers of children’s shoes. 

Hill Scoggin, who has been traveling 
this territory, has been transferred to 
the North Georgia and South Carolina 
territory. 

* > > 


Sam Korb was recently appointed as 
California and Arizona representative 
for the Superior Shoe Co., Chicago, II. 





He will handle the firm’s nationally 
known children’s lines of Goodyear 
welts and pre-welts. 

Mr. Korb was formerly with the Sol- 
nit Shoe Co., Los Angeles, and prior to 
that he was with the Weyenberg Shoe 
Co., Chicago, Ill. He has also repre- 
sented Schwab Shoe Co., Brown Shoe 
Co., and Ted Saval of California. 
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Women’s Loafers 


ADDED TO OUR SUPERB LINE OF 
MAINE MADE MOCCASINS 


$3.40 





#1194 Red 3'/2-9 
#1185 Russet 3'-9 
2 widths medium (B) narrow [AA) 
Side buckle Littleway loafer 
Panolene sole (2 row stitch) & heel 

















| Buy Savings Bonds 
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Florsheim Receives 
Brand Name Awards 


New YorK. — “Florsheim” shoes, 
made by The Florsheim Shoe Company 
of Chicago, Illinois, since 1892, was 
among the 29 brand names which re- 
ceived the Brand Names Foundation’s 
Certificate of Public Service for 50 or 
more consecutive years of service to 
the American consumer, at a dinner 
held at the Chicago Club of Chicago, 
Illinois, on January 15. 

The dinner, sponsored by the Board 
of Directors of the Brand Names Foun- 
dation, Incorporated, of New York City, 
was held in conjunction with the Foun- 
dation’s first meeting of the calendar 
year. ? 

A Certificate of Public Service was 
presented to J. W. Wallace, vice-presi- 
dent of The Florsheim Shoe Company, 
by Theophil H. Mueller, chairman of 
the Foundation’s Executive Committee, 
and President of Julius Kayser and 
Company, before more than 200 busi- 
ness and industrial leaders of the Chi- 
cago area. ; 





Special Air Shipment Rate 
For Shoes to Geneva 


NEw YorRK.—Special rates for the air 
shipment of shoes, overshoes and slip- 
pers, between Geneva and New York 
have been established by Seaboard & 
Western Airlines, Inc., in a new sched- 
ule of basic all commodity rates filed 
with the Civil] Aeronautics Board, it 
was announced recently by Arthur V. 
Norden, executive vice-president. The 
new rates cover mountain-climbing and 
ski shoes. 


Enlarge Production Facilities 


WILMINGTON, Det. — It was an- 
nounced recently that the Diamond 
State Tanning Company, Inc., kid 
manufacturers, of Wilmington, will en- 
large their present plant by the addi- 
tion of a new and modern two story 
building to be erected in the rear of 
the present factory. The company has 
just completed enlarging their ware- 
house and adding a second floor to this 
building for storage purposes. 

The company now employs 300 people 
and manufactures a full line of glazed 
and suede kid. The officers of the com- 
pany are: Louis Halle, chairman of 
board; Henry Halle, president; Otto B. 
Hasse, secretary and treasurer. 





Manager of A. C. Lawrence 


PEABODY, MAss.—Thomas J. Moore 
has been appointed manager of the 
A. C. Lawrence Leather Company store 
in New York. Mr. Moore succeeds the 
late Fuller E. Jarbeau, who died re- 
cently. 

Mr. Moore is well-known in the shoe 
and garment trades, having been with 
the A. C. Lawrence Leather Company 
over a period of twenty-five years. He 
served in World War I, and is also a 
veteran of World War I. 
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Management of Newly Formed 
Cellini, Inc., Named 


New York — The organization of 
Cellini, Inc. (the new firm name of 
Sbicca, of Philadelphia, which was pur- 





HAROLD H. CALLAHAN 


chased by a group of stockholders 
headed by Harold H. Callahan — see 
page 95, Boor AND SHOE RECORDER, 
February 1) was recently announced 
by Harold H. Callahan, president. 
Vice-president of the Cellini firm is 
Harry By Sanford, formerly associated 
with both Julian & Kokenge and J. P. 
Smith, and for the past 10 years con- 
nected with Sbicca, Inc. Mr. Sanford 
will continue to travel the Middle West 
and Far West territories as a salesman, 





HARRY B. SANFORD 


with headquarters at the Seneca Hotel 
in Chicago. 

Max Rosenthal, who was associated 
with the Sbicca company for 10 years, 
has been appointed general factory 
manager in charge of the Philadelphia 
plant. 

Henry Baroni, who was formerly as- 
sociated with the Sbicca company in 
charge of factory production, has been 
assigned to a territory in Pennsylvania, 
New Jersey, West Virginia, Maryland 
and Delaware. 

W. A. Baumann will continue to 
represent the Cellini company in the 
Southwest territory, with offices in the 
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PLASTIC 
SHOE STANDS 


Made of 
Sparkling 
Lucite and 
Plexi 

All Metal 


Chrome 
Plated 





Choice of 
round, square 


otherwise 

specified. 

Heights 9” 
12” and 15” 





Tops 
adjustable 





Choice of any 
size or style 
No. 401L0—Women’s .......0eseee- $4.95 
Size of Top 5'/ax7'%4 5 45 
No. 401MO—Men's—6!/2x8'/2 Top .... ° 


HECHT FIXTURE CO. 


315 W. Quincy St., Chicago 
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BARIS SELLS 


Quality Shoes from Serples 
Merchandise. Better for Less 
BARIS SHOE CO.., lac. 


WOrth 2-6188-! 
79-81 Reade St., New York 7, kh. Y. 




















Southland Hotel, Dallas, Texas, and 
the firm of Bally, Inc., will continue to 
represent the firm in the Southeast 
territory. 

Cellini will make the same types of 
shoes formerly manufactured by Sbicca, 
but new lasts and patterns have been 
added to the line. 





Announce New Patterns, 


Increase Prices 


Sr. Louis, Mo.—Kane, Dunham and 
Kraus have announced the inclusion of 
two new elaborate patterns in their line 
with wholesale prices 25 cents a pair 
higher than other patterns in the line. 


19? 











CHILDREN'S SHOES 


6 


SMOOTH LEATHER UPPERS 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 
POeNY. 











Tip, 
ddle, 


Brown Moccasin, Brown Win 
Brown with Brown Alligator 
Brown with White Saddle. 


Sizes 82-12; 122-3 
IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N. Y. 

















Produce Film for Showing 
To Retail Shoe Men 


MISHAWAKA, IND. — Primarily in- 
tended for showing to retail shoe sales 
people, a 25 minute full-color sound 
motion picture, “America At Play,” has 
been made available for loan at no cost 
by the Mishawaka Rubber & Woolen 
Mfg. Company, here. 

The film is designed to stimulate 
thinking in terms of increased sales 
of play footwear, including footwear 
for hunting and fishing, rubber-soled 
canvas footwear and fabric casuals, In 
addition to showing the increasing em- 
phasis being placed on play and plan- 
ned leisure, the film depicts the story 
behind the development and manufac- 
ture of play footwear. 


Elected Directors of Midland 
Shoe Company 


St. Louis, Mo.—John Fox, vice-presi- 
dent of the Mercantile-Commerce Bank 
and Trust Company, and Adrian W. 
Morgan, buyer of popular priced shoes 
for the Midland Shoe Company, were 
elected directors of the Midland Shoe 
Corporation, here, at the monthly di- 
rectors’ meeting in December. The 
Midland Shoe Company operates ladies’ 
high-grade and popular priced shoe de- 
partments. 
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Form Deb Shoe Company 


St. Louis, Mo.—Sam Wolff, presi- 
dent of Wolff-Tober Shoe Manufactur- 


ing Company has organized a new com- . 


pany here to be known as Deb Shoe 
Company, Inc. to produce a new line 
of low heel, youthful types. 

Jack Altman, formerly of Joy Shoe- 
makers, will style, promote, and sell 
the product. 

The new company will specialize in 
shoes for young women of high school, 
college, and career age. The line is 
to be priced to retail about $8.95. 

According to Mr. Altman, the re- 
cently acquired factory at Owensville, 
Missouri will go into production im- 
mediately. New samples are expected 
to be ready March. 1. 

On a makeup basis, the new line 
will be distributed through department 
stores, shoe and specialty stores, and 
according to Mr. Altman, will be backed 
up by an aggressive advertising cam- 
paign in leading trade and consumer 
magazines. 

Offices and showrooms of Deb Shoe 
Company, Inc. are located at 2128 
Washington Avenue, St. Louis, Mo. 





Rubber Industry Has Record 
Output in 1947 . 


New York — The nation’s rubber 
manufacturing industry shattered all 
production estimates in 1947 when its 
mills chewed up a record 1,110,000 long 
tons of new rubber and poured out a 
three billion dollar flood of finished 
products, according to a year-end re- 
view of the industry’s operations by 
the Rubber Manufacturers’ Associ- 
ation. 

The association singled out as one 
of the most significant developments of 
the year the fact that voluntary con- 
sumption of American-made rubber had 
exceeded by a considerable margin the 
expectations of both government and 
industry officials. 

As of today, the industry is required 
to use American-made rubber to meet 
about one-third of its total require- 
ments for new rubber. This is a na- 
tional security stipulation laid down 
by the government last March 31 as 
insurance against repetition of the near 
disaster in 1942 which saw the U. S. 
cut off ~om virtually all sources of 
natural rubber. Actually, synthetic rub- 
ber consumption amounted to 50 per 
cent of total requirements, it was 
pointed out. 

With natural] rubber supply still far 
below normal, only the availability of 
American rubber made it possible for 
the industry to achieve its production 
ticket on tires, tubes, hose and me- 
chanical goods, hard rubber, footwear 
and thousands of other rubber products. 

Demand continues extremely high for 
all types of rubber products. Chief 
among items in which demand exceeds 
supply is conveyor belting. 


Carmo Moves Offices 


Sr. Louis, Mo.—Jack Kaplan, execu- 
tive head of Carmo Shoe Manufactur- 
ing Company has announced the mov- 
ing of offices and showrooms of the 
concern from 1525 Washington Ave. 
to 2128 Washington Ave., the same 
building in which the new Deb Shoe 
Company is located. 

The building at this address also 
will serve as the new location of the 
Smart Handbag Company, manufactur- 
ers of handbags, sold as an accessory 
to Carmo shoes. 


Reorganize Sales Department 
Of Cannon Shoe Division 


BALTIMORE, Mp.—Reorganization of 
the sales department of the Rough 
Rider Division of the Cannon Shoe Com- 
pany, here, was announced recently. 
New Manager of the Division is Abe 
Scolnick, formerly sales representa- 
tive in the New York-New Jersey area, 
who succeeds W. H. Kjelgaard. 

Other revisions of sales personnel in- 
clude the following appointments: Fred 
Bergen, North and South Carolina, 
Florida, Georgia, Alabama; Buddy 
Bruce, Arkansas, Louisiana, Missis- 
sippi; Carl Dreyer, Middle Atlantic 
states; Harry Glassman, West Coast; 
C. E. Bagnell, Michigan; Ben Ham- 
burg, New England; Georgia Lawson, 
Ohio and Indiana; Leo Noon, Northern 
Pennsylvania; Ben Tand, New York; 
Harry Crandall, New Jersey; Jerry 
Jarrett, Texas and Oklahoma. 


Ad Program Based 
On Light Touch 


Los ANGELES, CAL.—Advertising in 
1948 by the Vogue Shoe Company, here, 
will be based on the postulate, “Make 
’em smile ... then buy,” according to 
recently announced plans. The entire 
campaign, including trade and con- 
sumer advertisements, as well as dealer 
aids, will emphasize the “light ap- 
proach,” it was revealed. 

Advertising spokesmen for the firm 
pointed out that consumer surveys indi- 
cate 90 per cent complete readership of 
ads employing the “light,” or humorous 
approach. The sales theory underlying 
the campaign, it was said, is “if you get 
her to smile, you will sell her most of 
the time.” 


Changes Territory 


Los ANGELES, CAL.— Barney God- 
shaw is now covering the Pacific North- 
west territory for the Naturalizer Di- 
vision of the Brown Shoe Company 
after being the California representa- 
tive for the same house for the past 
six years. 

Nat Berkowitz will now handle the 
states of California, New Mexico, and 
Arizona for Naturalizer. 
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SALSoee WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








lished wholesale firm kandl 


EXPERIENCED SHOE SALESMAN 


for NEW ENGLAND STATES 
wanted by CHAS. KEMLER SHOE COMPANY 
New England Distributor of Tyer Brand Rubber Footwear, well estab- 
ing complete lines of: 
Men’s and Boys’ Dress Shoes 
Men’s and Boys’ Work Shoes 
Rubber and Tennis Footwear 





Good list of active t 


Boston, Mass. 











issi 00d job for the 


right man. State age, traveling poh hn previous lines carried—all 
inquiries kept confidential. Write Chas. Kemler, 144 Lincoln Street, 


Other territories also available 








SALESMEN WANTED 
3 Territories Open 
. Pacific Coast 
2. Mid-West 
3. South 
Volume Manufacturer located in 
Eastern Pennsylvania wants Sales- 
men to handle complete Line of 
Children's Stitchdown Shoes. These 
shoes are priced right. Include 


full details in reply. 
358, tare BOOT & SHOE RECORDER 


Address Box 
100 East 42nd Street, 6 























SHOE SALESMAN 


With 7 following to carry outstandi 
Line of Populor Priced Women's Casuals an 
Play Types direct from factory in followi 
territories: North and South Carolina and 
Virginia. Full time, on commission basis. 
cellent Line of fast- selling styles. Can A 
handled exclusively or on non-conflicting 
bosis. Write giving age, experience, terri- 
tory coverage and references. All replies 
will be held strictly confidential. 


NARJOS SHOE COMPANY 


20 Varnon St Somerville, Mass. 














SAL ESNEN WANTED BY OLD ESTAB 

LISHED CONCERN carrying a Line of 
Casuals and Growing Girl Welts for New York, 
Brooklyn, Long Island, Westchester and Con- 
necticut. Must travel by cer. Tfawing account 
and expense towards cars. Address #370, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





GOOD SALESMEN WANTED 
BY 
DISTRIBUTOR WITH GOOD LINE 


Of Ladies’ and Men's Casuals, which will be 
delivered. if you have an automobile and 
ore willing to comb your territory thor- 
oughly you must make real money, whether 
you devote your full time or carry the Line 
to supplement your present Line. Half Com- 
missions advanced weekly. The following 
territories are open: 

1—Texas and Okichoma 

2—Kansas and Missouri 

3—Arkansas, Kentucky and Tennessee 

4—Ohio and Indiana 

5—North and South Carolina 
Address Bex 367, care BOOT & — Ly om 





100 East 42nd Sreet, New York | 








SALESMEN FOR 
NATIONALLY ADVERTISED 
GOODYEAR LOCKSTITCH 
AND CASUAL TYPE SHOES 


Open Territories 
1. Missouri, Illinois, lowo 
2. Nevada, New Mexico, Arizona 
3. Western Pennsylvania, Ohio 
4. Michigan, Wisconsin 
5. New York, New Jersey 
6. New England 
7. Montana, Idaho, Wyoming, 
Utah 
8. Louisiana, Texas 
9. Virginia, West Virginia 
10. Indiana, Kentucky, Tennessee 


Address 362, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 








| 





VERY GOOD 
Opportunity 
FOR 


Live Wire Salesmen 


To carry a Complete Line of Women's 
Dress Shoes—Sport Oxfords and Casuals 
for a live wire Wholesaler. A permanent 
and profitable connection for the right 
party. Territories open are 


Alabama Ohio 
Florida Oklahoma 
Georgia Tennessee 
Louisiana Texas 
Mississippi West Virginia 

Give full information as to experience, 


etc., in your first letter 


Address Box 363, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York (7, HN. Y. 








SALESMEN 


For Well Established Line of Women's 
In-Stock Novelty Slippers and Casuals 
direct factory sales. Territories open: 


Southern California 
Washington and Oregon 
North and South Corolina 
Virginia, Tennessee 

ind 

lowa 

Wisconsin 

Eastern Pennsylvanic. 


Address Box 389, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











SAL ESMEN WANTED: 
WEST COAST and Rocky Mountain States. 
Short Line, Shoes Nationally Advertised. Need 

young, aggressive, hard worker. 
basis. Will consider La ag or General Line 


lesman. Good opport energetic indi- 
vidual. Reply to A DARER 2701 Caroline, 
St. Louis 4, Missouri. 


TY 


—XPERIENCED SALESMAN WANTED 
for New York City, Eastern Shore, Central, 
and Midwest States, to represent Seq Gee 
Women's Orthopedic and Comfort alking 
Shoes. Line may be carried full time or as 
a Sideline. | accounts ; old 
accounts. State 

Address FOOT CHOICE SHOES, INC., 
Marietta, Ohio 








CLASSIFIED ADVERTISING RATES 
The rate for undisplayed classified advertising is 12 cents @ word under any of our classified 


desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. 7 cori: on 
name and address is used, count each word (street number is one word) at word rate. Classified is payable In od- 
vance. » Send chock or caeney onder with your enpy. No accounts are opened for classified advertising except for regular edver- 
ett a > ee cee eae a er ee Pe ed 

= Advertisements for this page must be in our New York Office 10 days preceding publication date = 
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TO TRAVEL 














SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 


LINE WANTED 








MEN’S SHOE SALESMEN 


TO carry as sideline, Men's Popular Priced 
Dress Oxfords for Established Boston Dis- 
tributor for following States: 
Carolinas, Georgia, Florida 
Mississippi. bay = | Alabama 
Texas, Ob 
5% Commission. —— hang Confidential. 
Address Box 355, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











IDEAL SIDE LINE 


Carry 3 or 4 Styles of Fast, Low-Priced 

Shoes—7 percent Commission. Good de- 

liveries. All inquiries confidential. 

Address Box 365, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS 
West Coast Shoe Travelers Associates have capable 


your 
company. All territories Denver West. If you have 
openings in above territories commusicate St once 
with our Asseciation, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLOG., 219 WEST SEVENTH STREET, LOS 
ANGELES (4, CALIF. 





[NX ADDITION to advertisements in each, issue 
of leading trade publications including “Boot 
and Shoe Recorder,” “Display World, ” “Crea- 
tive Footwear,” “Dun’s Review,” etc. (see our 
advertisement on page 140 of this publication). 
we are going to mail literature and broadsides 
three times during 1948 to over 30,000 retail 
shoe stores and department stores. Inquiries will 
be referred to you for follow-up. is is an 
excellent opportunity to take on a highly profit. 
able, non-conflicting side line, Territories are 
exclusive. Liberal drawings against commissions. 
Write today for literature and details. ROGER 
KENT CO., 211 N. 7th St., St. Louis, Missouri. 





F_XPERIENCED SALESMEN WANTED 
for various territories for English made 
Men’s Shoe Line; Retail range from $12.50 to 
$14.50. Give full information in first letter. 
WALTER STERN, INC., 385 Fifth Avenue, 
New York City. 





[ NFANTS’ | SALESMEN WANTED. We have 
vacancies in several good protected territories 
for salesmen to sell our Short Line of Quality 
Infants’ Hand Sewn Moccasins. Sizes 2-6, to 
retail at $3.00. Commission basis. Address 
#390, care Boot and Shoe Recorder, 10 High 
Street, Boston 10, Mass. 





SPL LENDID OPPORTUNITY FOR SALES- 
MEN WITH ESTABLISHED HIGH 
CLASS TRADE for Factory making Men's, 
Women’s and Children’s Unlined Loafers; also 
Rayon and Shearling Lined Slippers. Territor- 
ies open in South, Southeast, Southwest, and 
West Coast. We have many satisfied accounts 
on our books. Address #392, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





SALESMEN, FOR CHILDREN’S LEATHER 
SHOES, All Colors. All territories open. 
SUPER FOOTWEAR, INC. 230 Eldridge 
Street, New York 2, N. Y. 





SIDE LINE SALESMAN WTD. 





OUTSTANDING LINE OF CHILDREN’S 
AND MISSES’ STITCHDOWNS and 
Welts by Fast Growing Concern—In-stock ser- 
vice. State line carried and territory covered. 
All replies confidential. Address #326, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





LOOKING FOR A SHORT PROFITABLE 

ADDITIONAL LINE? Philadelphia whole- 
saler has fine popularly priced line of infants 
pre-welts available for most territories. Good 
repeat income assured. Approximately one dozen 
samples. Address #334, care Boot & Shoe 
srearees. 100 East 42nd Street, New York 17, 





SIDE LINE SALESMAN WANTED for a 

complete line of Children’s Shoes carried in 

stock. Old Established Concern. Please state 

references and territories. Address #356, care 

og FA Shoe Recorder, 10 High Street, Boston 
ass. 





oy kg OF METAL, RHINE- 

NE AND CUT STEEL SHOE 
Bows y - = Salesmen calling on Ladies’ 
Shoe Trade, to carry one small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
eae 751 No. 39th Street, Philadelphia 4, 
a. 





SAL .ESMEN WANTED FOR VARIOUS 
TERRITORIES for English made Slippers, 
Men's, Ladies’ Children’s. WALTER STERN, 
INC., 385 Fifth Avenue, New York City. 


194 











SIDELINE SALESMEN WANTED—FOR 
BABY SHOES; Quality Line; Lowest 
Prices. Top commission. Give territory cov- 
ered in your reply. Write: ALLAN SHOE 
ay. CO., Inc., 611 W. Division St., Chicago 
10, Ill. 





IDELINE SALESMEN TO SELL POPU- 

LAR PRICED Line of Tennis and Rubber 
Footwear. All territories available. Address 
#371, care Boot & Shoe Recorder, 10 High 
Street, Boston 10, Mass 


EXCELLENT SIDELINE 


Salesman calling on Shoe 
Retailers will find our 
product a good source of 
extra income. Write, 
stating Shoe Company 
you represent. 

M. B. ADRIAN & SONS 


2507 S. Howell Avenue 
Milwaukee 7, Wisconsin 














SIDELINE SALESMEN WANTED For 
Factory In-Stock Department of Men's 
Welt, Popular Priced Loafers and Dress 
Shoes. Most territories open. Commission 
basis. Write giving full particulars. Address 
#369, care Boot & Shoe Recorder, 10 High 
Street, Boston 10, Mass. 


SIDELINE SALESMEN 


Salesmen to sell Fine Line Infants’ 
All Leather Prewelts, sizes 3-9, retail 
$3.-$3.50; Also Child's, Misses’ Welts, 
retail $5.-$5.50; Women’s All Leather 
Casuals, $5.-$5.50 retailers. Commis- 
sion 5%. Reliable New York Jobber. 
Territories open: North Carolina, 
South Carolina, Georgia, Oklahoma, 
Arkansas, Texas, Michigan, Indiana, 
Ohio, Illinois, Iowa, Missouri, New 
York, New Jersey, Pennsylvania, 
Connecticut. 


Address Box 366, care BOOT & SHOE 7. om 
100 East 42nd Street, New York 17, N. 














O CARRY MANUFACTURER'S POPU- 

LAR PRICED Ladies’ Handsewed Buckle 
Loafers, In-stock Department. All territories 
available. Commission basis. Give full particu- 
lars first letter. Address Box #368, care Boot 
. Shoe Recorder, 10 High Street, Boston 10, 
Mass. 





MANEFR'S AGENT WTD. 





ANTED: MANUFACTURER’S AGENT 
for Nationally Distributed and Private 
Label Shoe Polish Lines. Write: VANGARD 
CHEMICAL CORPORATION, 3903 Garfield, 


St. Louis, Mo 








ATTENTION 
MANUFACTURERS 
of 


SLIPPERS 


TOP NOTCH SALESMAN 
WITH LARGE FOLLOWING 
AMONG VOLUME BUYERS 

SOUTHERN STATES 


WANTS 
TOP LINE AND VOLUME 
FACTORY 


Address Box 387, eare BOOT & SHOE RECORDER 
190 East 42nd Street, New York 17, N. Y. 











FE XPERIENCED SALESMAN covering the 
Southeastern States for many years; well 
established following; A-1 background; alert go- 
getter, wants strong Line of Ladies’ Novelty 
Shoes, about $8 retail. Straight commission. A 
real opportunity for the right party. Address 
#379, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 





UBBERS AND TENNIS: SALESMAN 
REPRESENTING LARGE MANUFAC- 
TURER, with Retail following, New York, 
New Jersey, Connecticut, desires Line Rubbers 
and Tennis. Must be Manufacturer’s. Lines 
other than Rubbers and Tennis will also be con- 
sidered. Address #386, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York 17, 
ie Bo 
7 
ME: MANUFACTURER: ARE YOU PRO- 
DUCING A LINE OF MERIT? In Need 
of representation for New York and New Jer- 
sey States? Address #382, care Boot & Shoe 
as ee 100 East 42nd Street, New York 17, 








ANUFACTURER’S LINE OF HIGH 

STYLED WOMEN’S NOVELTIES OR 
CASUALS wanted for Texas territory by 
well known Salesman with outstanding in, 
Department and Specialty Store connections. 
Address #381, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





AL AR: LIVE-WIRE, ESTABLISHED 

FOLL NG, wants competitive Line of 
Ladies’ ~- for Carolinas, Georgia, Florida, 
Alabama and Tennessee. Commission basis. 
Address #380, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





OULD LIKE TO REPRESENT MANU- 

FACTURER of Children’s Medium Priced 
Shoes. Washington and Northwest. Fifteen 
years’ experience in shoe business. References. 
DONALD ROSS, 16024 12th Avenue, So., 
Seattle 88, Washington. 


TTENTION, MANUFACTURERS—PLAY 

AND CASUAL SHOES! §Established— 
reputable salesman, located New York City, 
seeks Manufacturer who can produce Play 
Shoes selling Best Accounts in the country. In 
replying state Process; Price Line; also Quan- 
tity Production. Address #372, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 
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LINE WANTED 


POSITION WANTED 


BUSINESS OPPORTUNITY 








HIGH CLASS EXPERIENCED 
TRAVELING SALESMAN 


WANTS 


NATIONALLY ADVERTISED 
MANUFACTURER'S LINE OF 
CHILDREN’S SHOES 


FOR SOUTH EASTERN STATES 
VERY SUCCESSFUL 
BEST REFERENCES 


Address Box 388, care BOOT & SHOE RECORDER 
100 East 42nd Sreet, New York 17, N. Y. 














HELP WANTED 








WANTED 
EXPERIENCED CHAIN 
STORE EXECUTIVE 
Presently employed preferred 
Ladies shoes exclusively. New estab- 
lished chain of stores. West of Missis- 
sippi River. No investment necessary, 


but investment opportunity available 
later. 


Write Bex $23, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ANTED: EXPERIENCED RETAIL 
SHOE SALESMAN in Better Grade Cor- 
rective and Novelty Shoes. Well established 
Leading Shoe Store, in College Town, 70,000 
ulation. Excellent salary, commission, and 
us. Steady position, with good opportunities 
in Modern Progressive store in beautiful clean 
city. Write full details your experience, quali- 
fications. Enclose small photo. SHOLEM’S, 8 
MAIN STREET, CHAMPAIGN, ILL. 


EXCELLENT OPPORTUNITY 


FOR EXPERIENCED PATTERN MAN AND 
DESIGNER in High Grade Ladies’ Shoe Fac- 
tory. Write giving full particulars regarding 
experience. Replies confidential. 


Address Box 383, care BOOT & SHOE 1. < —_ 
100 East 42nd Sreet, New York 17, WN. 

















POSITION WANTED 





THOROUGHLY EXPERIENCED RETAIL 
SALESMAN desires permanent position. Can 
furnish excellent references. Address #385, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ANAGER—W OMEN’ AND CHIL- 

DREN'S SHOE DEPARTMENT: Fifteen 
Years’ experience; willing to go anywhere. Ex- 
cellent references. Address #384, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 


February 15, 194 











SUCCESSFUL SHOE BUYER desires posi- 
tion vicinity San Bernardino, California. 
Will consider investment opportunity. 33 years 
old; 14 years’ experience. Address #376, care 
Boot & Shoe Recorder, 209 So. State Street, 
Chicago 4, Ill, 





BUYER, WOMEN’S, MEN'S, CHILDREN’S 
SHOES; 25 YEARS’ EXPERIENCE, SUC- 
CESSFUL POPULAR PRICED DEPART- 
MENT STORE OPERATION. EXCELLENT 
MARKET CONTACTS. 


Address Box 364, care BOOT & SHOE RECORDER 
5410 Wilshire Bivd., Los Angeles 36, Cal. 














FOR SALE 





ADIES’ SHOE SALON—4 doors off Lincoln 

Road, Miami Beach—Stock at inventory plus 
$2,000. For brand new installation and fixtures 
—finest brands in the country—cheap rent, 3 
year lease—$15,000 cash—owner retiring. Ad- 
dress #337, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





OR SALE—BECAUSE OF ILL HEALTH. 
Well established Family Shoe Store in Pros- 
perous Northern Ohio Town; Best tion; 
Ultra Modern Fixtures. Nationally advertised 


Lines. Good lease. Volume approximately 
$75,000. Address #378, care Boot & Shoe 
soeagtee, 100 East 42nd Street, New York 17, 


AMILY SHOE STORE: Established for 11 
years in a County Seat City in Southern 








Michigan. Good location; Nationally advertised 

Lines; Clean Stock. Address #375, care Boot 

& Shoe Recorder, 190 East 42nd Street, New 

York 17, N. Y¥. 

FAMILY SHOE STORE; 95% Location; 
Long Lease; $45,000 Volume last year; Pros- 

perous Minnesota Town; Large territory— 


10,000 population. Inventory and Fixtures, plus 
Owner has other plans. Address $374, care 








Boot and Shoe Recorder, 209 So. State Street, 
Chicago 4, Ill. 
OR SALE: MODERN FAMILY SHOE 


STORE, 100% location in fast growing town 
in Metropolitan Area. Clean Stock. Forced to 
sell by illness. Address #373, care Boot & 
Shoe” Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 





FACTORY LOCATED IN METROPOLI 
TAN NEW YORK, equipped to make 50-75 
cases per day of Women’s California and Compo 
Shoes and Slippers. Address #391, care Boot 








& Shoe Recorder, 100 East 42 2nd Street, New 
York 17, N. Y 
DEPT. FOR LEASE 
PACE AVAILABLE FOR SHOES in prom 


inent Street, City Hall District, with display 
space. Write for appointment: Box 1966, 1474 
Broadway, New York 18 





SHOE DEPTS. WANTED 





SHOE DEPARTMENTS WANTED—WE 
OPERATE STORES AND DEPART- 
MENTS featuring Shoes from $6.00 to $12.95 
Doing excellent volume and desirous of opening 
additional units this Spring. Will furnish best 
of references. Address #354, care Boot & Shoe 
Recorder, 1221 Locust Street, St. Louis 3, Mo 





Buy Savings Bonds 








OFFER NOVEL SERVICE TO YOUR CUS 
TOMERS. Learn to Bronze Baby Shoes. 
Inexpensive Process. Free Details SCHAUD. 
ER’S, DEP’T “F,” Shawano, Wisconsin. 





WANTED TO PURCHASE 





AMILY OR JUVENILE SHOE STOR 
Vicinity San Bernardino, California. Wil 
consider Partnership, or Buyer, Manager posi- 
tion. Address #377, care Boot & Shoe Re 
corder, 209 So. State Street, Chicago 4, Ill. 


WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Bex (48, care BOOT & SHOE pogoqpes 
100 East 42nd Street, New Yerk 17, 














s$sssSsSSS8SS88 8 
: Turn Your Surplus Stock ® 
: $$$$ Into Cash $$$$° 


: CLOSE OUTS—JOBS— z 
Complete Stocks—Gov't 
: Surplus Footwear—Clothing 


® WELDON SHOE & SLIPPER CO. ¢ 


720 Fifth Ave. Pittsburgh 19, Po. 
Phone: ATlantic 0705 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, WN. Y. 
Telephone: WOrth 2-2515 











S HOE STORE IN IOWA. Volume $25,000 
* up. J. Kramar, 2133 Fir Street,. Glenview 
Illinois. 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAMB AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 
New York City 
Phone BARCLAY 17-7887 




















WANTED TO PURCHASE 


WANTED TO PURCHASE | 


| WANTED TO PURCHASE 
| 








Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fe 





ATTENTION! 
SHOE JOBS 


QUALITY SHOES SINCE 1932 








“While in Town See Weil” 


BARIS BUYS for CASH 


* Short Term Leases Assumed 
TM a ie es 






BARIS SHOE CO., 


el a 






Inc. 
Tel.: WOrth 2-5180 








Maonvfacturers -.. Retailers... 
and Chains 
We want to buy men’s, women's 
ond children's shoes. 
MM, K. WEIL SHOE COMPANY 
1215 Washington Ave. 
St. Lovis 3, Mo. 
















HIGH GRADE FACTORY — JOBS 


a long mark-up for you. 


— CANCELLATIONS — CLOSE OUTS || 
We specialize in Ladies' Fine Footwear that will realize 
For further details 


WRITE P. O. BOX 805 * 


SYRACUSE, NEW YORK 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

FOREMOST SHOE BUYERS SINCE 1906 
COrtlandt 7-6378-9 








JOBS * CANCELLATIONS « CLOSE 
OUTS AND IRREGULARS FROM 
FACTORY SOURCES ONLY «+ FOR 
DETAILS WRITE P. ©. BOX 805, 
SYRACUSE, N. Y 














Style Currents Clear in 
Chicago Apparel Markets 


CuiIcaco—Promotion of all possible 
fashion details in wearing apparel and 
accessories looms large in the coming 
Spring and Summer retail selling sea- 
son as revealed at the January and 
February Chicago style and apparel 
markets and points specifically to the 
importance of the more feminine and 
delicate types of shoes for all ages 
from teens on up. A definite acceptance 
of the new silhouette, appearance of 
new colors and reappearance of old 
ones, and more femininity were among 
the style currents indicated in the se- 
ries of style events. 

Miss Ann Sheehan, fashion consul- 
tant for the Merchandise Mart, speak- 
ing at the Mart’s women’s style clinic, 
Feb. 4, emphasized the fact that the 
need for a real promotion is indicated 
throughout the apparel and accessory 
picture, so that the retailer provides 
fashion compensation for the higher 
priced merchandise. 

Speaking of promotional possibilities 
for shoes she stated: “Ankle straps will 
be the Spring and Summer shoe fash- 
ion. Multiple straps give the delicate 
air to feet that is required by 1948 
clothes fashions. The Baby Louis heel 
is determined to make a comeback. 


19% 


The overwhelming amount of white in 
the resort picture has put new empha- 
sis upon color in shoes, with purple 
coming in for strong contention. Gold 
sandals look important with white 
pique and sharkskin on the southern 
scene. Practicality has little place in 
the shoe score.” 

Even the sloppy teen ager has re- 
formed. In her commentary on the 
children’s clinic and style show, en- 
titled “Young Reflections,” because the 
youthful fashions so closely pattern 
those of their mothers, Miss Sheehan 
stated that “saddle oxfords and loafers 
are cut and bobby socks are kid stuff.” 
During their transition from denim- 
clad gamin during 1947, the girls clung 
to flat heels with tenacity, and with 
reluctance they gave up their beloved 
and filthy saddle shoes. The new look 
was often unfortunately mated with 
bobby socks and saddle shoes, but even- 
tually complete surrender to the new 
look was effected. The younger crowd 
is not only wearing fancier shoes, they 
are wearing hose.” 

Of interest to shoe retailers also 
were the comments on hosiery, which 
is expected to lighten up considerably 
with a delicate mauve cast dominant. 
“Very new and not widely available are 
the pointed heel, dark seam hose of 
about 1925 vintage. Seamless hose will 





GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
¢ COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phene—LOmbard 3.2062 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women cad 


Idren 
FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street New York 7, N. Y. 
Telephone: WOrth 2-4548 














enjoy wide acceptance with the coming 
of Spring and Summer. Bare legs are 
incongruous with 1948 Spring and 
Summer clothes.” 


Navy was indicated as a vital color 
in coats and suits with a lot of interest 
in the lively middy blue (brighter than 
the staple Navy, and a closes competi- 
tor for black). Important color devel- 
opments appeared in the creamy tones, 
a soft lush mauve, rose, the palest 
green. pecan shades of brown and 
Canyon tan. In resort and casual 
clothes there was a predominance of 
white, particularly in coats, and a good 
distribution of a mauve cast pink, yel- 
low, pine green, light blue, flashes of 
orange-red and a pleasant amount of 
lavender. It was predicted that kelly 
green and fireman’s red would pop up 
strong in volume as bright color pro- 
motions, with news value in amber 
tones, gray and checks for the younger 
crowd in particular. At the National 
Wash Apparel Show, which caters to 
the mass market, the Gibson Girl in- 
fluence and modernized Gay Nineties 
influence was strong particularly in 
clean, clear (not dusty) soft pastel 
shades, with dual tones freely used in 
two and three colors, and made up in 
striking combinations, both in plains 
and prints. 


Hemlines from 10 to 12 in. from the 
floor, shoulders which wear less pad- 
ding than at any time since 1938, and 
cinched waistlines were accepted as the 
dominant silhouette trends. 





Melville Sales in December 
Up 30 Per Cent 


New York — Melville Shoe Corpora- 
tion has reported retail sales for the 
period November 24 through December 
31, 1947, of $9,951,764, compared with 
sales of $7,610,267 for the comparable 
period of 1946, an increase of 30.8 per 
cent. Sales for the calendar year 1947 
were $71,992,773, compared with sales 
of $60,213,552 for the year 1946, an 
increase of 19.6 per cent. 
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MERCHANTS’ NEEDS 
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All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 


ROOM 204 Guerenteed for AN Time shoes. 
129 w. main st. ALL PURPOSE SHOE STICK CO. rocxrorp, uunors 


SAVE SALES 











*ADULT MODEL $15.00 
*JUNIOR MODEL $16.00 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


i ~ ed 
Wir the Brannock Adult and 
Junior Model Devices, the shoe fitter 
con get immediate “Heel-to-Ball” — 
“Heel-to-Toe”—"Width-at-Ball” direct 
mecsurements. This means speedy, 
eccurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 





*Available ot special cooperative price 
if ordered through certain shoe manu- 
focturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


COMPANY 
Syracuse 4, New York 























renainse Ponty CLP 


tion ea for Price Tickets 
times. 


This is an ex- 
clusive pat- 
ented feature. 





$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














Memorial Fund Planned 
By 210 Associates 


Boston, MAss.—The 210 Associates, 
Inc., national charitable foundation in 
the shoe and leather industry, plans a 
drive to raise money for a fund to be 
known as the T. Kenyon Holly Fund, a 
late past president of the Association. 
The committee in charge of the fund 
raising is headed by A. W. Berkowitz 
and includes James J. Molloy, George 
A. Dempsey, Abe Shapiro, N. P. Lyons 
and A. S. Burg. 

“The proceeds in this fund,” said 
Chairman Berkowitz, in announcing the 
drive, “will be kept in a separate bank- 
ing account and the*board of directors 
will decide the purpose for which its 
principal or income will be distributed 
in the future.” 
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Appointed Sales Manager 
of Coated and Plastic Fabrics 


NEw YorK—Fred L. Ford has been 
appointed sales manager of the Coated 
and Plastic Fabrics Department of 
Goodall Fabrics, Inc., according to an 
announcement by Paul! Carr, executive 
vice-president. 

Products for which Mr. Ford will be 
responsible consist of pyroxylin coated 
fabrics, plastic coated fabrics, plastic 
film used in the production of furniture, 
automobiles, books, luggage, hand bags, 
footwear, etc. Headquarters will be in 
New York. 


Miami Men’s Shoe Store Opens 


Miami, Fra.—Shanor’s Shoes for 
Men is a new shop opened at 8 South- 
east First Street. 


FIT COMES FIRST 
with the original 
SHOE DOCTOR SHRINKERS 
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$20.0 x 


rhe 
Curved ype tree = ut harm. 


Special combination offer $42.50 (fluids 
included in above prices). 


@end your order or write for detall informatica. 
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Itals AND Yiloas 


OW Vou 


NEWSPAPER, ADVERTISING 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


A quarterly matrix service of 
corefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper od- 
vertising. 


* 
2. Vincent Edwards idea Clip- 
ping Service 
Actual tear sheets of 
eds of shoe stores: you select the 
exoct stores and cities you wont 
to see or leave the selection to 
our advertising stoff. 


* 
VINCENT EDWARDS & CO. 
World's largest advertising service 
nization 


orgo 
342 Madison Ave., 
New York City 














Appoints Ad Agency 

Boston, Mass.—The R. D. Northrop 
Advertising Agency, here, has been ap- 
pointed by the R. J. Potvin Shoe Com- 
pany, of Brockton, Mass., to handle 
1948 advertising for the firm’s hand- 
lasted moccasins. The agency plans a 
series of ads directed to the trade, as 
well as consumer advertising and dealer 
aids. 











Remember these exclusive features 
insure steady repeat business. 


1. Alien Edmonds’ U-Turn Flexibility . . . 
Al. — a ahst, A insures 





matchless comfort. i 
2. Allen Edmonds’ special Nailess 
Osteo-path-ik Construction. 
3. Alien Edmonds’ unique STOCK 
PLAN. . . cuts inventory, ; 
turnover, 


G 


Allen Edmonds Shoe Corporation 
Belgium, Wisconsin 


) TIE-IN WITH THIS PROMOTION 


Feature Allen Edmonds Scotch Grain shoes, 
advertised in March in Esquire, Time, True, 
Holiday and Newsweek. Send for arresting 
dealer mats, counter and window cards 
tying in with this big national promotion. 
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Atyle Never Takes a 


oliday ... 


Despite the unceasing 
demand for products of every description, alert manufacturers 
realize that the creation of new styles today means the 
maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world. 


BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 

















ae: 


hich SU ip- ons 


Ag 4 
Nunn-Bush Slip-ons are street shoes designed without the 
} customaty ties: Shoes,that slip on and off without lacing 
are a great conveniénce. Nunn-Bush makes thet, practical 
‘with the sntig.“heel pocket” comfort of Ankle- Fashioning. 


Nunn-Bi ash. 


: y . Fat ; y 
— “See Your LocatNunn-Bush ant > " 
NUNN-BUSH SHOE CO = J ery + MILWAUKEE 1, WIS. 
< 


Style 423 ~ 


No-Finér Compliment! 


No finer Ginolaee can be Nunn-Bush 
Shoes than this—that a man P should prefer 
_ them above all othéts. Such pra Bush prefer- 
"ence is so widespread erning men.that 
“you might hike to know the reason. Instead of 
receiving a customary ry worker’ s wage, each Nunn- 
Bush craftsmafi is” paid a share of the value of 
allyhe produces. From this fair share grows a 
realizatiomahat YOUare his real employer. So be 
puts all bis skill and earnestness into an effort to 
earn your-loyalty by making Nunn-Bush, shoes ~ 
the world’s most SATISFYING shoes for men. 





Not just a 
Sale 


but a 


Customer! 


a 


The children’s shoe business is one which is built slowly. But once 
built, it is yours; no one can take it from you unless you abuse it, 


neglect it or destroy it. 


The basic element is confidence. To you a mother entrusts her 


child’s foot health. To gain and maintain that confidence is 
Stride-Rite’s job . . . and yours. It is this underlying policy that 
guides us in the construction of our shoes and in the presentation 
of our advertising. We are building today for tomorrow .. . 
telling mothers by word and deed that Stride-Rite makes good 
shoes; urging them to bring their children in regularly, fre- 
quently, for size check-ups; and that Stride-Rite dealers not only 
know how to fit them properly, but are eager to keep those rapidly 


growing young feet normal and healthy! 
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GREEN SHOE MFG. CO., BOSTON, MASS. 











